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‘Car Stocks Up 108,000 
As Pipelines Start to Fill 


By Maynard M. Gordon 
News Editor 
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Top automotive officials signaled the opening of the 42nd National Automobile 


ot this panel in New York's Coliseum. First they turned the steering wheels and 
were opened, the escalctors were started and the 


neath the precedent-breaking ad- 
dition of nearly 150,000 new cars to 


. From left are E. J. Bush, vice-chairman; Diamond T; Herold 


Henry Ford Wl, president, Ford Motor Co.; L. |. Colbert 


‘Chrysler Corp., and George 
iB Assn. 
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+ president, 
» president, American Motors Corp. and Avtomo- 
photos on Pages 2 and 42.) 


Show Gets ‘Selling’ Label, 
But Showrooms Are Cold 


By Ed Brown 
Staff Correspondent 
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gathering momentum-as it goes 
into its closing days. 
> * > 


orders from the show up to 
Wednesday evening. . 
The flow of traffic through the 
(Continued on Page 42, Col. 1) 


Top Auto Chiefs 
Billed by NADA 
Cartice, Ford, Colbert, 


Romney to Speak 
ASHINGTON, — Presidents of 
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detiverea at the |U.C. Stocks Dive 
To Record Low 


By Robert M. Lienert 
Associate Editor 
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sign changes of 1957. This is linked 
with consumer acceptance of price 
increases, which a majority of 
dealers report were “expected” by 
the general public. 
* + * 
INCREASED factory sensitiv- 
* ity to dealer inventory prob- 
lems in terms of production 
scheduling and distribution. 
In connection with this point, it 
is recalled that company executives 
facing Senate committees last 


spring were “embarrassed” by the 
peak inventories reached just as 


(Continued on Page 4, Col. 1) 


Dealers’ Total New-Car Stocks 


(In Field and in Transit to Field) 


PREVIOUS RECORDS 


HIGH Low 
903,789 Cars—March 1, 1956 157,607 Cars—Nov. 1, 1954 


Most Makers Up Output 


percent compiled on the previous 
week's 


Martin L, 
By operations. 
One factor that contributed 


Staff Writer 

O factors contributed heavily 

to holding U. S. car output to 
an estimated 165,234 units last week, 
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Management, Sales... 





More Opportunities 
For Dealer Training 


Eprror’s Note: This is the first 
of a series of articles on dealer 
management and sales training 
courses. 

+ + * 
By Joseph M. Callahan 
Staff Writer 
E XPANDED opportunities for 
dealer management and sales 
training are in the offing. 

Some makers, like Chevrolet, 
which pioneered this field, have 
well organized courses with long 
waiting lists. 

Others are just feeling their way 
and are seeking to spark dealer 
interest. 

* ea * 
Most agree, however, that train- 
ing is no longer a matter of 
choice but of necessity in the pres- 
ent competitive market. 

One maker puts it this way: 

“Men trained in good manage- 
ment, men trained in good sales- 
manship can fight and win the 
competitive battle.” 

Boldest steps in the training field 
are being taken by Chrysler, a late 
starter now seeking leadership in 
the field. 

* o + 
- Fygeonee of Chrysler Corp.’s pro- 
gram is the new Chrysler Corp. 
Training Center in Centerline, 
Mich. 

Les Piot, 34-year-old former 
retail merchandising manager of 
Dodge division, is director of the 
Chrysler Train- 
ing Center as 
well as director 
of the sales train- 
ing department. 
Phil Hopkins, as 
director of the 
center's service 
development and 
training depart- 
ment, directs 
training of dealer- 
ship service per- 

L. W. Piot sonnel, Piot re- 
ports to William Bird, staff execu- 
tive of the automotive group, who 
reports to William Newberg, vice- 
president of the automotive group. 

An idea of the expected scope 
of Chrysler’s new program can be 
gauged from the reliable report, 
although unsubstantiated by the 
factory, that Chrysler Corp. will 





Business 
Barometer 


Auto Production — 189,342 cars, 
trucks in week vs. 196,365 year ago. 
Business Failures — 270 in week 

219 year before. 
Department Store Sales—Down 
1 percent from year before. 

Freight Loadings—752,150 cars, 
an increase of 90,373 cars from year 
before. 

Gasoline Stocks — 175,401,000 
barrels, an increase of 857,000 barrels 
in week. 

New-Car Registrations—5,037,- 
239 in 1956 to date vs. 6,041,768 
year ago. 

New-Truck Registrations—761,- 
714 in 1956 to date vs. 787,728 year 


vs. 


ago. 
Oll Stocks — 275,253,000 barreis, 
a decline of 4,589,000 barrels in 


week. 

Soft Coal Output — 10,935,000 
tons estimated in week vs. 10,443,000 
tons year ago. 

Steel — 102 percent of 
capacity estimated vs. 101.3 percent 
week earlier. 

Used-Car Prices — $1,012 aver- 
age in December (including '57s) vs. 
$1,044 in November. 

Wholesale Prices — 115.7 per- 
cent of 1947-49 index vs. 115.9 week 


earlier. 
* * *& 


Common Stocks 
—~ Dec. 


Am. Motors 5% 6 
Chrysler 70% 70% 


1956 
Low 


5% 
60 
51% 
40% 

5% 


High 
8% 
87 
63% 
49%, 
10% 
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soon spend $35 million to build a 
network of 18 training centers 
throughout the country — similar 
to the present GM training net- 
work. 
* * + 

— major difference between 

the GM training program which 
originated at the General Motors 
Institute in 1920 — before Chrysler 
Corp. ‘was founded—and the Chrys- 
ler program is that the latter pro- 
gram will place greater emphasis 
on sales rather than dealership 
management or service training. 
This distinction reportedly will con- 
tinue in Chrysler’s proposed net- 
work of training centers. | 

While the training programs of 
the other manufacturers also make 
provision for the education of field| 
and supervisory personnel, the 
Chrysler Training Center will soon 
embark on an unusually ambitious 
project by offering courses in sell- 
ing automobiles to its entire hourly 
work force of 131,000 persons. 

Although the training of field 
personnel will also be a function of 
the Chrysler Center, Ralph Morten- 
son, who heads the editorial 
department at the center, said: 

“Our primary reason for ex- 
istance is to help the dealer.” 

Outstanding characteristic of the 
Chrysler program is flexibility. 

“There’s no dealership activity in| 
which. a dealer or his personnel 
can’t help,” Mortenson said. “We 
have people who can lecture on the 
broad aspects of dealership man- 
agement and we have people who 
can lecture the specialists. 

> * « 





| Looking In on the Show— 


| shot of the crowds, which were limited by fire regulations. 


7 ILLUSTRATE this point, he 
said about half the current staff 
at the Training Center were 
dealers at one time or another. 
Mortenson formerly was a Hudson 
dealer in Palm Beach. 

He said, “Whenever we get a 
nucleus of Chrysler Corp. dealer- 
ship people interested in any sub- 
ject, we'll immediately set up a} 
course for them and set a starting 
date.” 

He said there is a strong trend at 
the training center now to organ- | 
ize trainee groups from a single 
area because the Chrysler officials 
are learning that very often all the 
dealerships in one area are con- 
fronted with the same problems. 

For instance, dealers in one sec- 
tion might suddenly develop an in- 
ability to move their used cars and 
the Training Center would try to 
“jump into the gap.” Similarly, 
there will be different courses for 
personnel from small town and 
metropolitan dealerships. 

. ao > 





Makers Greet the Veep— 


Vice President Richard M. Nixon. made a major policy address at the annual show 
banquet prior to the opening of the National Auto Show. He is greeted here by the 
auto presidents. From left ore Earl J. Bush, Diamond T; Harlow H. Curtice, of General 
Motors; George Romney, AMA president and head of American Motors; Nixon; L. L. 
Colbert, of Chrysler; Harold Churchill, of Studebaker-Packerd, and Henry Ford Ii, 
of Ford. 





yas Chrysler program also will 
be seasonally flexible, so that 
dealership personnel can be trained 
to handle the various seasonal 
problems that confront the indus- 
try. For example: Cleanup season. 

In the service phase of the pro- 

(Continued on Page 6, Col. 1) 


Ford Sales Set 
November Mark, 
McNamara Says 


DEARBORN. — Ford division's 
car sales last month broke all rec- 
ords for any Nevember in the car’s 
53-year history, R. S. McNamara, 
general manager, told the National 
Ford Dealer Council last week. 

He congratulated council mem- 
bers, as representatives of all Ford 
dealers, on the “outstanding” pro- 
gram for introducing and selling 
the 1957 Ford. McNamara ad- 
dressed the council during a four- 
day meeting here. 

The month’s sales outdistanced 
November sales in the peak years 
of 1954 and 1955 and even the rec- 
ord year of 1924 when 1,665,133 
Model T’s were sold, McNamara 
said. He did not mention the No- 
vember, 1956, total. 

To meet the demand for cars, 
McNamara said, most of the divi- 
sion’s 15 car assembly plants are 
operating on 35 percent overtime 
and breaking daily and weekly pro- 
duction records. 





Stage Salute to Automobiles 


The $200,000 musical revue, “America on the Move,” holds the attention of this 
throng during the National Auto Show in New York. 


Lining Up for the Auto Show— 
Fire regulations limited the crowds at the National Auto Show in New York. Here's 
the lineup outside the Coliseum. 





Big Doings at Big Show 





The new cars made big news in New York as the auto makers opened their first auto show since 1940. Here is an overall 


Martin Defends 
Credit Restraint 


Says Money Supply 
Continues to Rise 


WASHINGTON. — Federal Re 
serve Board chairman William Mc- 
Chesney Martin last week defended 
the board’s credit policies as neces- 
sary and opposed any immedia 
expansion in the basic supply of 
credit. 

Martin appeared before a joint 
Congressional economic subcom- 
mittee headed by Rep. Wright 
Patman, Texas Democrat. Pat- 
man called the monetary-policy 
hearings because of criticism of 
the FRB’s recent credit policies. 

Martin said the board plans 

ifcrease in stock market margi 
requirements, that it is not redu 
ing the money supply and that b 
opposes recent Administra’ 
moves to ease housing credit. 
He also indicated the board migh 
be able to use selective credit co’ 
trols, if such powérs were given 
as “supplements but not alte 
tives” to broader monetar 
weapons. 

Restraint is needed, he said, 
cause of continuing inflation 
pressures in the economy. 

He noted that the board’s p 
icy is “made from day to <¢ 
Right now it is a policy of ale 
ness to the general situation.” 

Patman, a longtime critic of 
board’s policies, attacked FRB 
proval of increases in the disco 
rate. In the last 20 months, 
rate has risen from 1% percent 
3 percent. 

Such increases, he charged, h 
home builders, small businessm 
and farmers, but don’t hurt 


(Continued on Page 6, Col, 5) 





Buick Correction 
In Selling Guide 
error, the Automotive 


“Auto Guide 
(meee 13) incorrectly 
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OB gpramped your busy days, have 
you forgotten to provide Christ- 
mas greetings for your customers 
or your staff? 

Most dealers think that: such 
greetings are important, 

We all deal with people every- 
day, with those who work for us 
as well as those with whom we 
do or can do business, So, how 
we register in the hearts and 
minds of the people, in our area, 
can be a most important asset. 
Nothing is so important as 
people. Therefore, little courteous 
gestures, while they may not cost 
much, have long lasting effects. 

If you have forgotten to dispatch 
Christmas greetings or desire to add 
last-minute names to your list, don’t 
worry. We suggest one greeting for 
4 your customers and friends and the 
second one for the members of 
your staff. 

You can have them reproduced 
on your own business stationery. 
I’m beginning to feel that has an 
advantage, anyway. 

Surely, the expression of Christ- 
mas thoughts on your regular busi- 
ness stationery is more personal 
and seems less commercialized, and 
your expressed sentiments are not 
subordinated to art. 

I am reminded of a dealer who 
wrote to me when I suggested such 
a letter some years ago. He sent 
the greetings personally typed to 
the homes of all his employes on 
Christmas morning by special de- 
livery mail. He says that he is still 


Welk at NADA 


Bandleader to Present 
Musicale Jan. 27 

WASHINGTON. — Lawrence 
Welk, whose TV show was named 
the 1955 “Musical Show of the 
Year” by Radio Television Daily, 
will present a program of music 
during the 40th armnual NADA con- 
vention in San Francisco, Jan. 26- 
30. 





rN 


Welk and his orchestra will play 
for the dealers and their wives the 
evening of Jan. 27 in the San Fran- 
cisco Civic Auditorium. He is being 
presented through the courtesy of 
Dodge, which sponsors his TV pro- 


gram. 

m The 1957 convention will be the 
first held by NADA in San Fran- 
cisco since 1953. 


Bell to Address 
Neb. Convention 


OMAHA. — Frederick J. Bell, 
NADA executive vice-president, 
will be the featured speaker at the 
annual convention of the Nebraska 
New Car Dealers Assn. at the Pax- 
ton Hotel here March 25-26. 

It was also announced that an 
auto show will be held at the new 
Lincoln (Neb.) Memorial Audito- 
tum March 13-17. 
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By John 0. Munn 


getting congratulations and good 
results from this deed. 

Perhaps it is not as necessary to 
go so far. But I am sure that your 
thoughtfulness in sending greetings 
in any form will help you, your- 
self, enjoy a more Merry Christmas 
and a Prosperous New Year. 

Here is the suggested greeting to 
customers and friends. 

When “Merry Christmas” 
Has Deepest Meaning 

The sincerest Christmas Greet- 
ing is one that recognizes a debt 
of gratitude and friendliness as 
well as the worldwide wish for 
peace on earth and goodwill to 
all. 

Our Christmas Greeting to you 
carries our heartfelt recognition 
of the fact that your patronage, 
consideration and loyalty have ex- 
pressed the yuletide spirit all 
through the year that is almost 


past. 

All of us here sincerely thank 
you and do indeed wish that you 
and yours may have all the joys 
of the season in full abundance 
to make it a truly Merry Christ- 
mas and a Happy New Year. 

Sincerely yours, 
Car Dealer & Company. 


Suggested qrecting: to members 
of your staff: 

Making Good Wishes 
Become Good Realities 

Sure, we are going to wish each 
other and everybody “A Merry 
Christmas and a Happy New 
Year.” 

And we mean it — the wish 
comes right from the heart as 
the sentiment and tradition of 
Yuletide mellows every thought. 
So let’s take a look at this thing 
we call a “wish.” 

A “wish,” according to the dic- 
tionary, is “a desire or longing 
usually for some definite thing” 
—for one’s self or for somebody 
else. While it may have become 
only a courteous expression, let 
us not forget that originally a 
“wish” was a “desire of longing” 
as well as a word. 

We may not be able to make 
our wishes come true for our- 
selves, but we can do it for others. 
We can do it for those with whom 
we work and for whom we work. 

To be friendly, helpful, con- 
siderate to each other. To be 
friendly, helpful, considerate to 
our customers. This gives a heart- 


greeting often so casually uttered. 
And in that spirit I am wishing 
for us all—each and everyone— 
A Merry Christmas and a Happy 
New Year. 

Sincerely yours, 

Car Dealer & Company 


School Programs 
Reduce Accidents, 
. Dealers Told 


PITTSBURGH. — ee 
education programs are a 
marked effect in reducing traffic 
accidents and violations through- 
out the state, according to E. W. 
Parkinson, assistant manager, 
Pennsylvania Automotive Assn. 

Speaking at a seminar attended 
by 200 dealers, Parkinson said 
reductions of more than 50 percent 
have been noted in accidents and 
violations involving trained young 
drivers, compared with untrained 
drivers in the same age group. 

He said the state’s dealers are 
loaning more than 550 cars valued 
at $1,250,000 to high schools for 
training programs during the cur- 
rent academic year. 

Parkinson added: “Pennsyl- 
vania’s new-car dealers feel sup- 
port of the driver-training program 
is a vital public service and con- 
stitutes an important contribution 
to traffic safety.” 

At the seminar, E. A. Sahli, Sahli 
Motor Co. (Chevrolet), Beaver 
Falls, was awarded a plaque for 
service to PAA and NADA. He is 
a past president of PAA, 








GREAT FALLS, Mont.—A plea 
for a “modern factory-dealer part- 
nership” and a slap at legislation in 
this field were voiced by R. C, Som- 
erville, assistant to the president of 
Chrysler Corp., at the 4ist annual 
convention of the Montana Auto 
Dealers Assn. 


Somerville noted that in modern- 
izing the factory-dealer partnership, 
dealers could. help their factories 


arrive at a more accurate forecast 
of the market. 

Referring to. a survey which 
“shows our dealers want us to work 
more closely with them,” he said, 
“This does not mean interference 
with a dealer’s decisions. 

“This dynamic partnership is a 
two-way street and will be achieved 
by understanding and coo 


rather than by legislation. ce 


on legislation breeds suspicion and} Co., 
antagonism with legalistic interpre- 
= replacing common sense de- 
cision.” 

Thomas J. O'Neil, _[mecutive di- 





Montana Officers and Directors— 


New officers and directors of the Montana Automobile Dealers Assn., seated, from 
left, are Rodney J. McCall, Missoula, director; Roy E. Murray jr., Butte, president; Ray 


Wirth, Great Falls, first vice-president; Arnold J. Hannah, Shelby, director; and. R®. J. | Will 


Hilger, Glendive, chairman. Standing: William H. Fredericks, Helena; secretary- 
manager; John M. Ryall, Livingston, second vice-president; and directors Charles W. 
Cooley, Lewiston; James E. Dowen, Havre; Paul J. Bowman, Kalispell; Norman Brekke, 
Scobey; Vernon E. Cougill, Helena, and Robert R. Kaiser, Forsyth. 


Sutter Calls Equity Law 
Opening of New Era 


SALT LAKE CITY. — The new 


dealer “day-in-court” law will bring 


gradual and progressive improve- 
ments in the retail auto industry in 
the opinion of Frederick M. Sutter, 

NADA (first vice-president. 
“This law should bring better 
the ” said 
29th 


ry 
Fs 
i 
if 


a 
of 
Assn. 
te hard 
rect business ethics.” 


Dealers now, said Sutter, are free 
in fact and not just in quotation 
marks. “A dealers can run his busi- 
ess as he thinks it ought to be run. 
He expects to be dealt with in a 
free manner and with no intimida- 
tion,” he said. 


Sutter said that the factory has 
the right to expect a dealer to do a 
good job of selling—providing cross- 
selling and bootlegging doesn’t 
make that impossible. 
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Peace Pipe Puffed On 
By Fribley and Rubin 
CLEVELAND. — The two men 
who head the nation’s two largest 
retail automotive associations con- 
ferred in Cleveland and agreed 
the need to work together for the 
benefit of the entire industry. 





Charlies K. Cordray, i and 
Wayne E. Johnson, Price. 

Harold Holley, Spanish Fork, was 
named secretary, and Ray Stout is 
the new treasurer. 

Directors for the new term in- 
clude A. W. Bartlett, Ogden; Rob- 
ert H. Hinckley jr., Salt Lake City; 
Storm McDonald, Heber; Chris Mc- 
Kinley, Vernal; Ben Redd, Logan; 
Finley Wilkinson, Bountiful; Laury 
Miller, Murray, and Jack Morris, 
Brigham City. 

Sutter said the new dealer law 
was the direct result of work on 
the part of the national and state 
associations and individual dealers. 


(Continued on Page 8, Col. 3) 


Dealers tell me| For Industry Teamwork 


rector of sales and advertising, 
Ford Motor Co., said he looked 
for U. S, auto ownership to top 
66 million by 1965. 

But, he warned, dealers will not 
automatically share in the profit of - 
the future. Expansion of service 
facilities is essential, he declared. 

Auto marketing was the theme of 
an address by Paul M. Millians, 
vice-president, Commercial Credit 
Baltimore. 

“Sales,” he said, “are the product 
of the total situation—a good car, 
good promotion and personal sales- 
manship. Give your sales job dig- 
nity. Give your salesmen security. 
Incompetent, low-paid salesmen are 
high-cost salesmen.” 

He also urged close attention to 
operating and financial control, He 
said it is important for a dealer to 
know his costs, to know what hap- 
pens to net profit per car and, above 
all, to have a definite plan. 

Frederick J. Bell, NADA execu- 
also reviewed 


for the public, 


and ‘Arnold J. Hannah, Shelby. 


On the House... . 


Auto Show memos: George Romney’s superb talk 
and headtable introductions at show banquet . 
Vice-President Nixon’s smart move in trimming his” 
oe policy speech, with the hour etc. 

Paul Garrett’s final press party, which Tony DeLo- 
renzo says he'll carry on (with “even more gusto, 


if possible”)". 


. It’s amazing how many 


are NOT kilied in New York City’s mad traffic 
Roy Abernethy’s enthusiasm over getting Rambiers 


on leasing firm’s list . 

perating from serious operation at Mayo’s . 

Colbert and Henry Ford, who seemed to be enjoy- 
themselves 


ing 


. Missed Ivan Wiles, recu- 
Tex 


mer hometownsman of mine; now heads GMs Washington office. 


Missouri association is 
ture ... Spike 
group’s membership drive . 


@ revision of its dues struc- 


contemplating 
Graham (Oldsmobile) heads Minnesota dealer 


Fred Huttmann is — 
director . 


Portsmouth-Virginia Beach association’s. new executive 


(Ford), 
Kentucky association’ s 


Stanley Erskine ee — and ‘Sub heavens 
treasurer, head ae eee Texas Dads’ association 
957 committees will be headed as follows: 


N. S. McGraw, emake B. W. Whitaker jr., legislation; Ben F. 


Long, finance; Glen Van Slyke, employe relations; 


public relations; R. L. 
Howard Pearce, highways. 


I. R. Hicks sr. 


Marcum, insurance; Roy Royalty, safety, and 


—Prre Wemuorr, Editor, 
Automotive News 
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20-Day Supply of ’°57s... 





AUTOMOTIVE NEWS, DECEMBER 17, 1956 


Used-Car Bulletin from Detroit ... 


Car Stocks Up 108,000; 
Pipelines Start to Fill 


(Continued from Page 1) 


maximum benefits, which could 
amount to many millions of dol- 
lars for manufacturers compelled 
to repeat the mass layoffs of the 
past spring and summer. 

Consequently, dealers feel there 
is reason to believe a steadier 
curve of new-car production is in 
prospect, with higher per-unit 
profits. 

The big X in this equation, as 
always, is consumer response. No- 
vember new-car sales of 1957 
models exceeded October by only 
15 percent, but dealers emphasized 
that hardtop scarcities and a vir- 
tual absence of station wagons 
stalled sure deals in many metro- 


politan areas. 
° + + 


NTERING the hard-to-sell holi- 

day season of December, deal- 
ers in such cities as Boston and 
Los Angeles were heartened by 
whopping public turnouts for their 
auto shows. Attendance also was 
exceeding expectations at the Na- 
tional Auto Show in New York, 
despite adverse weather over the 
opening weekend, 

As one observer pointed out, “All 
the spurs for new-car sales are in 
the picture, including new-model 
newness. We didn’t have newness 
a year ago, although the factories 
at first thought otherwise.” 

A more cautious dealer, re- 


New-Car Stocks 


In Field, In Transit 


(Complied bf Automotive News) 





Dealers 
Cars Cars In Total 
In Transit Potential 
Field to Inventory 
Ending Dealers Stocks 
Jan, 1, "50... 261,754 188,500 440,254 
Apr. 1, 'S0.... 276,136 158,000 434,136 
June 1, '50.... 247,680 160,200 407,880 
Sept. 1, 60... 238,642 160,400 400,042 
Jan, 1, °51.... 306,868 89,900 404,788 
Apr. 1, "61.... 406,541 138,500 545,041 
July 1, "51... 357,606 90,700 448,306 
Sept. 1, "51.... 283,402 86,800 370,202 
Jan. 1, '52.... 224,968 31,000 255,968 
Feb. 1, ’62.... 198,762 69,000 267,762 
Mar. 1, °52.... 182,577 76,000 258,577 
Apr. 1, "62.... 213,391 83,000 296,391 
May 1, ’52.... 261,674 88,000 339,674 
June 1, '52.... 232,036 70,000 302,036 
duly 1, '52.... 193,462 84,500 277,962 
Aug. 1, '52.... 162,086 12,000 174,086 
Sept. 1, ’62.... 149,001 77,000 226,091 
Oct. 1, ’62.... 233,556 89,000 322,556 
Nov. 1, ’52.... 308,804 90,500 399,394 
Dee. 1, ’62.... 287,247 76,000 363,247 
Jan, 1, °53.... 201,671 83,300 374,971 
Feb. 1, ’53.... 86,600 412,035 
Mar. 1, °53.... 388,011 87,200 476,211 
Apr. 1, °53.... 445,882 89,300 535,182 
May 1, ’63.... 490,381 97,700 588,081 
June 1, ’53.... 463,546 73,500 537,046 
duly 1, °53.... 479,698 82,800 562.498 
Aug. 1, °63.... 517,119 82,200 599,319 
Sept. 1, °63.... 634,568 74,500 589,069 
Oct. 1, °53.... 519,037 60,900 579,937 
Nev. 1, °63.... 538,087 68,300 606,387 
Dec. 1, °63.... 430,876 29,000 459,876 
Jan. 1, 'S4.... 428,125 36,600 464,725 
Feb. 1, ’S4.... 466,176 60,600 526,776 
Mar. 1, ’54.... 611,122 62,000 573,122 
Apr. 1, ’64.... 541,911 64,000 605,911 
May 1, ’S4.... 538,775 68,500 607,275 
June 1, '54.... 563,219 62,500 565,719 
duly 1, '54.... 445,665 62,500 508,165 
Aug. 1, ’54.... 390,854 57,000 447,854 
Sept. 1, °64.... 355,664 50,400 406,054 
Oct. 1, '64.... 267,469 29,000 5 
Nov, 1, ’54.... 120,107 37,500 
Dec, 1, 64... 203,453 61,700 
Jan. 1, ’55.... 293,881 68,500 
Feb, 1, ’55.... 373,573 89,100 
Mar. 1, ’55.... 467,655 95,000 
Apr. 1, '56.... 544,038 99,500 
May 1, ’55.... 660,341 102,700 
Jane 1, ’55.... 755,498 93,000 
July 1, '55.... 736,591 77,000 
Aug. 1, °55.... 735,447 71,500 
Sept. 1, °55.... 675,964 37,300 
Oct, 1, °55.... 489,475 48,900 
Nov, 1, ’55.... 487,666 87,600 
Dec, 1, °55.... 645,707 77,400 723,107 
Jan, 1, °66.... 755,177 53,300 808,477 
Feb, 1, ’56.... 301,499 68,900 870,399 
Mar, 1, ’56.... 840,089 63,700 903,789 
Apr. 1, '56.... 827,977 63,100 898,669 
May 1, '56.... 846,285 56,300 902,585 
June 1, °56.... 746,012 52,890 798,902 
duly 1, °66.... 613,451 50,568 679,596 
Aug, 1, '56.... 551,081 53,026 588,172 
Sept. 1, '56.... 456,013 48,382 — 504,395 
Oct. 1, °56.. 288,103 25,900 *314,003 
Nov, 1, ’56.. 212,967 65,008 $277,975 
Dec, 1, ’56.. 19,656 386,252 


306,596 
+ Field stocks include cars actually at 
ps, those warehoused by dealers 
factories, and demonstrators. 
* Rev 


g 


g 


porting imbalanced inventories 
as of Dec. 1, observed that the 
first weeks after a new-model 
introduction are too soon for an 
accurate forecast of how the rest 
of the model year will go, 

“But,” he added, “we're selling 
nearly all they’re sending us and 
trying like heck to hang on to the 
guys that want stuff they haven’t 
begun sending us.” 

* * a 

N2w-carn registrations in Octo- 

ber, for the first time this year, 
fell behind actual domestic sales. 
It was estimated that 25,000 more 
new cars were sold in October than 
the 424,414 cars listed by R. L. Polk 
& Co. as registered in state capi- 
tals, 

This October disparity, which 
was repeated in November, re- 
flected the heavy pre-registration 
of new cars practiced by many 
volume dealers last spring. 

U. S. new-car exports in October 
sextupled the September total, ac- 
cording to the Automobile Manu- 
facturers Assn, The October total 
was 10,361, compared to 1,729 in 
September. 

November’s export was expected 
to approach the highest months for 
overseas sales this year. The peak 
month was March, when 28,408 cars 
reached foreign markets. 

Prospects for sustaining the ex- 
port rate at postwar high levels 
were clouded, however, by the ship- 
ping pinch due to the Suez Canal 
shutdown. 


U.S. Rubber Wins 
Tubeless Tire 
Patent Suit 


BALTIMORE.—Judge R. Dorsey 
Watkins, U. S. District Court here, 
has’ ruled in favor of U. 8S. Rubber 
Co. in a tubeless tire patent in- 
fringement suit brought by B. F. 
Goodrich Co., according to U. S. 
Rubber. 

H, E. Humphreys jr., U. S. Rub- 
ber president, hailed the action as 
giving “us freedom to continue our 
improvement in the tubeless tire... 
without unjustified patent restric- 
tions.” 

U. S. Rubber said Judge Watkins 
ruled that there had been no in- 
fringement and further stated that 
the patents were invalid. 

Goodrich has similar suits pend- 
ing in Cleveland U. S. District 
Court against Firestone Tire & 
Rubber Co. 

The dispute involved the inner 
liner of the tire, it was said. 


AMC Promotes 
Stewart, Fullerton 


DETROIT.—Appointment of two 
new divisional sales managers for 
American Motors has been an- 
nounced by Roy Abernethy, auto- 





L, E. Stewart W. A. Fullerton 
motive distribution and marketing 
vice-president. 

L. E. Stewart has been appointed 
manager of the Midwest division. 
with headquarters in Chicago, and 
W. A. Fullerton has been named 
central division manager with 
headquarters in Detroit. 

Stewart succeeds John B. Foun- 
tain who retired after 20 years 
with the company. Fullerton, who 
has been Detroit zone manager, 
succeeds Stewart. 














Latest Auction Prices 


(Copyright, 1956, by Automotive News) 


(Aptco Auto Auction. Sales every Wednesday and Friday.) 


Dec, 12 

(Prices were seasonably low and 

buyers declined to buy. Sold 92 cars 
out of 212 entered.) 

BUICK—’56 Super conv., $2,350*. '55 

Super Riviera, $1, 610 


cial 2-dr., 
tury Riviera, $1, 340° 
Super Riviera, $1,300*; Special Rivi- 
era, $1,060. '53 Special 4-dr., $550. 
62 Special 4-dr., $465. 51 Super 
Riviera, $350°. 

CADILLAC—’55 (62) coupe de Ville, 
$2,900° (ps); (60) Special 4-dr., $2,- 
790° (ps). '49 (62) Hardtop, $435. 
'48 4-dr., $250. 

CHEVROLET—’56 Two-ten (8) 4-dr., 

. "55 Bel Air (6) conv., 

190; 2-dr., $1,100; 4-dr. 

ten (6) 2-dr., $930, $925. 

2-dr., $855*; Two-ten 2-dr., 


s 

Air 2- dr., $620*, 

luxe conv., $255°: 

SL Deluxe’ 4-dr., 
CHRYSLER— 

Windsor 4-dr., $950*. 

Hardtop, $350*. 

56 Firedome Hardtop, §$2,- 
225°. °55 Firedome 4-dr., $1,515*. 
DODGE — ‘55 Royal Lancer Hardtop, 
$1,460* (ps), $1,430°; 4-dr., $1,375°; 
Coronet Hardtop, $1,335". °54 Mea- 

dowbrook 2-dr., $585. 
FORD — ’56 Parklane station wagon, 


., $1,100*; 
*651 Windsor 


sedan re 
"55 


tion wagon, 
$1,150*; Custom (8) 4-dr., 
2-dr., $1,035, $1,005*; 
2dr. $975*. °54 Crest 
$815*; Custom (8) 2-dr. $750 
$710; ‘a-dr., _ $680, 53 Crest 
toria, 


$510*; Custom (6) 2-dr., 
Custom (6) 2-dr., $450. "*51 Custom 
(8) Hardtop, $300, $280. 
HUDSON—’53 Super Wasp 2-dr., $400. 
’52 Commodore Hardtop, $160, 
LINCOLN — '53 Capri Hardtop, $975* 
(ps). 
URY — ’56 Montclair Hardtop, 
$1,865*. °55 Monterey Hardtop, $1,- 
450°; 4-dr., $1,375*, ‘54 Custom 2. 
dr., $825°. "51 4-dr., $250. 


NASH—’54 Statesman 4-dr., $730. '53 
Statesman 4-dr., . 

OLDSMOBILE—’55 (88) Super Holi- 
day, $1,830°. '54 (98) 4-dr., $1,440*° 
(ps). '53 (88) 2-dr, 

PACKARD—’ 54 Clipper 4-dr., $775*, 
$765°*. 


PLYMOUTH—’56 Savoy (8) 4-dr., $1,- 


550° (ps). °55 Belvedere (8) Hard- 
top, $1, 225° ; on Pe (6) 4-dr., a. 
2-dr., 54 Plaza 2-dr. 
PONTIAC—’ 58 Chieftain (8) 4-dr 4 4 - 
350. °54 Star Chief (8) conv. $1,- 
060*, ’53 Chieftain (8) 4-dr., pas; 


Chieftain (6) 2-dr., 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auctions on Pages 34, 35, 36, 37 






DETROIT. — Chrysler division 
dealers are becoming discouraged 
by failure of Chrysler to put into 
effect a modernized dealer fran- 
chise. 

After the recent Chrysler Na- 
tional Dealer Conference in Detroit, 
a delegate told Automotive News 
that it appears to him that Chrys- 
ler has abandoned its plan to mod- 
ernize the franchise. 

“We've asked officials of Chrys- 
ler division and Chrysler Motors 
Corp. for a contract that would 
be competitive with the GM con- 
” he said, “but there was no 


He said that the following sub- 
jects were discussed at the council 
meeting: 

1. The vital question of “zoning,” 
which concerns the future disposi- 
tion of Plymouth outlets. 

2. The current rather poor pro- 
duction and distribution of the 
Chrysler division products, especi- 
ally Imperials. 

It was explained that the divisions 
had received an ultimatum from 
“Highland Park” that the new cars 
had to be introduced-Oct. 30, de- 
spite the fact that this date was too 
early, considering the scope of the 
changes this year. 

3. The effects of the franchise 
change whereby the dealers are 





Chrysler Position 

DETROIT.—When asked about 
a new franchise for Chrysler 
Corp. dealers, a Chrysler Corp. 
spokesman said last week, “Plans 
to amend our dealer franchise 
have been under study for several 
weeks and are currently under 
study.” 


now under contract to Chrysler 
Motors Corp., rather than the indi- 
vidual divisions. 





Present at the meeting were Wil- 
liam Newberg, vice-president of the 


°57 Plymouth Fury 
Is Priced at $2,895 


“2DETROIT. — The 1957 Plymouth 

Fury, a special-production twe-door 
‘hardtop, will be priced at $2,895.25, 
an increase of $29.25 over the 1956 
model. The price includes Federal 
excise tax and suggested dealer de- 
livery-and-handling charges. 

The Fury is a 290-horsepower 
V-8. It is white with gold anodized 
aluminum side strips and a gold 
colored aluminum grille. 


Chrysler Dealers Weary of Waiting cae 
Where’s New Franchise? 


automotive group; E. C. Quinn, 








president of Chrysler division; Jack 


Mansfield, president of Plymouth; 


Charles Jacobs, vice-president of 
dealer relations; Byron Nichols, 
general manager of group market- 


— C. E. Briggs, sales vice-presi- 


dent of Chrysler division, and J. T. 


Condon, director of the Chrysler 
Dealer Council. 


—JosepH M. CALLAHAN. 





Mercury to Offer 


335-H.P. Engine 

DEARBORN. — A high per- 
formance power package based 
on Mercury’s new Turnpike 
Cruiser 368-cubic-inch engine will 
be made available as optional 
equipment on 1957 models, ac- 
cording to F. C. Reith, general 
manager. Designed to develop 
335 horsepower, the new engine 
will be known as the M-335 and 
will be offered with standard 
transmission. 


Lead Cincinnati Dealers— 
Elected officers of the Cincinnati Auto- 
mobile Dealers Assn., seated, from left, 
are George E. Hagen (Buick), president, 
and Mrs. Erdie Turner,’ secretary. Stand- 
ing: Clifford Jacobs (DeSoto) treasurer, 
and Gene Steinkamp (Dodge), vice- 
president. Trustees, in addition to the 
officers, include Fred Vordenberg (Chev- 
rolet), W. Parlin Lillard (Ford), Ray Smith 
(Hudson), Robert Behler (Oldsmobile), C. 
Dabney Thomson (Cadillac), Tom J. By- 
water (Chrysler), C. R. Hassan, Robert J. 
Menke (Mercury), E. H. Jamison (Nash), W. 
E. Schott jr. (Pontiac), and G. G. Russell 
(Studebaker-Packard). 





"|’52s, up $22 to $401; 











U.C. Stocks Dive 
To Record Low 


Higher ’57 Prices 
Switch Many Buyers 
(Continued from Page 1) ; 
of the month was good for only 

20.2 days of selling—and gives 
evidence that the year-long boom 
in used cars has not yet run its 
course. 

Many dealers reported to Avuto- 
motive News that the current used- 
ear situation is linked directly to 
the introduction of '57 models in 
their new-car showrooms. 

* * * 


|S genera prices on the new cars, 
while not deterring some 
buyers, have shifted a certain num- 
ber of prospects to the used-car 
lots, where they are shopping for 
late models. 

Many bona fide used-car pros- 
pects, some dealers said, waited 
to see the ’57s before they made 
up their mind on which used car 
to buy. 

One dealer in the Southwest said 
that unavailability of some '57 
models had contributed to his own 
used-car sales, particularly in the 
station wagon line. 

Dealers were about evenly 
divided in their assessment of the 
effect of ’57s on used-car prices. 
Some said the ’57s had raised used- 
car prices; others reported a de- 


pressing effect. 
> 


T ANY sate, ned cars are in 
short supply and prices are 
holding firm again after an early- 
winter adjustment two weeks ago. 

With stocks averaging 20.2 
days’ supply on Dec, 1, it was the 
fifth consecutive census date 
showing inventories falling below 

the traditionally accepted 30-day 
maximum. Not since July 1 have 
average stocks ranged above the 
30-day level. 

Since the average was also 
below 30 days on Apr. 1 and Feb. 
1, the year shows that seven 
months werez inside 30 days, and 
five months over. The year’s high- 
point was recorded Jan. 1, with a 
43.6-day supply. 

As of Dec. 1, some 87.9 percent 
of dealers reporting used-car stock 
figures said their inventories were 
good for 30 days or less of selling. 

Never in the last two years had 
that large a portion of reporting 
dealers claimed 30 days or less in- 
ventory. 


” . > 

qos were so short, in fact, 

that the 30-day figure was not 
a realistic yardstick for measuring 
the Dec. 1 inventory. Rather, a 
15-day limit could be applied, with 
55.6 percent of all dealers claim- 
ing stocks falling inside that maxi- 
mum. 

Only 12.1 percent of dealers re- 
porting said their used-car stocks 
exceeded 30 days’ supply, with the 
top figure being quoted at 38 


This compares most favorably 
with Nov. 1, when 25 percent of 
reporting dealers admitted stocks 
in excess of the 30-day limit, with 
inventories ranging up to 60 days. 

While the 12-month low was 
reached on Dec. 1 this year, in 1955 
it was recorded a month earlier, on 
Nov. 1, when stocks were good for 
24.1 days of selling. 

In the Nov. 1-Dec. 1 period last 
year, stocks went up to 35.0 days’ 
supply, an increase of 45.2 percent. 
This year, in the same period, 
stocks dropped from a 26,3-day 
supply to 20.2 days, a decrease of 
23.2 percent. 

A year ago on Dec. 1, with stocks 
averaging 35.0 days’ supply, only 
52.6 percent of all dealers reported 
inventories falling within the 30- 
day limit, with the top figure re- 
ported at 80 days’ supply. 

+o * * 


"os average price of used cars 
sold at wholesale auction last 
week rose $7 to level off at $1,012. 
The upward trend in price was 
general, with only three models 
failing to go along. 

The exceptions were: ’55s, down 


Upward adjustments included the 
following: ‘57s, up $25 to $2,380; 
50s, up $14 
to $215; ’51s, up $12 to $288 and 
‘53s, up $10 to $628. 

The price trimming on '56s, ’55s 
and ’54s carried averages on all 
three models to new lows, 
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Associates Newest Book 
~!i“Used Car Management’’ 


ven 416 pages of profitable ideas 
its to start the NEW YEAR right! 


stock Here, for the first time in a single book . . . is authoritative 
ling: coverage of every management phase of used car operations. 
rting Together with our first book, “Selling Used Cars”, both books 
serve as a handy desk reference “library” covering all of your 
used car activities. 


“Used Car Management” is another Associates service to help 


Associates dealers move new and used cars more profitably. How to Stimulate Sales Wir Compensation Plan 
Contests 


Volume Four 


How to Supervise Salesmen § f 
How 1 St UP Prospect Folow-p Systems 
= Quota Plan That Works 
How to Use “Coupon-Books”. Used a: 
Volume Six Sales 1 
ce Position 
Be ase contol, Reduce Your Inventory ve 
, is of Y 
A Professional Analysis our Operation 
How and Why to Sell Your Finance Plan 





THE PROSPEROUS PRO OF AUTOMOBILE ROW, 
“Merry Christmas and a Prosperous New Year to all of you.” 


ASSOCIATES INVESTMENT COMPANY 
ASSOCIATES DISCOUNT CORPORATION 
ASSOCIATES DISCOUNT (CANADA) LTD. 
EMMCO INSURANCE COMPANY 


SOUTH BEND, INDIANA 
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In Management, Sales .. . 





More Opportunities 


For Dealer 


Training 


(Continued from Page 2) 


gram, a course was hastily organ- 
ized last summer to train 
mechanics in the repair and 
replacement of a complicated rear 
window of the DeSoto. 

This kind of flexibility requires 
that the training center officials 
be in constant touch with mar- 
ket conditions in the field. This 
will be done by keeping in close 
contact with the divisions, with 
field personnel and with success- 
ful dealers, 

In addition, it will be the pri- 
mary job of Marty Logan, a former 
GM dealer, to find out which 
dealers want what kind of courses. 

How are the courses conducted 
at the Chrysler Training Center? 

They vary in length from a half 
day to three weeks. In most cases 
they are “conference” type courses, 


HIGH PRESSURE 
CHASSIS LUBE 


as distinguished from the “lecture” 
type conducted by most other man- 
ufacturers. 

Relying largely on the exchange 
of ideas among the participants, 
these conference courses are, 
nevertheless, directed by instructor 


Space Nearly All Booked 


For Montreal Service Show 

MONTREAL, — The success of 
the 1957 National Automotive Serv- 
ice Show to be held March 13-15 at 
the Show Mart, Montreal, now is 
assured and almost all available 
space has been booked. e 

Allocation of space and approval 
of applications was completed at 
a meeting of the show committee 
under the chairmanship of Mau- 
rice Gravel, 


who sees to it that certain funda- 
mentals are covered each session 
by directing the discussion into 
certain channels. 

= * + 


N MOST cases the discussions 


are supplemented with practical | ' 


training. For instance, the course 
in telephone soliciting requires the 
trainee to make a substantial num- 
ber of calls to Detroit-area resi- 
dents, asking them to take a 
demonstration ride in one of the 
1957 Chrysler cars. 


Whenever the offer is accepted, 
the prospect’s name is turned over 
to one of the local Chrysler Corp. 
dealers. It has been determined 
that 16 percent of the offers are 
accepted and that 16 percent of 
demonstrations result in sales, if 
correctly handled. 

This course is taught by a per- 
suasive veteran salesman who 
recently set his class agog by 
selecting six individuals at ran- 
dom from the phone book and 
succeeding in persuading every 
one of them to take a demonstra- 
tion ride. 

Classes at the training center 
commence each day at 8:30 a.m. 
and continue until 5 p.m., with an 
hour off for lunch and brief 





. 


The Pontiac Look— . 


The off-the-shoulder interior look of the 
1957 Pontiac is demonstrated by Merilyn 
Boone for D. R. Tyson, center, president, 
Tyson Pontiac Co., San Diego, and Ray D. 
Anderson, newly-named general manager 
of the dealership. 


recesses in the morning and after- 
noon. To insure that the trainees 
get the maximum benefit from the 
courses, the instructors ordinarily 


HIGH 
PRESSURE 
PUMP 
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HOSE REELS and LUBE UNITS 
fo fit any plan 





AIR COMPRESSORS -« 





HYDRAULIC LIFTS «+ 


UNITED STATES AIR COMPRESSOR CO. 





LUBRICATING EQUIPMENT 





assign a couple of hours of home- 
work for each evening. 

The training center makes. hotel 
or motel reservations for the 
trainees. Breakfast and lunch are 
served in the center’s modern cafe- 
teria at moderate prices. 

Chrysler has an agreement with 
one of the Detroit hotels, providing 
reasonable hotel rates for the 
trainees. The center provides free 
bus transportation morning and 
night from the hotel to Centerline 
— about 12 miles from downtown 
Detroit. 

* + » 

It costs a minimum of about $14 
a day for a trainees board and 
room in Detroit. In addition, the 
dealer or trainee must pay his 
transportation to Detroit. 

The following sales and manage- 
ment courses are regularly offered 
at the center: Dealership Manage- 
ment Conference (duration: three 
weeks); Retail Sales Manager’s 
Conference (three days); Business 
and Financial Management (one- 
week); Used-Car Merchandising 
and Management (three days); 
Service Merchandising and Man- 
agement (three days); Parts Mer- 
chandising and Management (three 
days); Retail Automotive Account- 
ing (five days); Science of Effec- 
tive selling For Salesmen (40 
hours), and the Science of Effec- 
tive Selling for Dealers (80 hours). 

(Next week's article will describe 
the training programs offered by 
the other auto manufacturers.) 


FRB Chief Backs 
Credit Restraint, 
Sees No Easing 


(Continued from Page 2) 


business. He asked why the board 
had not used or requested other 
methods to fight inflation. 

Martin replied that the FRB has 
no power over housing and con- 
sumer credit terms. He indicated 
these might be useful additions to, 
but not substitutes for, broader 
monetary weapons. 

Martin told the subcommittee 
that contrary to some impressions, 
the Federal Reserve System has not 
reduced the money supply. 

Actually, he declared, the 
money supply has continued to 
increase this year, though at a 
lesser rate than in 1955, and the 
turnover of the existing money 
supply has increased greatly, too. 
Patman and Senator Joseph C. 
O'Mahoney, Wyoming Democrat, 
suggested that the FRB sets inter- 
est rates. Martin said he felt in- 
creases in the discount rate gen- 
erally followed the market rather 
than leading it. 

“I am not in favor of high inter- 
est rates,” he told the subcommit- 
tee. “I want to see interest rates as 
low as it is possible to have them 
without producing inflationary 
pressures.” 

Declaring that the board’s con- 
cern is to protect the purchasing 
power of the dollar for all Ameri- 
cans, he said: 

“Prices have risen far ‘more 
than I would like to have seen 
them rise in the last year and a 
half. We don’t want price in- 
creases to come about through 
credit expansion.” 

O'Mahoney charged that the FRB 
credit policies have not stemmed 
price increases. : 

Martin replied, “How much 
higher would prices have risen if 
the law of supply and demand 
hadn't been allowed to dampen ex- 
cessive demands for credit?” 


Lincoln Calls In 
District Chiefs 


DEARBORN. — Sales managers 
for Lincoln division’s 13 district 
offices met in Detroit last week to 
discuss marketing plans with James 
H. Barnes, assistant general sales 
manager. 

Representing the 13 district sales 
offices were: G. H. Schricker, At- 
lanta; P. W. Smith, Boston; R. H. 
Whitney, Chicago; J. C. Clennan, 
Cincinnati; D. D. Ross, Cleveland; 
F. R. Hodges, Dallas; M. D. Imus} 
Detroit; G. B. MacKenzie, n 
City; F. J. Mullen, Los Angeles; 
J. J. DeGeorge, New York; E. 
Ratcliffe, San Francisco; J. R. La 
ason, Twin .Cities, and D. A. Kuhn, 
Washington. 
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Sutter Gives Utah Talk... 


Equity Law Called 
'Omen of New Era 


(Continued from Page 3) 


and bonuses (except Christmas) 
into a trust fund. 

The dealer’s money will be put 
| out at 5 percent interest, employes’ 
at 3 percent. It was said that the 

“ _in_| Plan will have many advantages, 
m case the dealer needs & “day-in including increased loyalty to the 


court.” : ‘ . 
lership. Payment: ill begin at 
“It should cover everything of| = es. a ee & 


importance that has anything to do b majority of 
with the dealer’s business, includ-| wh eee : y 


ing all pertinent information about 
his market,” he said. Central Oregon Dealers 


Sutter reminded the Utah dealers'| Elect Bowman, Dyer 


that factories can’t overproduce if 
dealers don’t overbuy. 

A retirement program was pre- 
sented by Charles C. Freed, ; 
NADA past president and a Salt "hen tae Dyer’s Auto Service 
Lake City DeSoto dealer. Under | (Ojdsmobile - International Har - 
the plan each dealer and employe | vester), Bend, is secretary of the 
will put 2.5 percent of all salaries | group. 











new responsibilities on dealers,” 
he said. 

Sutter suggested that each dealer 
start immediately to keep a file so 
that all the facts will be available 


Automobile Dealers Assn. has been 
| reorganized with Ollie 
|Bend Garage 


Oakland Chevrolet Dealers Elect Officers— 


New officers of the Oakland (Calif.) Zone Chevrolet Dealers Assn. are, from left, 
Lex J. Daoust, Marysville, treasurer; Eugene E. Prolo, Santa Cruz, vice-president; Ar- 
thur H. Kenny, Vallejo, president; and James L. Shelburne, Fresno, vice-president. 
Hanford A. Crockard, Berkeley, secretary, is not pictured. The association is com- 
prised of 164 dealers in Northern California and Western Nevada. 





A Valuable Sales Tool for Every Dealer, 


Dealer Salesman, and Factory Executive: 
Automotive News Auto Selling Guide for 1957 









@ Photographs of all 1957 Automobiles 
® Latest Engineering Developments 
@ Comparative Price Chart 
@ Complete Specifications 
@ Market Trends 
All in Full Color 


Appeared in Automotive News 


December 3. 


EXTRA COPIES AVAILABLE ...BUT SUPPLY IS LIMITED. 50c EACH. 


Please Send Check With Your Order to 


Auvlowatiue News 


DEPT. A—2666 PENOBSCOT BLDG. 
DETROIT 26, MICHIGAN 





BEND, Ore.—The Central Oregon | 


Bowman, | 
(Chevrolet-Cadillac), | 











the dealers present, and was be- 
lieved to be the first such idea 
adopted by a state dealer associa- 
tion. 

Patrick J, D, Crowley, executive 
assistant to the vice-president in 
charge of dealer relations, General 
Motors Corp., was a luncheon 
speaker. At that time he said deal- 
ers and manufacturers have an 
“exciting and challenging” outlook. 

“Healthy conditions in the gen- 
eral economy and in the automo- 
tive industry give good reason for 
optimism about continued pros- 
perity,” he said. 

Crowley predicted that 1957 defi- 
nitely will be better than 1956 and 
that “we have good reason to be 
optimistic. 

He gave four reasons for this 
bright outlook: 

1. Purchasing power continues to 
rise faster than prices. 

2. Amazingly strong used-car 
market, Total industry dealer used- 
car stocks declined steadily in 1956 
and stand at three-year low. Prices 
correspondingly firm, 

3. The 1957 models are qualified 
to stimulate buying. 

4. Service volume higher month 
by month in 1956 than that in 1955 
and every indication that volume 
will increase importantly in 1957. 

Elson G. Sims (Ford), Vincennes, 
Ind., told the Utah dealers that 
they have been part of a $2.4 bil- 


jlion U. S. giveaway and called for 


careful examination of fiscal prac- 


tices. 


“Increased volume without pro- 
portionate increase in net profits 
is the most devastating, disas- 
trous and dangerous thing ever 
perpetrated upon this industry,” 
said Sims. 

“There is something wrong within 
an industry when, for the last three 

years, one-half of the team virtu- 
ally has been losing money and the 
other half has been making more 
money than ever before,” he said. 


Chicago BBB 
Says $129 Car 
Cost Buyer $342 


CHICAGO. The Chicago Better 
Business Bureau has asked Flash 
Auto Sales, Inc., to explain finance 
charges which a used-car pur- 
chaser claims are excessive. 

A bill of sale, which the Bureau 
reproduced in its bulletin, indicates 
the customer was sold a 1949 Ford 
for $129 plus tax. Time-payment 
terms require 57 weekly payments 
of $6 each, a total of $342, the bul- 
letin shows. 

According to the BBB, the cus- 
tomer told them he.understood he 
would pay $6 weekly, but only until 
a total of $128.75 was reached. 


The bureau also has requested 
Ray-Cole Motors, Inc., (Dodge- 
Plymouth) to publish appropriate 
corrections admitting baiting and 
advertising inaccuracies. The com- 
pany’s officers have been asked for 
written assurances regarding 
future advertising and selling prac- 
tices. 

In its report of automobile adver- 
tising, for October, the Bureau said 
7,350 advertisements were checked. 
There were 133 complaints; 13 con- 
fusing advertising claims were 
revised, and two corrections were 
published and/or telecast. 








= - 
Obituaries 
SSS 
T. J. Armentrout 
PORTLAND, Ore. — T. J. Armentrout, 
pioneer automobile dealer, died Dec, 1. For 


some years he was associated with Robin- 
son Auto Co. He organized Armentrout- 
Wicke Motor Co, in 1920 and had been 4 
Chrysier salesman prior to retirement. 

* . * 


J. R. Holley 
BROWNSVILLE, Tex.—J. R. Holley, 69, 
Brownsville automobile dealer since 1931, 
ied in a San Angelo (Tex.) hospital Dec. 
3 after a heart attack. 
* . 


John Leroy Justice 
BUFFALO.—John Leroy Justice, 69; @ 
former Buffalo automobile dealer, died Dec. 
6 in Long Beach, Calif. He was president 
of Justice Motor Corp. for about 16 years 
years before he liquidated his business in 
1942 and moved to California. Mr. Justice 
was president of the Buffalo Automotive 
Trade Assn. in 1930-32. 
* * * 

Jd. D. M. Smith Sr. 
JACKSONVILLE, Fla.—J. D. M. Smith) 


sr., 61, retired automobile dealer, died Dec. ; 


9 in a local hospital. Mr. Smith came here 
in. 1934 from Greenville, 8. C. He was as- 
sociated’ with Patterson Motor Co. for eight 
years and in 1950 started Smith Motor ‘Co. 


with his son, J. D. M. Smith jr. He retired} 


in 1954. 
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AUTOMOTIVE WASHINGTON 


‘Disciplined Optimism’ 


Rules Auto Forecast 


By William Ullman 


Washington Correspondent 


6 eens credit. will not prevent auto dealers from selling 
more new cars in 1957 than they sold in 1956. This was 


the consensus of credit, auto and steel experts at the recent 


1957 Business Forecast Symposium, sponsored by the U. S. 
Chamber of Commerce in Washington. 
On the whole, symposium@———————- 


panelists viewed the coming 


year with what one termed 
“disciplined optimism.” As far as 
auto sales are concerned, however, 
the outlook ranged all the way 
from the mildest form of pessimism 
to the most unbridled optimism 
since early 1955. 

Paul E. Herzog, NADA research 
director, said early indications point 
to a new-car market of between 
six and 6.2 million units in 1957, 
compared with his prediction of 5.8 
million units for 1956. He added 
that “a buying 
splurge may be 
on its way.” 

Herzog said 
he has two rea- 
sons for being 
cheerful. F o r 
one thing, he 
believes that 





many new-car 
buyers were 
sold in 1955. 
This “residual hangover” will 
have vanished by next year, he 
asserted. 

For another thing, he said, some 
10 million persons made final pay- 
ments on auto installment loans in 
1955, and an additional 9.3 million 
will do so this year. “This group, 
in addition to those who normally 
pay cash for their automobiles, 
should provide a sizable potential 
market for 1957,” he forecast. 

= = > 


Says Credit Is Available 


DMITTING that credit must be 
available to 60°to 65 percent of 
car purchasers next year, he de- 
clared that he had seen no evidence 
to date that the hard money policy 
has greatly restrained auto pur- 
chases. In the future, he said, those 
individual buyers who are turned 
down on auto loan applications will 
be few in number and are unlikely 
to affect the overall sales picture. 
“Certainly,” said Herzog, “credit 
sales of automobiles during 1956 
have not suffered due to the action 
of the Federal Reserve (Board).” 

He added, however, that dealer 
floor-planning may be hampered 
by higher money costs. If that 
happens, he explained, “dealers 
may attempt to pass on the 
higher cost to their consumers or 
perhaps reduce their inventories 
te a lower than normal level.” 

Dr. Emerson P. Schmidt, the 
Chamber’s director of economic re- 
search, foresaw the possibility of 
even higher auto sales than Her- 
zog predicted. 

“Automobile inventories, which 
plagued the industry last year,” he 
stated, “are down to about half of 
what they were a year ago when 
the new models came out. New 
automobile sales in 1957 are ex- 
pected to be roughly halfway be- 
tween the 1956 level and the 1955 
level—about 6.5 million units.” 


* * * 
A 6.5 Million 


William Uliman 


Prediction 
R. SCHMIDT added that if the 
installment credit situation 


ICC to ‘Ground 
Unsafe Trucks 


WASHINGTON. — The Interstate 
Commerce Commission has warned 
that henceforth its inspectors will 
order off the road any truck that 
is classed as a traffic hazard. 

Expressing dissatisfaction be- 
cause truckers are continuing to ig- 
nore Federal safety regulations, the 
LC.C. disclosed that 89 percent of 
the trucks inspected had violated 
one or more of the Commission’s 
safety rules, Earlier inspections 
showed the same percent of viola- 
tions. 


doesn’t put a “crimp” in sales as 
the spring selling drive gets under- 
way, the 6.5 million sales mark 
might be reached, But he warned— 
and this was the “disciplined” part 
of his optimism — that continuous 
study of tight money policies is 
urgent, 


“There are some who believe this 
tight money policy could precipi- 
tate something of a crisis some- 


time in the next 12 months,” he 
said. But he added that whenever 
policies show signs of creating un- 
employment; Federal Reserve is 
likely to relax its restrictions. 
Neither Dr. Schmidt nor any of 
the other speakers foresaw re- 
imposition of credit controls, 

A big year for the car industry 
was also predicted. by Edwin C. 
Barringer, executive vice president 
of the Institute of Scrap Iron and 
Steel. He saw 10957 automobile pro- 
duction—which includes cars made 
for export—rising 10 percent above 
that in 1956 to a total output of 
6.7 million units. 

More cautious was William J. 
Cheyney, who heads the National 
Foundation for Consumer Credit. 
Conceding that auto makers may 
furnish 1957 with 6.5 million new 
cars, he said he doubted that it can 


hope for any more. 
* * * 


Consumer-Debt Rise Seen 


E ADDED he wouldn’t he sur- 

prised if the industry learned 
by the end of 1957 that 1956 figures 
are hard to beat. 

The credit specialist explained 
that while he didn’t expect con- 
sumers to increase the ratio of 
their cash to credit buying next 
year, he also doubted that the ratio 


of credit to total purchasing would 
rise much. 


“It seems likely,” Cheyney 
said, “that consumers have struck 
a balance which may continue in- 
definitely, having discovered 
pretty generally the minimum 
downpayments and maximum 
credit-term contracts they care 
to write. 

On the whole, he said, he ex- 
pects outstanding consumer credit 
to continue to rise “moderately 
through 1957,” mainly because of 
the continuing rise in the number 
of employed people and the rise in 
their real income. 

But, like Dr. Schmidt, he saw 
the need for discipline. “The dis- 
tribution economy will have to 
work harder than ever before to 
open up consumer sales in 1957,” 
he warned, “particularly in heavy 
goods, It is obvious that retailers, 
with the help of manufacturers, 
will have to work diligently to per- 
suade consumers to use their credit 
in the -course: of bolstering sales.” 

Profits will be squeezed, he 
added, and he advised manufac- 
turers that “this squeeze cannot 
all come out of the pockets of the 
retailers.” Neither can it forever 
be passed along to the consumer, 
Cheyney said. 





Off to Sweden— 


A load of 60 new Ramblers has been 
shipped from Kenosha, Wis., to Sweden 
aboard the Swedish freighter Rigoletto. 
The shipment, which included 44 other 
cars, established a Great Lakes auto ex- 
port record. 









Dozens of smart dealers through- 
out the country have already dis- 
covered this ideal way to keep 
yearly profits evenly distributed. 
You who have the proven ability 
to sell... and with practically no 
increase in personnel or facilities 
-..Can now gain extra profits from 
selling STEWART Mobile Homes. 


ACCEPTED LINE 


Stewart Mobile Homes 


For details, write, 
wire or call today. 


-+.seen and 
bought everywhere ... are accepted as 
one of the very best manufactured to- 
day. A complete line of coaches, with 
merchandising aids that back you up, will 
assure you, as an exclusive Stewart dealer 
in your area, of real sales potential. 


I don’t depend 
on automobile 
sales alone — 


EASY FINANCING 


Stewart Coaches ore recognized by all 
well-known trailer financing firms. Re- 
quirements as to sturdiness, long life, high 
rescle value, and backing by a well 
established financially responsible manu- 
facturer, have been fully met. For qual- 
ified dealers, we can arrange financing. 





~There’s-no slack season for me!” 


VAST MARKET 
Nearly two million Americans are residents 
of mobile homes. in 1955, approximately 
96,000 coaches were sold at a retail 
sales figure of nearly $400,000,000. 
Why don't you share in this great market? 
Be a franchised Stewart dealer and cash 
in on plus profits month after month. 





STEWART COACH INDUSTRIES, INC. 
Department AN e Bristol, Indiana 











Here FOR YOU__ 

THE INDUSTRYS ONLY ¢ 
FULL-LINE FRANCHISE 
__AND ITS BALANCED 
IN YOUR FAVOR! | 


1957 Packard Clipper . . . introduces a new era of fine car 
ee eee ceaeaeeaen 
























+ With the arrival of the 1957 Packard Clipper, Studebaker-Packard Dealers become 
the industry’s only FULL-LINE Dealers. Now, their “Balanced Volume” Franchise covers 
the whole range—low- and medium-priced models ...sports cars...fine cars...and a solid 
line of trucks, too! For each dealer, the 1957 Packard Clipper and Packard Clipper Station 
Wagon mean greater opportunity ... more sales... bigger profits! 


= \\ The President 4-door Sedan ...seen...driven...sold!—Just 
: : one of 18 Custom and Deluxe Studebaker models. 


Here’s another big advantage: The “Balanced Volume” Franchise allows you to order 
only the cars you want, when you need them. You meet your market realistically... 





intelligently— no getting caught with an over-stocked floor. 


So, if you’re ready to make a move up, check into a “Balanced Volume” Franchise of your 
own. For all the details, write: Dealer Development Department, Studebaker-Packard 
3 @ Corporation, South Bend 27, Indiana. 


Studebaker-Packard 


CORPORATION 






Wheve pride y Wortmanshje comes fut! 
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AUTOMOTIVE NEWS PLATFORM 


1 !. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 


1 2. Every dollar of gasoline and oil taxes, collected by states and federal 
governments, applied to the building and maintenance of highways; 


{ 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 


15 7 the Second Best Youk- 
It Can Be the Best 


7? an easy matter to confuse records with quality. For! 
example, we start with predictions that sales will be the 
second highest in history in 1957. From there it’s just a step 
from saying 1957 will be almost as “good” as 1955. 
When we stop to consider this carefully, of course, we 
may well agree that 1957 can be a whole lot better than 


AUTOMOTIVE 











1955. 

Sales may not soar as high, but they can be a great deal) 
more sound. 

Credit terms may not stretch so far, but it appears almost 
certain that they will be made on a basis which most dealers 
will approve. 

The year 1955 looks fine on the record books, but few 
dealers have memories so short that they do not get a shud- 
der when they think of it. 

In 1955, many dealers set the stage for their own bank- 
ruptey. They stretched so far for new-car customers that 
they undermined the used-car market. 

Many were swept along in the current thinking that vol- 
ume was everything, forgetting that you have to have a 
profit before applying the multiplication table with any hope 
of a favorable outcome. 

Fast and loose practices reached a peak in 1955, too. And 
they left a bitter taste in the mouths of millions of cus- 
tomers. 

And so, while the outlook is for lower sales in 1957, 
there is considerable hope that as far as the retail industry 
is concerned, 1957 may the the best year on record. 

We can make it that by eens firmly in mind the thought 
that the public is better served by honest dealing and good 
service than it is by profitless deals and shoddy practices. 
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Coming 
Events 


Dealer Conventions 


Jan, 26-30—40th annual NADA Conven- 
tion and NAD Equipment Exhibition, 
San Francisco, 


March 25-26—Nebraska New Car Dealers 


Assn., Paxton Hotel, Omaha. 
Apr. | — Louisiana Automobile Dealers 
Assn., Roosevelt Hotel, New Orleans. 


April 45—Illinois Automotive Trade Assn., 
Pere Marquette Hotel, Springfield, III. 


Aug. 18-19—Georgia Automobile Dealers 
Assn., General Oglethorpe Hotel, 
Savannah. 

* * 
Auto Shows 


Dec. 28-Jan. 6 — Annual Upper Midwest 
Auto Show, Minneapolis Auditorium, 
Minneapolis. 

Jan. 4-13—Seattie Auto Show, Civic Audi- 
torium, Seattle. 


Jan. 4-13—Second International Automo- 
bile Show, Mexico City, Mex. 


Jan. 5-12—Buffalo Automobile Show, Mas- 
ten Avenue Armory, Buffalo. 

Jan. 5-13—Chicago Auto Show, 
tional Amphitheatre, Chicago. 

Jan. 5-13—Washington Auto Show, Na- 
tional Guard Armory, Washington. 

Jan. 5-13—San Francisco Auto Show, Civic 
Auditorium, San Francisco. 

Jan. 8-13—Phoenix Automobile Show, 
Phoenix Coliseum, Phoenix, 

Jan. 14-19—Schenectady Auto Show, State 
Armory, Schenectady. 

Jan. 18-23—San Diego Auto Show, Elec- 
tric Bidg., Balboa Park, San Diego. 
Jan. 18-26—Indianapolis Auto Show, Man- 
ufacturers Bidg., Indiana State Fair 

Grounds, Indianapolis. 

Jan. 19-27 — St. Louis Auto Show, Arena, 
Oakland Avenue, St, Louis. 

Jan. 19-26—Baltimore Automobile Show, 
Fifth Regiment Armory, Baltimore, 

Jan. 19-26—Pittsburgh Automobile Show, 
Hunt National ward Armory, Pitts- 
burgh. 

Jan. 19-27—Detroit Auto Show, Detroit 
Artillery Armory, Detroit. 

Jan. 21-26—Cincinnati Automobile 
Cincinnati. 

Jan. 26-Feb. 2 — Rochester Automobile 
Show, War Memorial Exhibit Hall, 
Rochestr, N. Y. 

Jan. 26- Feb. 3—Houston National Auto- 
mobile Show, Sam Houston Coliseum, 
Houston. 

Feb. 2-10—Omaha Auto Show, Civic Audi- 
torium, Ohama. 

Feb. 4-9—Denver Automobile Show, Den- 
ver Coliseum, Denver. 

Feb. 11!-17—Albuquerque Auto Show, Coli- 
seum Bidg., State Fair Grounds, Albu- 
qureque, N. M. 

Feb. 9-16—Milwaukee Auto Show, Milwau- 
kee Auditorium and Arena, Milwaukee. 

Feb. 14-17 — Asheville Auto Show, City 
Auditorium, Asheville, N. C. 

Feb. 15-17 — Richmond Auto Show, Me- 
morial Auditorium, Richmond, Calif, 
Feb. 17-23—Syracuse Automobile Show, 
Onondaga County War Memorial Bidg., 

Syracuse. 

Feb. 20-24 — Harttord Auto Show, 
necticut State Armory, Hartford. 

Feb. 28-March 2—Greenville Automobile 
Show, Textile Hall, Greenville, $, C. 

March 2-10—Kansas City Auto Show, Ex- 
hibition Hall, Municipal Auditorium, 
Kansas City, Mo. 


Interna- 


Show, 


Con- 


March 13-17—Lincoln Auto Show, Muni- 
cipal Auditorium, Lincoln, Neb. 
* * * 
General 
Dec. !!—i7th Anniversary Dinner, Auto- 
mobile Old Timers, Waldorf-Astoria 
Hotel, New York. 
Jan. 7-11 — 36th Annual Meeting, Chair- 


man and Executive Committee, High- 
way Research Board, Sheraton-Park 
Hotel, Washingion, D. C 
14-18—Annua!l Meeting, 
Automotive Engineers, The Sheraton- 
Cadillac and Statler Hotels, Detroit. 


Jan, 19-23—Sixteenth Annual Convention 
Truck-Trailer Manufacturers Assn., Hotel 
Del Coronado, Coronado, Calif. 


dan. 26-Feb. 3—Houston National Auto- 
mobile Show, Sam Houston Coliseum, 
Houston. 


(See CALENDAR, Page 40, Col. 3) 


30 Years Ago... 


dan. Society of 





“The combination is beautiful! | wish they had done 


the same with the terms!" 


Letterbox 






Fishy 
What are the auto manufacturers 
producing these days—cars or fish? 
I'm referring to the 1957 models, 
the majority of which have 
sprouted tail fins. 

For several years Cadillac went 
along its aristocratic and aquatic 
way with the only real pair of fish- 
tails in the industry. 

Significantly, now that the rest of 
the proletarian vehicles have fins, 
Cadillac has deemphasized its fins 
this year. 

It used to be that the fins had 
the practical value of enabling the 
driver to see the backend of his 
car. It’s now getting to the point 
where the driver will be able to see 
nothing from the back window but 
fins.—DearBoRN READER. 

> = ” 
‘Kindly Ship .. 

Kindly ship us 100 copies of your 
Auto Show Section of Dec. 3. 
Mites Lity, manager market rep- 
resentation department, Ford Spe- 
cial Products Division, Dearborn. 

x * * 

Please send 20 copies of your 
“Auto Selling Guide for 1957.” — A. 
E. Mayer, R. D. McKay Motor Co., 
Inc., Wichita, Kans. 

+ *~ 


+ 

Would you kindly forward us 
25 copies of “Auto Selling Guide 
for 1957.” — Joun F. ScHuNk, 


The Big Stories 


Taking cognizance of published reports that Ford was planning to 
turn out a six-cylinder car to sell at $600, the company denied that 
any definite plans had been made in this direction. 

Breaking all previous records for long-distance fuel economy, the 
Whippet stock car, driven by Cannonball Baker from Los Angeles to 
New York, covered the 3,599.8 miles with an average of 43.28 miles 


per gallon of gasoline. 


returns indicate that the production of motor vehicles in 
Canada during the first 10 months of the current year amounted to 
187,536, as compared with the output of 142,567 vehicles during the 
corresponding period of 1925, which was t the F record production year. 


From the files of Automotive News. 





Automotive Cartoon 


Of the Week 


‘Aristocratic and Aquatic...’ 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, 



























































































Mich. 






President, Queenston Motors Ltd., 
(Chevrolet), Hamilton, Ont. 


* * as 
Please send us 10 copies of “Auto 


Selling Guide for 1957.” — Geo. D. | 
DENNIS, zone manager, Pontiac, San 
Francisco. 

= 7. . 

We would like to supply our 
salesmen with the “Auto Selling 
Guide for 1957.” Please send us a 
dozen extra copies. — Cart Wo rr, 
general manager, Freeway Motors 
(Ford), Los Angeles, Calif. 

* > . 


We would appreciate receiving 10 
copies of this Guide. — MarTiINn 
Srark, Sales Engineering, Esso 
Standard Oil Co., New York, N. Y. 


Send us further two copies of 
the Dec. 3 Selling Guide, — A/S 
Fehr & Co., Denmark. 

- > > 

We believe that this Selling Guide 
would be good information to send 
to all of our clients, and we there- 
fore would appreciate 265 copies.— 
WiteurR E. Wessrer sr., Peterson, 
Howell & Heather, Baltimore. 

* + * 

We are enclosing our check fo: 
$3 in payment of six copies of “Th 
Auto Selling Guide For 1957.” 

The writer has been a subscriber 
of Automotive News for many ye: 
but I think the Dec. 3 edition 
the most helpful edition you ha 
ever published for dealers 
salesmen. Congratulations on 
good job, and I hope we may expec! 
more helpful information in futu 
editions. — J. W. Porter, presiden 
Porter-Sullivan Co., Inc., Kalam 
zoo, Mich. 

a +. a 


Our check attached in th 
amount of $1.50 for three copie 
of your “Auto Selling Guide fo 
1957.” 


We think this is an excellent toc 
for our salesmen and look forw: 
to placing copies in their hands. 
Ro.anp Hucues, Roland Hughe 
Inc. (Lincoln-Mercury), Jonesboro 
Ark. 
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Exclusive new “Hi-fidelity process”’ 
gives unlimited effects and colors in 


The interior panel of this car door is one prefabricated piece of General 
vinyl. All the different textures, stitch effects and colors are produced 
in combination by General’s exclusive new “‘Hi-fidelity process” for 
deep embossing and superfinishing vinyl. 

For automobile decorative trim departments this process reduces 
assembly time and cuts material costs. For interior stylists it 

means new freedom in designing luxurious, sales-making interiors. 


THE GENERAL TIRE & RUBBER COMPANY GENERAL 
PLASTICcCs 


The General Tire 
& Rubber Company 


TEXTILEATHER DIVISION, Toledo, Ohio + BOLTA DIVISION, Lawrence, Mass. 















































































Dealers, Press View Chrysler 300-C— 











Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 


automotive industry, every week throughout the year. 
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AUTOMOTIVE NEWS, DECEMBER 17, 1956 


Eprror’s Nors: This is one of 
@ series of letters on practical 
problems encountered in auto 
selling. It is written by a veteran 
salesman, Bert Simons, who is 
active in today's market. 

* 


Dear Ed: 
SE is a great virtue 
and that is one of the things 
you need selling cars. 
Our’s is a dual dealership and 
in the case of Mr. Olsen this was 


Meeting the Practical Problems .. . 
Case Histories of a Salesman 


about our product, 

Having two lines of cars, 
each of which has three series, 
makes it a “must” for us sales- 
men to qualify early as to just 
what car they are interested 
in, It was when I was trying 
to do this that I learned that 
Mr. Olsen was not going to be 
pinpointed to any one model. 

He wanted to get prices and 
info on everything we had to sell, 
take the info home, study it over 


The Chrysler 300-C makes its debut for newsmen and dealers in connection with 
National Auto Show in New York. With its 375-horsepower engine, the 300-C is the 
highest-powered car in the industry. The car features a special grille, brake air scoops, 
dual headlights, torsion-bar suspension and a cockpit-type interior finished in cowhide. 


a few days and then maybe come 
back and talk over one or two 
models for a final decision. 
* + a 

E?: THIS is a big job and al- 

most always proves fruitless 
for the salesman at the first 
sitting. The logic is this: If a guy 
doesn’t know just what he wants, 
he’s not close to making a deal. 
With this thought in mind, I re- 
luctantly went to work—and I 
mean work. 

All we did for a solid hour 
was compare, comment 


the reason for “dual” patience. 

Here’s how it 
happened at our 
place this 
week: 

Martin Olsen 
has a milk route 
in the neigh- 
borhood and 
had just fin- 
ished his last 
lap of deliveries 
when he popped 
in to get some 
information 





e Metropolitan Opera Broadcasts 


; Sponsored by The Texas Company 


For the 17th consecutive year 





Complete performances are broadcast direct from the stage of the Metropolitan Opera House in New York City. 


Sweet music for Texaco Dealers, too! 


Anorm season at “The Met” coming up! 
Millions of opera fans look forward each year 
to these broadcasts, many enjoying the great 
operas they would not have the opportunity 
of hearing otherwise. 

These broadcasts will begin on Saturday 
afternoon, December 8th, carried by the ABC 
Radio Network, in all 48 states, and through- 


a 
kee TEXACO YL A dase 






out Canada. Among the listeners are mil- 
lions of car owners. We know that many 
have become good Texaco Dealer customers 
because of the broadcasts. 

Good will like this builds good business 
for Texaco Dealers everywhere. 










THE TEXAS COMPANY 





on and review all our models. 
When we finished, poor old 
Martin showed signs of wear 
but he insisted that this was 
what he needed to help him 
decide. 

Believe me, Ed, if Martin Olsen 
hadn’t been such an easy-going 
and likable guy, I would have 
lost patience before it was over 
and, consequently, would have 
reflected that feeling to him, And 
away he would have gone, not 
satisfied. 

> + + 

NSTEAD, I stuck right with 

him, and when it came to offer- 
ing a demo ride, I said jokingly: 
“Martin, we are now going to 
take demo rides in each of the 
nine models we discussed.” Of 
course Ed, this was part of a 
plan to show Mr. Olsen how 
ridiculous it could get and, at the 
same time, try again to qualify 
him to at least one or two models. 

When Martin agreed it would 
be silly to drive nine of them, 

he voluntarily asked me if he 

-—" try a particular four-door 


It wasn’t 15 minutes later, after 
we had come back from the ride, 
that Mr. Olsen and I had not only 
agreed on what model he wanted 
but also had picked the color and 
set delivery for the next day. 

Patience and a lot of planning 
sure paid off for both Martin and 
me. 

—Bert Simons. 


Oldsmobile Holds 
N. Y. Powwow for 


24 Top Salesmen 


NEW YORK. — Twenty-four top 
Oldsmobile dealer salesmen and 
their wives last week attended a 
national conference during the 
National Automobile Show. They 
have been outstanding in their 
zones from May 1 to Oct. 31, quali- 
fying them as members of the 
Rocket Vanguard. 

The salesmen were: W. E. Pepi, 
Revere, Mass.; G. T. Bergmann, 
Bay Shore, N. Y.; Nick Simone, 
Philadelphia; Joseph Wisner, Bal- 
timore; H. C. Brown, Massena, N. 
Y.; Henry Pearl, Cincinnati; H. M. 
Dyke, Cleveland; R. Burke, De- 
troit; J. M. Hollern, Pittsburgh; 
C. Teague, Maryville, Tenn.; R. G. 
Lucas, Burlington, N. C.; C, B. 
Hare, Tupelo, Miss.; Abe Wexner, 
Chicago. 

Walter Klauser, South Milwau- 
kee, Wis.; K. L. Overholt, Hopkins, 
Minn.; J. Spady, Hastings, Neb.; 
E, H. Hauenstein, St. Louis; Nor- 
man Guess, Eastland, Tex.; Paul 
Wright, Wichita; W. L. Gibson, 
Henrietta, Tex.; C. F. Reeves, Den- 
ver; J. Luongo, Los Angeles; F. 
Lombardo, Antioch, Calif. and G. 
J. McDonald, Helena, Mont. 


The Rocket Vanguard conference 
met with J. F. Wolfram, Oldsmo- 
bile general manager, and V. H. 
Sutherlen, general sales manager, 
in attendance. 


While in New York, the sales- 
men visited the auto show, first to 
be held since 1940, Entertainment 
included a visit to the Copacabana 
night club, dinner at Leone’s res- 
taurant and attendance at “Most 
Happy Fella,” one of the current 
Broadway shows. 


GM’s Insurance 
Enters 3lst Year 


DETROIT. — General Motors 
Corp.’s employe group insurance 
program has entered its 3lst year. 
Since its inception in 1926, the pro- 
gram has paid out more than $357 
million, 

Originally offering only life in- 
surance underwritten by the Metro- 
politan Life Insurance Co., the GM 
insurance plan now has grown to 
include extra accident insurance, 
benefits for absences due to dis- 
ability, hospitalization and surgical- 
medical coverage as well. More 
than 500,000 employes in the United 
States and Canada now are par- 
ticipating. 





ors 
ance 
rear. 


pro- 
$357 


in- 
-tro- 


n to 
ince, 

dis- 
ical- 
fore 
ited 
par- 


H. D. T. COMPANY FACTORS, INC. 


Creators of the Blue Coral Treatment 





© —H.D.T. COMPANY FACTORS, INC. 
WHITE PLAINS, NEW YORK 
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TURNINGS 


by 


John T. Benedict 


Engineering Editer 


Latest Studies Show 
Altitude-Octane Tie 


T IS well known that an en- 
gine’s gasoline octane number 
requirement becomes progressively 
lower when operating at increasing 
altitude, Thus, a gasoline of a given 
octane number marketed in a high 
altitude area is equivalent in per- 
formance to a fuel of higher oc- 
tane value marketed at sea level. 
The altitude effect varies with oc- 
tane level of the gasoline itself, 
being less prominent at high octane 
than at lower octane numbers. 
Available data indicate that the! 
average effect of altitude on re-| 


search octane requirements is 
equivalent to 2.0 octane numbers 
per 1,000 feet at the 90 octane level; 
and 1.0 octane numbers per 1,000 
feet at the 97 octane level. 

Typical results indicate, for ex- 
ample that a car which requires 
98 octane fuel at sea level will 
operate satisfactorily on 92.3 oc- 
tane number gasoline at 5,000 
feet altitude. 


Researchers have found that, 


while this change is due primarily 
to reduction in density of the mix- 
ture charge reaching the cylinders, 
it also is influenced by variations in 
mixture ratio, heat transfer rates, 
differences in vacuum spark ad- 


vance and other less-important fac- 
‘tors. It also is known that any or 
all of these factors may be affected 
by changes in atmospheric pressure 
due to altitude. 

The most recent data to be made 
available on passenger car octane 
requirements at high altitudes are 
attributed to A. E, Brenneman and 
P. L. Haines, products research 
division, Esso Research and Engin- 
eering Co. In a recent SAE paper, 
these investigators reported on ex- 
tensive studies whose results ex- 
pand the present knowledge on the 
subject. 


In particular, they presented pas- 
senger car road test data obtained 
over altitude ranges greater than 
those previously reported; and also 
discussed survey-type data applica- 
ble to total car populations, both 
resident at high altitudes and 


transient from higher to lower al- 


titudes. 
* . * 


|3 Different Locales 


ARS selected for tests were 


standard U. S. models, none of} 


which was more than three years 
old at the time. 

Tests involving the greatest 
spread in altitude were conducted 
in Peru. Altitudes up to 13,400 feet 


BATTERY TESTER-CHARGER LINE 
With exclusive profit-making tests 
Only Allen Tru-Charge Battery Tester-Chargers make these four 


important tests for selling more batteries, generator-regulator 
services and parts. 


1. Rate-Finder eliminates costly over-charging... charges at fastest 
safe rate. Protects battery and charger. 


2. Regulated Voltage Test¢hecks the entire electrical system .. . sells 
generator-regulator services. 


3. Battery Load Test proves in five seconds battery cranking ability. 


4. Battery Condition Test shows whether battery is weak, sulphated or 


normal. 


You'll sell more, make more... with Allen Tru-Charge Battery 
Tester-Chargers...the only line offering all these features for 
more profit in today’s more competitive market. Get the full story 
from your Allen distributor today! Ask him about trade-ins and 
his easy time payment plan! 


ALLEN 


UTILITY 


PORTABLE “80” 


ALLEN 


“30" DELUXE ‘100 


STANDARD “80” 


SUPER ‘'100" 


were recorded in trips from Lima 
over the continental divide. In 
Venezuela, the second test location, 
similar tests were run in three cars 
at sea level and 3,000 feet. Finally, 
in the Billings (Mont.) region, cars 
were driven from an elevation of 
3,300 feet to 10,800 feet. 


Outlining previous work as a pre- 
lude to describing the Esso studies, 
Brenneman and Haines reported 
that general agreement (among 
previous investigators) “is excel- 
lent, but there is an indication that 


there may be an appreciable devia-| 


tion at higher altitudes. 

It was noted, however, that 
both the National Bureau of 
Standards data and findings from 
Ethyl Corp. indicate that the 
change in knocking tendency due 
to altitude is less for high re- 
quirement engines using high oc- 
tane fuels than for low require- 
ment engines using low octane 
fuels. 
| The rather widely divergent re- 
sults obtained in the several sets of 
Esso Research data included in 
their study led Brenneman and 
Haines to conclude that there is no 
such thing as a basic altitude cor- 
| rection which applies to any given 
location. 

Instead, it was stated that de- 





finite knowledge of the specific 
| geographical area under considera. 
ltion, plus information on the 
| driving habits of the people, must 
be used as a guide in making any 
adjustments to the so-called stand. 
ard corrections which have been 
used in the past. 


| a. & 


Altitude Divergence 
ee general conclu- 
sions included the following: 

The new road test results on 
|cars driven from one elevation to 
another were found in good agree. 
ment with published road test data 
up to the equivalent of about 4000 
to 5,000 feet. On the other hand, 
for driving at higher altitudes, the 
Esso data show a greater drop in 
octane number requirements than 
that found by other investigators. 

To further complicate the situa- 
tion, statistical antiknock require- 
ments of the total car populations 
resident at various altitudes are 
not necessarily established by the 
standard relationship between alti- 
tude and octane number require- 
ment. 

For total car populations iso- 
lated in service at high altitudes, 
a trend toward advanced spark 
timing was reported. In this way, 
the car owner takes advantage of 
the lower octane requirement, al- 
though this adjustment does not 
lessen the anticipated effect of al- 
titude on octane requirement as 
judged by test car results. 

As would be expected, when total 
car populations have easy access 
to several altitudes, the trend in 
spark timing and octane number 


| requirement appeared to be deter- 


mined by the lowest altitude fre 
quented. 


A final conclusion indicated that 
the fixing of fuel antiknock quality 
by the petroleum marketer in areas 
where driving at various altitudes 
is possible, must be made the sub- 
ject of special studies that include 
not only the minimum and maxi- 
mum altitudes, but also the ease 
and frequency of travel to various 
altitudes; the importance and ex- 
tent of plateau areas; the age and 








ALLEN 


Electric and Equipment Company °¢ 


Kalamazoo, Michigan 


Canadian Branch: Welkerville, Onterio 


make of cars involved, and prevail- 
ing atmospheric conditions. 

This, of course, means that pre- 
cise fuel antiknock requirements 
may be established only with the 
aid of road tests and car surveys 
that include the behavior of 
commercial-type fuels as well as 
standard reference fuels. 


The Esso work confirms previous 
findings that the decrease in knock 
tendency for a given elevation is 
less for a high octane level engine- 
fuel combination than for a low oc- 
tane engine-fuel unit. 


It was suggested that future high 
compression cars operated at high 
altitude may require fuels not 
greatly different in antiknock qual- 
ity than when operating at sea 
level. 

* = > 


Oil Factors Related 


To Octane Needs 


AN INTERESTING project to in- 
vestigate the effect of oil vola- 
tility and additives on engine fuel 
octane requirement has been con- 
ducted by the research department 
of Standard Oil Co. (Indiana). 

Results, as reported by Frederick 
S. Wood and Charles C. Colyer, in- 
dicate that an engine’s octane re- 
quirement to suppress either spark 
knock or audible surface ignition is 
influenced greatly by the motor oil 
used. 


It was found that each com- 
ponent of the lubricant contributes 
to this effect. Wood and Colyer 
noted that octane requirement is 
directly related to volatility of the 
base oil, the organic portions of 
detergents and oxidation inhibitors, 
as well as the type of viscosity in- 
dex improver used. 

Tests showed that multi-graded 
oils are not necessarily more ef- 
fective in reducing octane re- 
quirement than single-graded oils, 
since the base oil and viscosity 
index improver are important 
factors. Generally, it was found 
that effects of oil components are 
algebraically additive. 

A modified detergent with a spe- 
cific viscosity improver reduced 
both spark knock and surface ig- 
nition. The researchers reported 
that, with proper:selection of lubri- 
cants, engines that are surface- 
ignition limited can be made spark- 
knock limited. 
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Proper Aiming Is Vital to Operation ... 








Dual Lamps a Problem 


ae headlamps are bringing a servicing problem to the 


attention of the industry much sooner than most firms 
thought probable. The problem arises from the necessity of 
precision aiming of all four lamps and because recommended 
procedures for aiming have not yet been passed by the light- 
‘io — 


ing division of the Society o 
Automotive Engineers. 

One reason why dealers in 
particular and all service stations 
in general must be able to aim the 
new 5%-inch lamps properly is that 
public preference for dual head- 
lights already is far ahead of an- 
ticipated demand as shown by those 
companies which have offered dual 
headlamps as optional equipment 
on the 1957 models. 

An indication of the swiftness 
with which dual headlights are 
catching on is seen in the per- 
centage of orders for them dur- 
ing the first 20 days of Novem- 
ber. 

At Chrysler division 65.9 percent 
of the orders for New Yorkers 
specified dual lamps, 52.9 percent of 
Saratoga orders and 36.4 percent of 
Windsor orders. At DeSoto, 62 per- 
cent of Fireflite orders and 42 per- 
cent of Firedome orders called for 
dual headlamps. 


Standard on Many Models 


oe is expected to offer 
dual headlamps as optional 
equipment right after the first of 
the year. 

The dual systems are standard on 
the Imperial Crown and LeBaron, 
the Cadillac Eldorado Brougham, 
all Nash models and the Mercury 
Turnpike Cruiser, and are optional 


Tax Relief Asked 
On Rebuilt Parts 


House Subcommittee 


Hears Excise Blast 


ASHINGTON.—Present tax 

laws are driving small, inde- 
pendent garage men out of busi- 
ness, a Congressional Committee 
has been told. 

In testimony before the House 
Ways and Means tax subcommit- 
tee, spokesmen for the Industry- 
Wide Committee to Remove Dis- 
criminatory Automotive Excise Tax 
said that the excise tax policy in 
the automotive repair business is 
discriminatory, confusing and often 
means double, triple and quadruple 
taxes. 

The result, the spokesman said, 
means higher parts prices to mo- 
torists and is a contributing fac- 
tor in the decline of the inde- 
pendent automotive repair shop. 

Witnesses appeared on behalf of 
Automotive Engine Rebuilders 
Assn., Automotive Parts Rebuilders 
Assn., Motor and Equipment Manu- 
facturers Assn., National Automo- 
tive Parts Assn. and National 
Standard Parts Assn. 

* + - 


CCORDING to Albert S. Holz- 
wasser, president of Arrow 
Armature Co., of Boston, the num- 
ber of independent repair shops in 
the nation has dropped 10.5 per- 
cent, from 60,147 in 1948 to 53,826 in 
1954. Hardest hit,: with a 37.2 per- 
cent drop since 1947, have been 
neighborhood repair shops, he said. 
Holzwasser recommended that 
Congress eliminate an 8 percent 
manufacturers’ excise tax on re- 
built parts. Holzwasser said car 
dealers and large repair shops who 
do their own rebuilding do not pay 
(Continued on Page 20, Col. 3) 


on the Imperial series. This gives 
an indication of the volume of aim- 
ing work that dealers must be pre- 
pared to handle. 

While the 1957 Lincoln has a 
5%-inch lamp under the normal 
seven-inch headlamp that is con- 
trolled by a switch on the steering 
column, this lamp is not one of the 
new sealed beam “dual” lamps. It 
is called a road lamp and is the 
same type of lamp that is found in 
regular spotlights and is aimed 
straight ahead as a spotlight would 
be. 

The new dual lights can be 
aimed by using a screen set at 
25 feet ahead of the car, but even 
then the limits allowed are so 
close that the floor on which the 
car stands must be absolutely 
level and the screen’s horizontal 
and vertical lines must be abso- 
lutely accurate or the aiming can 
be off enough to cause trouble 
and even endanger the oncoming 
driver. 


Another problem in aiming prop- 
erly with the screen is that the 
Type 2, or dual-element lamp, does | 
not produce a “hot spot,” thus the) 
lower beam of this lamp must be 
aimed by the edge of the light area 
seen on the screen, 

. . - 

Built-in Aiming Pads 
A™ lamps for the new dual head- 

lights are built with aiming) 
pads fused into the lense of the 
lamp. After the first of the year it 
is understood all sealed-beam lamps | 
also will have these aiming pads. | 
Thus the mechanical aimers that 
work best from the aiming pads 
will take care of the aiming needs| 
of all production lamps. 

While it is claimed that the me-| 
chanical aimers also will aim the) 
sealed-beam lamps without the) 
built-in aiming pads, many lighting 
engineers feel that the precision! 
accuracy that is inherent in the) 
lamps with the built-in pads will! 
be harder to obtain. 

And while the mechanical aim- | 











ers currently on the market were | 
brought out primarily to aim the | 
seven-inch sealed - beam lamps | 
which have aiming pads on the | 
lense, it is claimed that with 
adapters—which each company is 
ready to furnish—these aimers 
also will take care of the 5%-inch 
lamps. 

Some car companies already have 


recommended that their dealers) 
equip their shops with the new) 


mechanical aimer both to adjust 
and to test the accuracy of head- 
lights. 

At least one’ lamp maker is in 
the field now with a “package deal” 
designed to point up the profit po- 
tential in headlight aiming, particu- 





(Continued on Page 18, Col. 1) 
* * * 


VERTICAL CENTERLINE 
AHEAD OF LAMP 


Backshop 


... by Jack Weed 





ARELY have I ever seen a man| being able to break bread again 


considered “top brass” in the 
automotive industry more pleased 
with being able to visit and break 
bread with a bunch of newspaper 
men than Edgar Kaiser at the New 
York dinner for the press follow- 
ing the closed television broadcast 
to Willys dealers. 

In fact, during the meal, Edgar 
got to his feet impromptu and said 
he felt the newsmen would pardon 
him for making the remarks he 
wanted to make. He then said that 
nothing he could think of could 
have given him more pleasure than 


Oo 


HORIZONTAL CENTERLINE 
OF LAMP 


| 


CL Adda 





HORIZONTAL 
LIMITS +6 IN. 


Recommended Aiming Practice— 

The proposed SAE recommended practice for aiming the new dual-secled-beam 
headlights specifies that Type 1 single-beam units (above) shall be aimed with the 
geometric center of the high-intensity zone two inches below the level of the lamp 
centers within two inches plus or minus vertically and straight ahead of the lamp 


centers within six inches left or right. The 


Type 2 units shall be aimed with the top 


of the high-intensity zone of the lower beam at the level of the lomp centers within 


two inches plus or minus vertically and 


the left edge of the high-intensity zone 


straight ahead of lamp centers to six inches right (below). 


VERTICAL CENTERLINE 
AHEAD OF LAMP 


VERTICAL LIMITS *2 IN. 


HORIZONTAL LIMITS 
6 IN. RIGHT 





Lube Hoists Are Service Sales Aids .. . 


Winter Invites Extra Shop Profit 


MECHANICS manning lubri- 
cation hoists—the “salesroom” 
of franchised dealer service depart- 
ments—will be exposed to many 
opportunities in the next three 
mouths to capture extra profit sales. 
During this period many more 
cars should be driving in for lubri- 
cations, oil changes and other 
jobs that put them on the lubrica- 
tion hoist where they can be ex- 
amined by dealer personnel. 

More cars should hit the hoist 
than ever before because more cars 
are in service. This greater oppor- 
tunity to sell service will be brought 
by industry service trends as well 
as forecasts of a hard winter. 

Surveys of jobber sales indicate 
that muffler and tail pipe replace- 
ments have been higher this year 
than ever before, due in part to the 
increased number of dual mufflers 
on the road. ee 

* 


CCORDING to the National Au- 
tomotive Muffler Assn., exhaust 
equipment took the fourth largest 


share of the consumer dollar in the 
auto parts business. 

It also has been estimated that 
Ford and Chevrolet alone produced 
more than two million cars with 
dual mufflers. This output no doubt 
will be somewhat less this coming 
year, but there still will remain a 
terrific replacement market. 

And, like the advertising theme 
of a well-known toothpaste, sta- 
tistics of the exhaust system man- 
ufacturers indicate that: “There 
is a soft spot in one out of every 
three exhaust systems in service.” 

All it takes to capture “extra 
items per repair ticket” is for every 
man working the lube hoists to take 
only a minute more to examine the 
exhaust system from manifold to 
rear while doing the lube job. 

This little extra sales effort. of 
the man on the hoist will not only 
add an extra profit item to one- 
third of the tickets written, but 
may well save many lives, As every 
mechanic knows there is nothing 
more deadly than exhaust fumes 


HORIZONTAL CENTERLINE 


seeping into the closed body of an 
automobile. 

- 7 * 
ONE-MINUTE check will dis- 
close corrosions in the muffler 

or tail pipe that are about to break 
through, even if there are no holes 
at the time, looseness that can 
cause annoyance, bent or damaged 
tail pipes that tend to restrict flow 
of exhaust gases and waste power 
or broken and loose connections 
that soon will cause trouble. 

And, as the exhaust makers 
claim, exhaust system jobs average 
approximately $7 profit each to the 
shop that finds and sells them. 

Exhaust system “extra” busi- 
ness is but one of many items 
that can be ferreted out to add 
to shop profit. 

Another extra profit passed up by 
far too many dealers-can be found 
in the sale of “snow” or winter 
tires this time of the year. 

According to the Rubber Manu- 
facturers Assn., 20 percent of the 

(Continued on Page 21, Col. 1) 


with the newsmen — and the gang 
from Detroit especially — who 
“treated me so fairly all during 
my years as the head of Kaiser- 
Frazer Corp.” 

And then, just to prove again 
the bigness and sincerity of the 
man, which we writingmachine 
pounders in Detroit have always 
sensed, he went on to say that 
in his judgment it was mis- 
handling of distribution that was 
one of the contributing things to 
the ultimate failure of Kaiser- 
Frazer to seat itself in the in- 
dustry after the phenomenal 
start it had. He said that this 
would not happen to Willys if 
he could possibly avoid it. 

He then went on in more direct 
and homely language to reiterate 
what he had endeavored to get 
across in the broadcast, that the 
entire resources of the Kaiser in- 
dustrial empire were behind Willys, 
that Kaiser men looked upon Wil- 
lys as an integral and important 
unit in the many facets of the 
corporation and that if the new FC‘ 
150 four-wheel-drive forward con- 
trol Jeep did not add sufficiently 
to the Jeep line to make it profita- 
ble and sufficiently attractive for 
the type of dealers he knew the 
company would need to form a 
solid base for a successful com- 
pany, Kaiser and Willys would be 
coming up with other improve- 
ments and engineering creations 
that would insure the continued 
prosperity of the company. 

What he was saying to me was 
that he and his father were not 
taking their first setback in the 
automotive industry sitting down 
and were determined to wipe out 
their only unsuccessful business 
venture by bringing Willys back 
into a spot in the automotive sun. 


Statement of Policy 
HE battle of “shows” continues 
in the aftermarket. The latest 
to set up a set of “playing” rules 
under which their members shall 
operate is the Piston and Pin 
Standardization Group. 

Many firms, especially the shop 
equipment makers, became irri- 
tated at being forced to go into 
expensive showings to “themselves” 
at the old ASI shows held annually 
in Chicago on the Navy Pier. This 
show became the largest show in 
the automotive industry. It was the 
national meeting spot of the 
makers in the “after market” and 
the jobbers and distributors. 

In the early days of the show 

in the low 1930’s there was no 

question but that the show served 
a@ very important role in produc- 
ing a spot where the makers of 
parts and equipment could show 
their wares to the jobbers and 
distributors of the nation. But-as 
the major makers and larger 
jobbers became more or less “set” 

on their lines and outlets, the im- 
portance of the show as a place 

to acquire distribution waned. 

However, the extravaganza of the 
show continued. Makers vied with 
each other to see who could put 
on the most elaborate and “stu- 
pendous” exhibit. It became a 
heavy expense burden even for the 
largest makers. 

In the nreantime, the regional 

(Continued on Page 23, Col. 1) 
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Is Vital... 


Dual Headlights Pose 
A Service Problem 





(Continued from Page 17) 


larly with the mechanical aimer. 
This maker is suggesting that the 
service shops sell.owners on chang- 
ing over to the new lamps with the 
built-in pads. 


* * * 

Perils of Improper Aiming 
HE need for introducing head- 
light aiming service into the 

regular service offerings of vehicle 

dealers and service shops is empha- 
sized by the results of last May’s 

Safety Check campaign. 

In this nationwide program, it 
was found that 16.2 percent of all 
cars checked, 14.5 percent of all 
trucks and 16.1 percent of all vehi- 
cles had faulty front lights. There 





For the lowdown on dealer thinking, 
read John O,. Munn’s column each week 
on Page 3. 





was no inspection as to whether the 
lamps were aimed properly, just 
that they worked. 


Most servicemen believe that if 
the vehicles had been checked for 
proper aiming, the percentage of 
rejects would have been at least 
double that figure. It might have 
reached 50 percent of all vehicles. 

The importance of proper aiming, 
from the standpoint of safety, is 
demonstrated by a chart that has 
been prepared by Hopkins Mfg. Co., 
Emporia, Kans. 

It shows that if the driving beam 
is aimed only one inch too high, 
there is 15 percent more glare in 
the eyes of the oncoming driver, 
and that if the beam is five inches 
too high, the glare is intensified 280 
percent. 


On the other hand, if the beam 
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is aimed one inch too low, the 
driver of the car loses 25 percent 
of his light, and if aimed five inches 
too low, he loses 60 percent of his 
seeing distance. 
+ = * 

A Precision Operation 
a engineers claim the 

new dual headlamps will not 
only give the driver of the car dou- 
ble the light at 300 feet, but will 
give him much better visibility far- 
ther down the road. 

Although engineers are striving 
constantly to increase the distance 
of night driving vision and for 
more comfortable lighting for the 
driver, advancements such as the 
new dual system are lost without 
proper maintenance. 

Misaim of as little as half a 
degree high can seriously in- 
crease annoying glare, while half 
a degree low can shorten seeing 
with the lower beam by 40 per- 
cent. 

Headlight aiming must be ra- 
garded as a precision operation. It 
is the responsibility of every serv- 
iceman to be sure that headlights 
are aimed right. Service salesmen 
and service managers may help by 













Cooling System Story— 


Fleetybelle and Mervin Midland drive 
along happily in Dow Chemical Co.'s 
new animated cartoon movie, “A Car Is A 
Woman," which describes automobile op- 
eration and cooling system care. Non com- 
mercial in its presentation, the 13%- 
minute film will be distributed by Modern 
Talking Pictures, Inc., from film libraries 
throughout the U. S. 


calling the matter of proper head- 
lamp aiming to the attention of 
every car or truck owner that 
| comes into their shop and encour- 








Left: Thermocouple is inserted into an open-hearth fur- 
nace to check temperature of heat. Right: Multiple 
indicator records open-hearth temperature. 


to 12 hours. 





naces. Bright spots are furnaces being c 
iron and scrap. The open-hearth process ta 





This view shows 12 of Great Lakes 17 open-hearth fur- 


with pi 
from 1 


charts quality 


This is the business end of a thermocouple, the rugged 
yet delicately accurate device that measures tempera- 
ture in an open-hearth furnace. The two fine wires you 
see above, inside the casing, absorb heat and transmit 
it as an electrical current to be charted by recording 


potentiometers. 


No chance for guesswork here—through eleven long 
hours the rising temperature of what will be 500 tons 
of Great Lakes open-hearth steel is meticulously con- 
trolled. Then, at exactly the right time and the right 
temperature, the glowing molten metal gushes into 


ladles for pouring into ingots. 


The slender, spidery lines on the 
heat of high and uniform quality 


chart assure another 
steel. Quality that is 


checked and rechecked at every step to assure that 
customer specifications are met precisely. 


Why don’t we get together and 
needs? Some time soon? 


talk over your steel 


GREAT LAKES STEEL CORPORATION 


Detroit 29, Michigan « 


A Unit of 


ee ei ai a CORPORATION 


District Sales Offices: Boston, Chicago, Cincinnati, Cleveland, Grand Rapids, 
Houston, Indianapolis, Lansing, Los Angeles, New York City, Philadelphia, 


Pittsburgh, Rochester, St. 





Louis, San Francisco, Toledo, Toronto. 








aging them to determine the sta 
of their headlamps. 


They will be doing their custo 
ers a real favor—one that may wel} 
save a life or prevent an accident, 
And they can do this service at q 
more than normal profit with the 
new mechanical aimers. They oper 
ate in broad daylight as well as iq 
the dark, and need no special spot 
or stall in the shop. They take 
no room, and a complete check of 
all headlamps can be made in a few 
minutes. 
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°s Quick and Easy 
—— serviceman simply placeg 

the aimer against the pads on 

those lamps equipped with the aim- 
ing pads and checks the level in 
the instrument. It is quick, accurate 
and can be done anywhere in the 
shop. A check for proper aiming 
can be made on two lamps in ap- 
proximately 15 seconds, four lamps 
in a slightly longer time. 

A pair of headlamps can be 
changed and reaimed in approxi- 
mately 10 minutes. 

Recommended specifications for 
the proper aiming of headlamps 
now are being worked out by the 
SAE. The recommendations of 
the industry committee working 
on this job will be turned over to 
the SAE lighting division com- 
mittee at the annual meeting in 
Detroit in January, and a deci- 
sion as to the procedures and 
types of aimers to be recom- 
mended will be made following 
that meeting. 

However all lighting engineers 
contacted to date feel certain that 
most mechanical aimers now on the 
market will be found satisfactory 
and that modifications most likely 
will be made by others that will 
enable them to meet recommended 
aiming specifications. 


Sales Ban Urged 
On Brake Fluid 
Below Standards 


WASHINGTON. — A recommen- 
dation that all unsafe brake fluid 
be prohibited from sale to motorists 
has been made by Francis J. Mar- 
key, chairman, Society of Automo- 
tive Engineers’ brake fluid subcom- 
mittee and a member of the brake 
subcommittee of the National Com- 
mittee on Uniform Traffic Laws 
and Ordinances. 

Markey, with the Moraine Prod- 
ucts division of General Motors 
Corp., Dayton, O., addressed the 
automotive division of the Chemical 
Specialties Manufacturers Assn. 

Labeling inferior brake fluids as 
a potential highway killer, Markey 
disclosed that. eight states have 
banned the sale of unsafe fluid. 

He credited Minnesota with -being 
the first state to outlaw sale of 
brake fluid which does not meet 
certain safety standards and said 
that, since Minnesota’s action in 
1953, similar safety measures have 
been adopted by Georgia, Califor- 
nia, Mississippi, New Jersey, North 
Carolina, South Carolina, and Ten- 
nessee. 

The high performance of today’s 
automobile has placed heavy de- 
mands on braking systems, Markey 
said, adding that the threat of dan- 
ger lies in high temperatures gen- 
erated in brakes while stopping the 
car. Responsible for this heat is 
increased horsepower coupled with 
automatic transmissions, along with 
smaller wheels and smaller brakes. 





Dodge Renews ‘Texan’ 
In °57 Model Choices 


DETROIT. — Popularity of 
Dodge’s “Texan” automobile, in- 
troduced last year, has prompted 
Dodge to offer it again in the 
1957 line, according to Lee F. 
Desmond, sales vice-president. 

The “Texan” is the only pas- 
senger car ever developed for 
residents of a single state, Dodge 
said. All 1957 Dodge Coronet body 
models except the convertible are 
available in the new “Texan” se- 
ries. Identifying this series is a 
chrome emblem in the form of 
the state with the word “Texan” 
superimposed on it, Custom trim 
is standard on all “Texan” mod- 
els, which are available in any 
1957 Dodge colors, 
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NOW . . . It’s as easy to own as it is to use . . . The fabulous sr rooms BUMOR snvecvzre 
EnginScope can be in your shop for about 75-cents a day.f gh 

75-cents — that’s just about your markup on only one set of oo, ‘ 

ignition points! 

And the EnginScope sells points like a demon! It examines 
breaker points WHILE THEY RUN THE ENGINE! In fact, the 
EnginScope shows up all bad ignition parts like a demon . 
condensers, distributor caps, wiring, plugs and rotors. These 
extra parts sales add extra profit. The time that the 
EnginScope saves on each job is profit too — a profit that 
more than pays for your EnginScope. 

Send the coupon to the factory and you'll get full particulars 
on how easy the EnginScope is to own for less than 75-cents 
a day. Do it now! 


+Financed through Commercial Credit Gere. or your jobber 
for as little as 10% down and 75c a day 


See 


| 


, 
¥ 
Ag f ] 


ater wee a eect ——e 


~ ALLEN 'B. DU MONT LABORATORIES, INC. 
Clifton, N. J. © Dept. A-12 


© Arrange for a demonstration in my shop. 
O Send more information on the EnginScope. 


*Trade Mark 


GET IN ON THE DU MONT USER— BONUS PLAN—ASK YOUR DEALER 
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Wooster Officials Look Over New Product— 


The importance of research and product development in the future of the automotive 
accessories industry was emphasized at the annual sales meeting of the automotive 
division, Wooster Rubber Co., Wooster, O. Here, four of the division's sales execu- 
tives discuss one of the results of the firm's research program — the new Stylmaster 
Kor-Rug. From left are George W. Ferris, assistant sales manager; William F. Coulter, 
sales manager; Edward J. Fredricks, assistant sales manager, and Rod Hazlett, man- 
ager, special merchandising programs. 
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Rebuilt-Parts Inequity Cited .. . 


Plea for Excise Removal 


(Continued from Page 17) 





this tax but the small shop owner 
whose business depends, to a great 
extent, on rebuilt parts must pay it. 

Harold T. Halfpenny, of Chi- 
cago, legal counsel to the auto- 
motive committee, testified that 
Congress never intended that the 
manufacturers’ tax be applied to 
repaired, reconditioned or rebuilt 
parts and charged that arbitrary 
rulings by the Internal Revenue 
Service in enforcing the tax have 
caused confusion, discrimination 
and uncertainty, and threaten 
business concerns with confisca- 
tion and the imposition of double, 
triple and quadruple taxes upon 
a vehicle owner. 

As an example, Halfpenny said 
that the rebuilder of any assembly 
of parts, whether it be generator, 
clutch or engine, now suffers a 
penalty if he rewinds or machines 
his own component parts. If he pur- 
chases, on an exchange basis, the 


LOOKS LIKE THE ORIGINAL 


components that need rewinding or 
machining, the tax is paid on the 
sale price of only these components. 

According to Halfpenny, this 
means that the generator rebuilder, 
in order to minimize the excise tax, 
can no longer do his own armature 
rewinding, and a clutch rebuilder 
can no longer do his own plate re- 
grinding, for to do so subjects the 
entire generator or clutch to the 


Portland Trade Group 


Picks Sherwood as Chief 


PORTLAND, Ore. — Julian Sher- 
wood, owner of Simplex Auto Parts 
Co. here, has been elected presi- 
dent of the Portland Automotive 
Trades Assn., succeeding R. R. Mat- 
thews, Matthews Motor Co. 

Dick Brown, first vice-president, 
Ralph Kadderly jr., second vice- 
president, and George Rotegard, 
secretary and treasurer, all were 
reelected. 





IT 1S THE ORIGINAL 
-/7'S BUCO COLOR! 





DUCO' quality control 
gives you an accurate color match! 





Costly hit-or-miss color matching is eliminated when 
you use ““Duco”’ lacquer colors. ‘“‘Duco”’ is the stand- 
ard for quality—used on many new cars. And the 
same ingredients and color formulas are available 
for your refinishing jobs. Every batch of “Duco” 
color is subjected to at least 10 different laboratory 
tests to insure uniformity and give you an accurate 
color match. 

Color matching is easy with “Duco.”’ Just check 
the color combination on the car, look it up in your 
Du Pont color bulletin and order from your Du Pont 
jobber. 


“Duco”’ is fast, easy to apply and economical . . . 
saves time and material. It sprays on smooth, gives 
full coverage, and polishes quickly to a hard, bril- 
liant gloss that makes a hit with customers. 


DU PONT REFINISHING MATERIALS 


REG. U.S. PAT.OFK 
BETTER THINGS FOR BETTER LIVING...THROUGH CHEMISTRY 
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excise tax. A similar problem ap. 
plies in the case of rebuilt engine 
assemblies, he said. 
* * * 

ALFPENNY added: “The fore. 

going demonstrates that little 
or no understanding of the facts of 
business life is displayed by the 
Internal Revenue Service in apply. 
ing the manufacturers’ excise tax 
to the automotive service industry, 
The industry’s only hope is relief 
by the Congress.” 

Robert E. Phelps, president and 
general manager of Phelps-Roberts 
Corp., of Washington, illustrated to 
the subcommittee what was done in 
various operations that entailed an 
excise tax in the rebuilding, recon. 
ditioning and repairing of automo. 
tive components. 

He showed the minor machine 
operation necessary to rebuild a 
clutch assembly and pointed out 
that this refacing operation could 
be done many times on the same 
assembly and the tax would be 
incurred each time. He also 
showed how an engine block was 
rebored and pointed out that the 
same engine block could be used 
with equal or better efficiency 
each time it was rebored or re- 
sleeved, but a tax would be in- 
curred numerous times on the 
same component. 

He also showed how a generator 
armature could be undercut many 
times and how a crankshaft could 
be ground many times, each time 
incurring an additional tax. He 

showed that this additional cost, 
which the customer finally had to 
pay for, hampered the repairing of 
cars and definitely discouraged re- 
pair shops from doing repair work 
on components which needed only 
proven and satisfactory repairs 
rather than replacement. 

Ira Saks, chairman of the auto- 
motive committee, declared “that 
in making these conflicting rulings 
the Internal Revenue Service is ac- 
tually encouraging decent and hon- 
est citizens to become tax dodgers 
and cheats.” 

“It has always been my impres- 
sion that the Government should 
try to encourage patriotism, hon- 
esty and decency amongst its citi- 
zens rather than deliberately go out 
of its way to try to make cheats 
and tax dodgers out of decent citi- 
zens,” Saks said. 


250 Exhibitors 
Draw for Space 
In Pacific Show 


SEATTLE. — Formal drawings 
have been held for booths by 250 
exhibitors in the 1957 Pacific Auto- 
motive Show, which will be held 
March 7-10 in the Seattle Civic 
Auditorium. 

Involved in the drawing were 434 
Booth spaces, covering three levels 
of the auditorium. 

Top officials of the show, in- 
cluding President Ray H. Gerlach, 
Spokane, and Executive Manager 
J. Leonard Gibson, Los Angeles, 
conducted the drawings. 

The space drawing was preceded 
by a dinner meeting at which the 
show plans were reviewed. 


Service Show 


Set in Canada 


OTTAWA. — Unusual features in 
the automotive field will be stressed 
at the National Automotive Service 
Show to be held March 13-15 in 
Montreal. 

The exhibition is under the spon- 
sorship of the Canadian Automo- 
tive Wholesalers & Manufacturers’ 
Assn. and will be coincident with 
the holding of the annual conven- 
tion of this organization in Mon- 
treal, March 11-12. 

Organizers of the show have de- 
cided to offer an incentive to at- 
tendance by giving away TV sets. 

In addition, local committees in 
small urban centres will organize 
bulk transportation of automotive 
retailers to the exhibition. 


Haral Changes Name 
Of Engine Product 
CHICAGO.—Haral Corp., succes- 
sor to Ultra-Lube, Amlco Co., First 
Aid Co. and Haral Co., has changed 
the name of its product, Ultra-Life 
Motor Care, to Haral Engine Care. 
Other Haral products include 
Transmission Care, Gear Care, Dif- 
ferential Care, Regular Transmis- 
sion Care and Automatic Trans- 
mission Care. 
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Lube Hoists Are Service Sales Aids... 
EEE 


Winter Invites Extra Shop Profit) a ; 


(Continued from Page 17) | 
nation’s motorists used winter tires 
Jast winter. 

+ * 
ow association report indicates 

that last year some 10,190,000 
cars were equipped with winter 
tires as against approximately 4,- 
819,000 cars four years ago, more 
than doubled in four years. 

It takes but a minute to check 
tires on the hoist. Smooth rear tires 
during the winter easily can lead 
to the sale of “snow tires,” or at 
least two new casings with good 
treads. 

An examination of front tires 
may lead to the sale of anything 
from a wheel-balancing job to 
that of a complete front end 
correction job. 

Yet dealers and dealer service- 
men blithely ignore these almost| 
hourly opportunities to increase | 
service profits and “absorption” 
percentages, although every dealer 
with sufficient knowledge of the 
business to justify being a fran- 
chised dealer knows that when | 
more money is made in parts and| 
labor it ultimately will show up in| 
overall dealership profit. 

The same dealers who pay little) 
or no attention to their “service 
shop sales room” would be horrified 
and terribly worried if they found) 
their vehicle salesroom dirty, clut-| 
tered and car salesmen not making) 
an effort to sell every prospect that) 
walked in. | 





* * * 


_ thousands of prospects drive 
their cars in for non-profit lu-| 
brication jobs every day, expose 
themselves on every service to a 
sales approach and nothing ever is) 
done about it. | 

Far too many dealers don’t know 
what it costs them to write a repair 
order, even if it is only a lubrica- 
tion job. 

They have forgotten, or don’t 
realize, that the main object of 
having the lubrication hoist in 
an easily accessible place and 
offering this often-required serv- 
ice is to get the prospect to bring 
his car in and expose it to the 
sale of additional needed services. 
If more dealers knew costs and 

paid more attention to operation of 
the part of their business behind 
the “wailing wall.” the national 
average of but 1.76 items per R.O. 
would be well over two or more, 
and thousands more repair orders 
would be profitable. 

The cost of writing a service or- 
der varies with the dealer’s physi- 
cal setup and his labor rate. Sample 
tests across the country seem to 
indicate that a cost of approxi- 








5-Point Program 
Outlined to Aid 
U.S. Wholesalers 


TULSA, Okla. — Richard J. Sar- 
gent, general manager of market- 
ing and distribution for the 
consumer products divisions of 
Westinghouse Electric Corp., has 
laid out a five-point program which, 
he said, would help assure whole- 
salers that they would continue to 
hold their place in the nation’s dis- 
tribution system. 

Speaking before the Tulsa Whole- 

salers’ Club on “The Importance of 
the Wholesaler,” he urged that 
they: 
Study costs sharply; bring profit 
Philosophy into line with today’s 
selling; build the strength of their 
organization by spreading authority 
and responsibility; modernize their 
compensation plan, and keep up-to- 
date on market analysis and dealer 
structure. 

As an example of what he meant 
by the need to pay attention to 
costs, Sargent cited the case of one 
distributor who recently eliminated 
five non-productive employes and 
in their place added two able sales- 
men. The result, he said, was a 25 
percent increase in volume of busi- 
ness at a low level of expense, with 
profit position and return on invest- 
ment both improved. 

Noting that, at one time in the 
appliance industry, distributor per- 
centage of the gross often averaged 
12 to 17 percent, with dealer profit 
often averaging 35 percent, Sargent 
said: “It looks like those days are 
gone forever.” 


mately $1.75 is very low and not 
reached by more than a small per- 
centage of the dealer body. And 
that in a great many cases it goes 
well over $3 per ticket. 
7 = + 
HIS cost does not take in over- 
head of the service department 
as such, It merely takes into con- 
sideration the cost of the forms 
used, the non-productive help such 
as service manager, shop foreman, 
porter, that part of cashier and 
bookkeeper time taken to do the 
paper work and salary of order 
takers. It does not include heat, 


| 





Dallas Boosters Elect 
Shipp as President 


DALLAS. — Ed Shipp jr., Shipp) 
& Payne, has been elected president 
of the Automotive Booster Club, 
Southwest No. 4, Other new officers 
are L. W. Boswell, first vice-presi- 
dent; John E. McEvoy, second vice- 
president; Paul McKay, secretary, 
|and Ralph E. Russell, treasurer. 





light, rent and other fixed over- 
head items. 

Thus a dealer who claims, like a 
well known and “considered suc- 


| cessful” Detroit dealer, that his lube 
|;men were so busy lubricating the 


cars they didn’t have time to do 
anything else, is doing at least 60 
percent of his average service jobs 
for less than he takes in total on 
the ticket. 

A franchised vehicle dealer, 
like most businessmen, must have 
some “loss leaders” if he is to 
attract a satisfactory flow of po- 
tential customers. 

And even though each year sees 


|/more and more lubrication spots 
| engineered out of modern cars, the 


lubrication hoists are still the one 
part of a dealership which can hold 
many customers who otherwise 
might go elsewhere. 

It does not mean, however, that 
the lube hoist must be a loss leader. 
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“For the deal of your life, hurry 
-to your nearest Friendly Motor 
salesroom.” 





the lube hoist could and should be 
the service shop salesroom, 
+ + + 
T THAT time a _ concentrated 
effort was made by all com- 
panies to get their dealers to move 
lube hoists to the front of the 


Years ago, in the early 1930s, serv-| service station, near the entrance, 


ice experts awoke to the fact that 





doll them up with enameled furni- 


21 


ture, hidden grease retainers and 
painted floors. 

They recognized that women 
would not go back to the dark, 
dirty hoists and lube depart- 
ments then the rule of the day. 
They knew that many men would 
not bring their cars in for regu- 
lar service if it was hard to reach 
and unattractive, 

So, evolved our pleasant, attrac- 
tive, well tooled and efficient fran- 
chised dealer service departments. 

But lack of selling on the lube 
rack—the sales floor of the service 
department—still lets more service 
drive out than is done. 

Hundreds of thousands of faulty 
and mis-aimed headlamps, faulty 
heating systems, batteries on the 
verge of failure, tires that need 
replacement, front ends out of 
alignment and wheels out of bal- 
ance should be called to the own- 
er’s attention when he brings his 
car in for a lube job. 

Hundreds of thousands of un- 
spent “needed” service dollars still 
elude dealer cash registers only be- 
cause the lack of lube hoist selling. 


the lowdown on dealer thinking, 
column each week 


For 
read John O, Munn’s 
on Page 3. 





No AfterGhristmas SHum 


If You Safeguard Your 
Service Department Profits with a 


SERVICE CLINIC! 


New FREE 40-page Manual tells HOW! 


Clinics,”’ describes the Service Clinic idea, tells you how 


A Service Clinic is a plan to: 


1. Get more customers into your shop; 


2. Test and inspect your customers’ (and prospective 
customers’) cars to find out what work needs to be 


done on them; 


3. Sell the work that the tests disclose, and schedule 


it into your shop at 


a later date. 


This is the clinic idea (a familiar one in the case of 
medical or legal clinics) applied to the automotive 


service business. 


The new 40-page brochure, “Plans for Successful Service 





ELECTRIC C 
6323 N. Avondale, Chicago 371, lilinois 


to attract customers to the Clinic, how to organize and* 


run your Clinic. 


It contains helpful hints on how to schedule the service 
work which will result from your Clinic. Sample tele- 
phone sales talks, radio commercials and newspaper ads 


are included. 


This is the most complete description of Service Clinics 
ever published. In its down-to-earth, practical pages you 
can learn how to run your Service Clinic, bringing you 
extra profits from your Service Department. 


Car + Owner + Service Clinic = More Parts 


Remember. . . 
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SERVICE CLINIC. 


Service Clinics.” 
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and Labor Sales=More Profits for You 
With the Same Overhead! 


Mail the coupon today to increase your Serv- 
ice Department PROFITS with a successful 


ee OE OR — 
To SUN ELECTRIC CORP. 

Dept. A-1, 6323 N. Avondale, Chicago 31, Illinois 
Please send me my FREE copy of “Plans for Successful 
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1.C.C. Regulation 193.51 


Demands Warning Device 
for Power Operated Brakes 


stop 


®@ FOR LOW AIR 
© FOR LOW VACUUM 


These Visible 
Moving 


WARNING SIGNALS 


are Fool-Proof, Low in Cost 
Easily Installed on Old or New Equipment 








PATENTED 


for Air Brakes 


®@ Designed for accuracy in opera- 
tion. 

@ Can not be reset until air pres- 
sure exceeds minimum require- 
ments for safe operation of vehicle. 
@ No upkeep expense. Low origi- 
nal cost. 

® No electrical connections—no 
extra equipment to buy. 

® No radio interference—no shield- 
ing required. 


SURE-VAC 


PATENT APPLIED FOR 


for Vacuum Brakes 


® A positive warning signal elimi- 
nates all excuse for vacuum failure 
* accidents. 

© it demands immediate action 
from the operator. 

© Will not reset itself until vacuum 
exceeds minimum requirements for 
safe operation of vehicle. 

® No electrical connections; no 
extra equipment to buy: 

® Low original cost. 





See Your Distributor, or Write Direct to 


MONROE STANDARD, INC. 


GALION, GHIO 
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INDUSTRIAL OES 


Now you can outfit all your employees in neat, long wearing 
uniforms — and save money. Order direct from one of the country’s 
largest and best known manufacturers at factory prices! 
SAMSONMITE garments, product of the Keep Kleen Garment 
Co., are tailored by skilled (union) workmen with over 20 years 
experience. You get only sturdy, sumber-1 quality cotton 

materials (no seconds) . . 
and triple-stitched where needed for extra strength. Pockets 
are durable boat-sail drill. All points of stress are bar-tacked. 
You just can’t buy better uniforms at any price. Garage 
employees, maintenance men, service station 
attendants have been proving for over 20 years that 
Keep Kleen garments fit better and give longer 


Write for complete line and prices 


GARMENT CO. 


WISCONSIN 










DETROIT.—Here is the schedule 
of field service schools for the next 
month—a regular feature of AuTo- 
MOTIVE News. 


For Make Servicemen 

AMERICAN MOTORS CORP, — 
During the period Dec, 24-Jan, 25 
all zone parts and service repre- 
sentatives will be conducting 1957 
Flash-O-Matic transmission 
schools with dealers throughout the 
country. These schools will be an 
all-day session and, through the use 
of slides and actual transmissions, 
dealer personnel will be instructed 
in assembly and disassembly of 
transmissions as well as oil circuits. 

CADILLAC — AFA Course — 
Cleveland, Jan. 17. Carburetion — 
Boston, Jan. 7-9; Cleveland, Jan. 
7-9, 14-16; Dallas, Jan. 14-16; Den- 
ver, Jan, 7-9; Detroit, Jan. 7-9, 14- 
16. Electrical Power Units Course 
—Cincinnati, Jan, 7-8, 14-15; Dallas, 
Jan. 7-8; Denver, Jan. 14-15; Los 
Angeles, Jan, 14-15; Milwaukee, 
Jan, 8-9, 15-16; Portland, Jan, 7-8, 
14-15; Tarrytown, N. Y., Jan. 7-8, 
14-15. Engine Test and Tuneup —- 
Cincinnati, Jan, 9-10, 16-17; Dallas, 
Jan, 9-10; Denver, Jan. 16-17; Mil- 
waukee, Jan, 10-11, 17-18; Portland, 
Jan, 9-10, 16-17; Tarrytown, N. Y., 
Jan. 9-10, 16-17. Power Brakes — 
Boston, Jan. 14-17; Oklahoma City, 
Jan, 14-17; Philadelphia, Jan. 7-10, 
14-17. Power Steering — Los Ange- 
les, Jan. 7-9; Oklahoma City, Jan. 
7-9; San Francisco, Jan. 7-9, 14-16. 

CHRYSLER DIVISION — Cen- 
terline (Mich.) training center. 
Engine Diagnosis and Tuneup, Jan. 
7-9; Coaxial Power Steering, Jan. 
10; Front Suspension and Power 
Steering Pump, Jan. 11; Torque- 
Flite transmission, Jan. 14-16; 
PowerFlite Transmission, Jan. 17- 
18; Electrical System, (complete) 
Jan, 21-25. 

FORD DIVISION—Ford district 
service school instructors will be 
conducting 1957 model introductory 
courses in all 35 sales districts 
throughout the U. S. These courses 
cover new engine, electrical and 








. vat-dyed . . . Sanforized .. . 


service. Find out for yourself by 
writing today for details. 


You Profit More by Owning 
Than by Renting .... 


%& GREATER COMFORT 
%& BETTER APPEARANCE 


%& LONGER WEAR 


Neat, full cut, silver grey. Long @ $2.95 
Silver grey. Comfortable and neat @ $3.75 


Feature non-binding reglan sleeves. 
Tuftex grey. $5.80 


Protect clothing. Sanforized, vat-dyed 
cotton silver grey tuftex @ $5.25 

Choice of military @ $2.40 with two tops. 
Overseas @ $.75 ea. 

Styles in 
NOTE: Names in script over pockets FREE. 


ORDER NOW! Guaranteed or money re- 
funded. 


sizes. 


onof 


MANITOWOC 
COTTON 
GOoO0DS MFG 
COMPANY 
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Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 





chassis features, two new bodies 
and the new-design rear axle. 
GMC TRUCK & COACH DIV, — 
At Moorestown (N. J.) training 
center, two classes covering Inline 
Power Steering will be held the 
week of Dec. 24th-3ist. 
. UNITED MOTORS SERVICE — 
Classes held continuously at 30 
United Motors classrooms at Gen- 
eral Motors training centers 
throughout the country. Contact 
United Motors service distributor 
for training center locations and 
classroom schedules, Instruction in 
factory approved service methods, 
using the latest equipment, is avail- 
able in (1) automotive electricity 
(Delco-Remy), (2) carburetion 
(Rochester), (3) electronics (Delco 
radio and Guide Autronic Eye), 
(4) transmission (Hydra-Matic). 
WHITE MOTOR CO., — Mobile 
training unit, equipped to set up 
at class in any service shop, will 
visit Boston (930 Commonwealth 
Ave., see S. N. Svedman) Jan, 14- 
17; New York City (547 W. 47th 
Street, see E. Kutchera) Jan. 19- 
21; Newark, N. J. (199 Murray 
Street, see C. C. Keil) Jan, 28-31. 
Anyone desiring to attend the 
school may write White Motor Co. 
at the address given and to the 
attention of these listed. There will 
be a factory training school Jan. 
7-11. Anyone desiring to attend 
contact T. W. Laurer at White Mo- 
tor Co., Cleveland, 


For All Servicemen 

ALLEN ELECTRIC AND 
EQUIPMENT CO. Kalamazoo, 
Mich. — Allen Power-Tune course 
is being conducted throughout the 
U. S. and Canada by Allen whole- 
salers and authorized field stations. 
Additional information can be 
obtained by writing directly to 
Allen Electric, 2101 N. Pitcher St., 
Kalamazoo, Mich, 

AMMCO TOOLS, INC., North 
Chicago — Instruction on engine 
repair and brake service. No set 
schedule but three to five-day 
classes started when needed. No 
instruction charge. Contact Rich- 
ard D. Stevenson, Ammco Tools, 
Inc., 21288 Commonwealth Ave., 
North Chicago, IIl. 

BINKS MFG. CO., Chicago — 
Classes are held for a period of 
one week once a month, Anyone 
interested in spray painting and 
spray equipment may attend. No 
tuition. Next class will be held 
Jan. 7-11. Contact W. Beachan, in- 
structor. 

DEVILBISS CO., Toledo — One 
week classes of limited size cover- 
ing theory, maintenance and serv- 
icing of spray painting equipment. 





i 
The subject of spray painting 
broken down into four categories, 
industrial, auto refinishing, auto. 
motive jobber, portable equipment 
jobber. No instruction charge 
Applications may be obtained 
writing DeVilbiss Co., 300 Phillips 
Ave., Toledo, O. 

ELECTRIC AUTO-LITE, Toledo 
— Courses open to anyone in the 
automotive trade. No fee for tui. 
tion or materials. Students learn 
basic information and funda. 
mentals of electricity, magnetism 
and testing equipment; the battery 
as related to electrical system; 
component parts of electrical sys. 
tem, circuit by circuit, and wiring, 
Next class, Jan. 7-25. Write Wil- 
liam B. Selb or H, M, Riddle, in- 
structor in charge, 511 Hamilton 
St., Toledo, O. 

INLAND MFG, CO., Omaha — 
Classes start each Monday morn- 
ing. Time required to complete 
course varies from one to two 
weeks. No tuition is equipment is 
purchased—$100 otherwise. Course 
teaches: All aspects radiator clean- 
ing, repairing and recoring; use 
and maintenance of equipment; 
fundamentals of merchandising, 
advertising and pricing. Write J, 
V. Grasso, 1108 Jackson St., Omaha 
Neb., for reservation or further in- 
formation. 

RAYBESTOS DIV., Bridgeport, 
Conn. — Five-day courses extend- 
ing 8 am, Monday—5 p.m, Friday 
are held at the Raybestos brake 
service school and work shop 
located in Stratford, Conn. The 
training covers all phases of brake 
service work including major ad- 
justments, minor adjustments, and 
complete brake overhauls on all 
types of brake systems. Personal 
instruction is augmented by a tech- 
nical, full-length, color, sound, mo- 
tion picture for a well integrated 
training program. Individuals who 
successfully complete the course 
will receive a certificate showing 
that they are qualified to work on 
all types of automotive brakes. 
Write J. Kane for further informa- 
tion. Courses will be conducted by 
A. D’Andrea. 

SUN ELECTRIC CORP.—Classes 
in service merchandising, Dec, 24- 
28, test equipment operation, Dec. 
21-Jan. 4, principles of electrical 
testing, Jan. 7-11, engine tune-up, 
Jan. 14-18. Classes will be held at 
Chicago technical training center. 
Instructors will be G. A. Lane, R. 
C. Heidrich, A. E. Evenson, and G. 
A. Buhr. 

THERMOID CO., Trenton, N. J. 
— No definite school schedule. 
Classes are held whenever there is 
a demand from students for brake 
service information, and are held 
by J. A. McLaine in the Thermoid 
engineering department test gar- 
age. There is no tuition, but stu- 
dents are expected to pay own liv- 
ing expenses. Session takes approx- 
imately five days. Text book 
furnished to students at no charge. 


Service Briefs 


26th Thor Tool Branch 
Opens at Indianapolis 

AURORA, Ill. — Opening of a 
new Indianapolis branch office to 
be headquarters for regional opera- 
tions in southern Indiana and 
western Kentucky has been an- 
nounced by Thor Power Tool Co. 

Located at 1489 N. Hardting St., 
the branch is 26th in the Thor 
chain and marks the fifth major 
1956 expansion in company 
branches, said Neil C. Hurley jr., 
president. A new branch was 
opened in Kansas City last May and 
branch offices in Milwaukee, Den- 
ver and Detroit were moved to 
larger buildings during the year. 
The branch is under the direction 
ef Richard E. James jr. 


a * * 
Yale Appoints Rep 
PHILADELPHIA. — Conrad 


Creim Co. Seattle, has been ap- 
pointed franchise representative for 
sales and service of Yale industrial 
lift trucks by Yale Materials 
Handling division, Yale & Towne 
Mfg. Co. 


* * * 


‘Trends °56’ Available 


CHICAGO. — The second edition 
of an analysis of passenger car 
lubrication recommendations, pub- 
lished under the title Trends ’56, 
has been made available by Chek- 
Chart Corp. Presented in a new 





graph form, it pictures the trend 
of lubrication service requirements 
of all U. S. cars over the last 15 
years. Copies may be ordered at 
$2.50 each from Chek-Chart Corp. 
33 E. Congress Parkway, Chicago 
5, Ill. 
= = * 

Emmett Heads New Unit 

LONGVIEW, Wash.— John Em- 
mett, of Larry Flets Nash, has been 
elected president of the newly or- 
ganized Longview-Kelso Automo- 
bile Dealers and Parts Managers 
Assn. Ron Worrell, Mason Motors 
(Ford), is vice-president, and Iver 


Swanson, Polasek Bros., is secre- 
tary-treasurer. 


* + * 
Snap-On Names Garten 
SEATTLE. — Harold W. Garten, 
3801 E. Eighty-sixth, has been ap- 


pointed a dealer for Snap-On Tools 
Corp. in the central Seattle district. 


Milwaukee’s B-27 
Picks Christiansen 


MILWAUKEE. — Automotive 
Booster Club (B-27) here has 
elected Les Christiansen, Perfect 
Circle Co., as president for the 
coming year. 

Other officers are John Griffin, 
Gates Rubber Co., vice-president; 
Adam Kojis, Wagner Electric Co., 
treasurer, and R. J. Pinneker, 
manufacturers agent, secretary. 
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(Continued from Page 17) 


shows around the country started 
demanding more help from the 
makers through the jobbers who 
sponsored these shows, and thus, 
the show burden on most makers 
became quite a load. } 

The first group, as I remember, 
to break away from the “force” 
play on shows was the Equipment 
and Tool Institute. ETI members 
set up a list of the shows that their 
members could participate in which 
included the ASI and four 
regionals. After considerable niff-| 
nawing back and forth, ETI finally | 
added the NADA Equipment Expo- | 
sition held in conjunction with the} 
NADA convention each year. 

* + * 





Show Circuit Trimmed | 


ee years ago, several of the big | 
parts makers “killed” the 
national show, the Automotive) 
Service Industries exhibition on! 
Navy Pier. 

The ETI narrowed its show cir-; 
cuit to the regionals and the NADA 
Exposition. To take the place of | 
the ASI, one of the regionals was| 
designated as the show at which} 
the Motor & Equipment Whole- 
salers Assn., the Motor & Equip- 
ment Manufacturers Assn. and the 
National Standard Parts Assn. 
would meet for their annual con-| 
ventions. These are the associa- 
tions which formerly sponsored the | 
ASI. | 

Last year’s favored regional show 
was the West Coast show held in | 
San Francisco. This year it will! 
be the New England regional to be 
held in Boston. 


Now comes along another state- 
ment on what shows will be 
allowed by their members by the 
Piston and Pin Standardization 
Group, which includes all of the 
big piston ring makers. The reso- 
lution reads: 

“Resolved by the Piston and Pin 
Standardization Group that any| 
gathering of competitive jobbers be | 
considered the same as a regional 
show; that no home office personnel | 
shall attend such gathering or| 
show unless by special invitation to 
take part in the program of such 
function; and that regular territory 
representatives shall be limited to} 
normal hotel accommodations, ex- | 
cluding suites or parlors. 

“Further resolved, with respect 
to gatherings of non-competitive 
jobbers or warehouse distributors, 
that each member receiving special | 


i cstalinsent Debt 
Tops $30 Billion, 
FRB Reports 


WASHINGTON, — Consumer in- 
stallment credit outstanding 
amounted to $30.8 billion at the end 
of October, the Federal Reserve 
Board reported. This was an in-| 
crease of $104 million during the 
month, compared with October in-| 
creases in 1955 and 1954 of $266 
million and $78 million, respectively. 

Auto credit accounted for nearly 
half the total with $14.48 billion. 
This was a decline of $55 million} 
during the month, making auto) 
credit the only type of installment 
debt to drop during the period. 

Other consumer goods paper ac-| 
counted for $7.6 billion; repair and| 
modernization loans for $1.78 bil- 
lion, and personal loans for $6.95 
billion. 

The FRB said charge accounts, | 
single-payment loans and service 
credit amounted to nearly $9.4 bil- 
lion on Oct. 31, bringing total con- 
sumer credit outstanding to $40.2 
billion, up $18 billion during the 
month. 

The report noted that the $14.48 
billion in auto paper is held in this 
manner: Commercial banks, $5.76 
billion; sales finance companies, $7.3 
billion; other financial institutions, 
$807 million, and auto dealers, $574 
million. 
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Covey Buys Fowler Buick 

Roland Covey, for 10 years service 
manager of Frankfort (Ind.) Sales 
and Service, has bought the Fowler 
(Ind.) Buick dealership from Andy 
Waibel and has taken over personal 
management of it. 





invitation may exhibit or attend if 
he so chooses. 

“Further resolved, that during 
1957 there shall be three excep- 
tions to the above, namely: the 
AERA Show, the SAE annual 
meeting, and any one regional 
show, the selection of which shall 
be at the discretion of each indi- 
vidual member.” 

So the piston ring makers who 
formerly led the “extravaganza” 
parade in the old ASI shows take 
a formal step to eliminate partici- 
pation in a multitude of small 
shows which their jobbers and dis- 
tributors around the circuit have 
been “pressuring” them into. 

= * + 


Mandatory Sales 
OMING from Shell Oil Co. of 
Canada, Ltd. is a forthright 
statement of policy regarding one 
of the most controversial proced- 
ures in aftermarket merchandising, 
that of whether the oil companies 





compel their stations to sell only 
the products which the oil com- 
panies make or wholesale. 

The Canadian Shell letter to its 
dealers, from Al Wilson, marketing 
vice-president, reads, in part: 

“We believe that merchandise 
must be sold on its quality, 
reasonableness of its price, and 
its public acceptance rather than 
on contractual provisions. These 
are the facts which guide us in 
the selection of the line of tires, 
batteries and accessories which 
we sponsor. Consequently, if you 
again refer to your contract with 
us, you will not find a single pro- 
vision obligating you to buy your 
requirements of these items from 
or through us. 

“We will continue to solicit your 
business for each of these items 
because it is a business in which 
Wwe are engaged and because we 
feel that they will contribute to 
your overall success as a service 
station dealer. 

“The extent to which we will 


| enjoy your patronage must depend 


upon your voluntary acceptance of 
our product line and all the serv- 
ice that we are to render. Your 
business which we will at all times 
solicit will be very much appreci- 
ated.” 
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Designed for One Man— 


Specially adapted to pipe hauling is this light-duty International model S-130 
truck with one-man cab. The one-ton unit carries 20-foot lengths of pipe stacked on 
both sides of the narrow cab projecting through 18-inch openings at the rear of the 
stake body. Cab has three doors, at right, left and top. 





‘IS your car but itS our reputation—that'’s 


Quaker State Super Blend is the remark- 
able all-weather (SAE 10W-30 HD) pure 
Pennsylvania oil that keeps new motors 
running like new. It’s the modern, super- 
refined motor oil specifically designed 
for today’s powerful, high compression 
engines. Your customers are traveling 
with the best—when you start#them 


why we put in 


with Quaker State Super Blend. Advise 
them to stay with Super Blend, too— 
and they’ll stay with you .. . regular, 
satisfied customers. Quaker State’s 
extensive advertising program gives 
these sales-getting facts to millions of 
car owners—to bring in more sales, more 
profits for you. 


Super Blend!" 





QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. 
Member Pennsylvania Grade Crude Oil Association 















No. 9 OF A SERIES 


FORD FAMILY OF FINE CARS 


CLEARINGHOUSE 
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The Ford Family of Fine Cars 


FORD ¢ THUNDERBIRD °¢ MERCURY ° LINCOLN . CONTINENTAL 
FORD TRUCKS ¢ TRACTORS ¢ FARM IMPLEMENTS ¢ INDUSTRIAL ENGINES 
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The Nelmor Corporation of Detroit and Cleveland 
is the largest manufacturer of outside mirrors 

and the leading supplier of original equipment to 
the automotive industry. Each Nelmor mirror is 
outstanding in appearance, in features, in value. 


NELMOR CORPORATION — 1410 Fisher Building, Detroit, Michigan 
In Canada — NELMOR CORPORATION LTD., 14th St., New Toronto, Ontario 
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New BIG 





























to the Mercury Organization. 
Manzel is proud once again, as in years past, s «=. & 
to have had the opportunity of working with the 
Mercury Division of the Ford Motor Company 
in designing and supplying the special service 
tools needed for the new cars— and in timing 
production so that Mercury Dealers could have . «=~ 
them on hand before 1957 models arrived. 
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the most beautiful 
things in sight 


M. J. Eich has taken over the in- 





Across the Nation... 





Auto Dealer Changes 


Seven changes concerning Stude-|Mo. The firm has been renamed 
baker or Studebaker- Packard! Yarrington Cadillac-Olds, Inc. Yar- 
dealerships in the upper midwest) rington was with GMC seven years 
have been reported. C. King has! before becoming sales manager for 
| bought out his partner, T, A, Lang-) Allen. 
jley, in Thief River Falls, Minn., + * 

}and Country Living, Inc., has been Bynum-Jones Moves 


i Park, Minn, 
jseemee at Npting Fark, Mian Bynum-Jones Motor Co. (Dodge- 


| South East Motor Service, Inc., - . 
| Brainerd, Minn., is a new dealer- Plymouth), Siloam Springs, Ark., 


: : |has moved to new quarters on E. 
ship. R. H. Boyer and R. A, Dague ; : 
pees bought out the interest of | Main St. The company’s former 
|John H. Boyer, Boyer’s father, in building has been leased by Ford 
| Boyer-Dague Motors, Wadena, Motor Co. 
| Minn, 


* + * 


S-P for Michael Motors 


| terests of his father, A, A. Eich, in| Michael Motors, Inc., 5753 Troost, 


|the Studebaker dealership at St.|Kansas City, has been awarded a 


| Pontiac dealership in LaPorte, Ind., * 
| has acquired sole ownership and is 


WW anzet SALUTES 


Mercury Division and Mercury Dealers can be 
justifiably proud of their new cars for 1957. 
Certainly, the all-new standout styling and 
advanced mechanical features are a tribute 


M A N Zz E L A DIVISION OF HOUDAILLE INDUSTRIES, INC. 


315 BABCOCK ST., BUFFALO 10, N.Y 





Cloud, Minn., formed in 1910, and! Studebaker-Packard franchise. 


Sykora Motor Co., Yankton, S. D., + 

and Fred Stubbe & Sons, Rock “=m , ‘he 

Rapids, Ia., have opened as new Volvo Enters Chicago 

dual dealerships, The first Chicago dealership for 
i. the imported Swedish Volvo has 


been opened at 6250 Broadway as 
Volvo on Broadway. A Volvo 
spokesman said a second Chicago 
outlet would be established soon. 


Cross Pontiac 


W. W. Cross, for four years part | 
owner and general manager of the | 


a * 


Billy Conn Takes Hudson 


Billy Conn’s Big 3 Motors, Inc., 
5607 Baum Blvd., Pittsburgh, has 


Skor Ss }announced that it has been ap- 
ko ©y Adds Studebaker pointed a dealership for Hudson, 


Appointment of Matt Skorey : 
Packard Co., 1147 Broadway, Den- ee oan Spe. 
ver, as a Studebaker-Packard dealer 


has been announced. 
* = * 


operating as Cross Pontiac, Inc., at 
150 Pine Lake Ave. 


* * * 


Fohrman Takes Chrysler 


Fohrman Motors, Chicago, for- 
mer Packard dealership, has 
3 , switched to Chrysler-Plymouth. 

Dave Condon, in the automobile| fonrman in Evanston became 
business at Atchison, Kans., since| fohrman Dodge-Plymouth, 

1920, has sold Dave Condon Motor oe oe 

Co., to Victor W. Yarrington, sales ° 

manager for the past five years for Kelly Buys into Deal 
Allen Chevrolet, North Kansas City,| Arnold K, Kelly has purchased 


Yarrington Buys Condon 





Co., Thief River Falls, Minn. Kelly 


10 years. President of the company 
is F. A. Rinkel. 


| * * * 


Chamberlain Is Sold 


Chamberlain Motors, Inc. 
(Ford), Chamberlain, S. D., has 
| been purchased from Pete Olson 
| by Leon Kaltsulas and Les Triggs. 
| The firm’s name has been changed 
| to Chamberlain Ford. 

* + ” 


Bevan Takes S-P Line 


Bevan Studebaker Co. (Stude- 
| baker-Packard) has opened at 807 
Utah, Hiawatha, Kans. Partners in 
the firm are Robert and Jim Bevan 
anc their father, E. F. Bevan. The 
company also handles Allis Chalm- 
ers, Oliver and Gleaner Baldwin 
farm machinery. 
| *€ 





fs 


x * 


Veeh Oldsmobile Sold 


Rex Money, who has been associ- 
| ated with Swinson Motor Co., Pratt, 
| Kans., 
[< (Oldsmobile), Hill City, Kans. 

* * - 


Import Firm Opens 





| 
| 


an interest in Northern Chevrolet! 


has been associated with the firm) 


has purchased Veeh Motor} 


—, 


ford, Conn. Officers, besides West, 
are Harold W. Davidson, vice 
president and treasurer, and Robert 
Moran, secretary, 

+ * * 


S-P Names Colonial 


Colonial Motors, Inc., Hartford, 
Conn., has been named Studebaker. 
Packard dealership. 


* * * 


Feemster Buys Out Carl 


Austin Feemster has purchased 
the interest of A, H. Carl in Carl 
Chevrolet Co, (Chevrolet- 
Oldsmobile), Siloam Springs, Ark. 
Carl had been a dealer for more 
than 40 years, Feemster a sales- 
man for more than 20. 

* a = 


Gene Gould Opens 


Gene Gould, Inc. (Dodge-Plym- 
outh), has opened at 40 W. Main, 
Westerville, O. President of the 
firm is B. E. (Gene) Gould, who 
formerly was general manager for 
Ed Gould Pontiac, Columbus, 0. 


* * * 


Myner Goes Dual 


Myner Motors (Studebaker), 2320 
Greenwood, Shreveport, La., hag 
added a Packard franchise. The 
company is owned by L. L. Myner. 

+ * + 


Sawyer Buick Renamed 


Walter J. Sawyer, who is serv- 
ing a one-to-two-year prison term 
for bribery, has transferred his 
interest in the former Sawyer 
Buick Co., Milwaukee, to his son 
Tom. The firm has been renamed 
Walter Buick Co. for Walter J. 
Reese, company secretary, who 
now holds the franchise, a Buick 
representative said. Rose H. Saw- 
yer, Walter Sawyer’s wife, now is 


president of the company. 
* * * 


Bernard ‘Chevrolet Sold 


Bernard Chevrolet, owned by the 
late Henry J. Bernard and his son 
Kenneth, has been sold to Midway 
Chevrolet Co. in Jamestown, N. D. 
New owners are A, O. Arndt, 
president; Peter Wojcik, vice- 
president, and H, R. Trushenski, 
secretary-treasurer, 


> > > 
Webb Gets Pontiac 


Lyman Webb, formerly a sales- 
man for Schulenberg Motor Co, 
(Ford), Emporia, Kans., has ac- 
quired a Pontiac dealership in Em- 
poria and has named it Webb Pon- 
tiac. Webb succeeds John Waters, 
who had the dealership for a year. 
Waters has returned to the used-car 
business. 


* > 7 
Waltz & Kelly Opens 
Waltz & Kelly, Inc., is the new 
Chrysler - Plymouth dealership in 
Baltimore. Officers are C. Ridgley 
Waltz, president; Robert W. Kelly, 
secretary-treasurer, and John T. 
Brady, sales vice-president. 
*~ ” x 


Packard Deal Formed 
Crescent City Motors (Packard) 
has opened in New Orleans. The 
dealership is at 2001 St. Charles 
Ave. 
. * - 
Piedmont Pontiac Opens 


Piedmont Pontiac, Inc., is a new 
dealership in Lynchburg, Va. Tom 


International Imports, Inc., a for-| Brock is president of the firm. 


eign car dealership, has been opened 
at San Pedro and Hildebrand Aves. 
in San Antonio. Raymond Clark is 
president. 

* * 


Volkswagen Adds Outlet 


Volkswagen Sales & Service has 
begun operations at 2601 Broadway, 
San Antonio. 


Sandifur Motors Opens 


Sandifur Motors, W. 304 Second, 
Spokane, has taken over the Hud- 
son-Rambler franchise formerly 
held by Spokane Hudson Co., W. 
1230 First. 


Facel-Vega Franchise 


Armstrong & Goetz Motors, Port- 
land, Ore., has been awarded a 
franchise for Facel-Vega, a French 
car. 

* + 


* 
Ed Mullen Chevrolet 
Frank Hoover and Ed Mullen 
have purchased Padgett Chevrolet 
dealership, Greenleaf, Kans. The 
business is operated as Ed Mullen 
Chevrolet Co. 


Plymouth Auto Mart 


Leonard Paul has opened Plym- 
outh Auto Mart, Inc., West. Hart- 








JA Group Cited— 
Charles F. Hook, left, board chairman, 


Armco Steel Corp., presents 15,000th 
Junior Achievement charter to James Turn- 
bull, National Junior Achievement presi- 
dent, as James M. Roche, Cadillac general 
sales manager, watches ceremonies in De- 
troit's Sheraton-Cadillac Hotel. Cad-A-Cast, 
sponsored by Cadillac, was the recipient 
of the JA “milestone” charter. 
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damages because the driver of the | other impurities from the air cham- 


Lawsuits Affecting Dealers... 
Court Decisions 


By Leo T, Parker 
Attorney at Law 
CCORDING to a late higer court 
decision an automobile dealer’s 
guarantee to save 
a finance com- 
pany from any 
loss, on a car fi- 
nanced by the fi- 
nance company, is 
automatically void 
if, without con- 
sent of the dealer, 
the finance com- 
pany sells the au- 
tomobile for less 
than an amount 
the finance com- 
pany refused to accept from the 
dealer, 

For example, in Universal C.LT. 
Credit Corp. v. People’s Auto Serv- 
ice, 296 Pac. (2d) 712, the testimony 
showed facts, as follows: 

An automobile dealer named 
People’s Auto Service, sold an au- 
tomobile to one Rasm under a 
written conditional sales contract 
whereby Rasm agreed to the pur- 
chase price of $3,079.34, payable 
$422.50 as the down payment, 
leaving a time balance of $2,656.30 
payable in six successive monthly 
installments, each in the amount 
of $60 and one final instaliment of 
$2,296.80, all payable the same day 
of each month, 

People’s Auto Service assigned 
the contract to Universal C.LT. 
Credit Corp. and the former exe- 
cuted a guaranty reading as fol- 
lows: 

“In consideration of the execution 
of the instrument we, (People’s 
Auto Service) guarantee the pay- 
ment promptly when due of every 
installment and the payment on 
demand of the entire unpaid bal- 
ance if customer (Rasm) defaults 
in payment of any installment at 
its due date... .” 

* . > 


Purchaser Defaults 


LSO, the contract between the 

finance company and the auto- 
mobile dealer contained a clause 
that “if the customer defaults on 
any obligation under this contract, 
the full balance shall without notice 
become due and the car may be sold 
with or without notice at private 
or public sale . . . and the customer 
shall pay any remaining balance 
forthwith as liquidated damages for 
the breach of this contract and 
shall receive any surplus.” 

Rasm, the purchaser, defaulted 
and the finance company took 
possession of the automobile. Soon 
afterward People’s Auto Service 
received an offer of $1,695 for the 
car. The finance company refused 
the offer, giving its reason that it 
could get more money than $1,695. 

In reliance upon the finance com- 
pany’s representation that it would 
sell the car for more than $1,695, 
and credit the amount realized on 
the unpaid balance of the note, 
People’s Auto Service delivered the 
automobile to the finance company 
which later sold the car for $1,000, 
leaving an unpaid balance of $1,- 
311.65 on the contract. The finance 
company sued People’s Auto Serv- 
ice for this amount. 

The higher court refused to hold 
People’s Auto Service liable for pay- 
ment of any money to the finance 
company and said: 

“Respondent (People’s Auto 
Service) did not consent to the 
sale, for $1,000, of the automobile 
originally securing payment of 
the contract; nor consent to its 
sale except for a sum in excess of 
$1,695 as Universal C.LT. Credit 
Corp., in rejecting an offer for 
such sum, represented it could 
obtain to be applied toward ex- 
tinguishment of the debt; nor can 
respondent’s (People’s Auto Serv- 
ive’s) consent to the sale of the 
automobile under such circum- 
stances be presumed. 

“Appellant’s (Universal C.LT. 
Credit Corp.’s) action in disposing 
of the automobile under the circum- 
stances discharged respondent 
(People’s Auto Service) as guaran- 
tor of the contract.” 

* os - 


Manufacturers Liable 
CCORDING to a late higher 
court decision an automobile 
owner and, also, the manufacturer 
of the automobile may be jointly 
liable in damages to passengers 


Leo T. Parker 








who were injured while riding in 


the vehicle. 

For illustration, in Pittsburgh 
and Weirton Bus Co. v. Rocchio, 
216 Fed. (2d) 404, the testimony 
showed that a bus was on its way 
down a long hill when the brak- 
ing power failed and the driver 
lost control of the vehicle. The 
bus crashed into a retaining wall 
and was wrecked. Eleven persons 
were killed and 49 injured, 

In later litigation the higher court 
held the bus company liable in 





bus pumped his brake pedal. 

In this respect, the court said: 
“Most striking and dramatic of all 
the points was the testimony about 
the driver when this bus started its 
runaway trip down the the hill, An 
eyewitness testified that he fanned 
(i.e., pumped) his brakes. This was 
the worst possible thing to do with 
air brakes.” 

Also, for another good reason, 
this court held the manufacturer of 
the bus liable in damages to the 
injured passengers and dependents 
of the killed passengers. In this 
respect, testimony showed that the 
bus was supplied with petcocks 
which must be manually opened at 


rather frequent intervals in wet 
weather to get out moisture and 


bers. 


These petcocks are so close to 
the ground that they were likely 
to be damaged or broken by such 
things as a stone or other objects 
on the highway. The ‘testimony 
showed that after the accident, it 
was discovered that a petcock 
was broken off which allowed air 
to escape and the braking system 
to fail. 

During the trial, legal counsel for 
the manufacturer proved that ex- 
perience over many years with this 
type of bus design showed that 
despite the millions of miles these 
buses have travelled on highways 
no bus accident was involved be- 
cause of a petcock being broken 
off. Nevertheless the higher court 
held the manufacturer liable in 
heavy damages. 





a 


Avisco Seal Gives 


Nycar Seat Cover 


NEW YORK, — Nycar Beauty- 
wear car seat cover fabric will 
carry the Avisco Integrity Tag, 
according to George L, Storm, gen- 
eral manager, rayon division of 
American Viscose Corp. 

He said this marks a new stage 
in the Avisco program for all mer- 
chandise containing Avisco fibers. 
Made by Ellenboro Mills, Inc., a 
division of Neisler Mills, Nycar 
fabric is constructed of 900 denier 
filament rayon, an Avisco solution- 
dyed fiber. They were shown for 
the first time at the Chicago Auto 
Trim Show in the Ellenboro booth 
where a m odel machine demon- 
strated spinning of Colorspun fibers. 





now light trucks 
haul Reavier loads 





Borc-WaRNER 


“omy 


Time was when light trucks weren’t expected to handle 
anything but light loads. Today the demand is for light 
trucks with the ability and capacity to handle far 
heavier loads. But the greater the load, the greater the 
stress on the clutch. So the problem is to pack more 
“muscle” into the clutch without increasing its size 


or weight. 


Through advanced design and creative engineering, 
Borg-Warner’s Borg & Beck Division has developed 
a new three-lever clutch that’s actually lighter and 
shallower than before, yet with up to 20% greater 


Almost every American benefits 
every day from the products of 






load capacity. Designed for high torque engines, it’s 
smoother and quieter. Its arch type construction means 
better ventilation. It is self-adjusting, for minimum 
maintenance. And it’s available in 10”, 10.5” and 11” 
sizes for a wide range of applications, both light truck 


and passenger Car. 


Precision built and thoroughly tested for balance 
and uniformity, this new Borg & Beck clutch is an- 
other typical example of the “design it better—make it 
better” thinking that goes into every Borg-Warner 


product. 


Borc-WaARNER 

















Searching for Alloys— 


A Ford scientist pours liquid air, which 
turns from a gas to a liquid at -300 
degrees Fahrenheit, as a step in creating 
a deep freeze for lowering the tempera- 
ture of metal samples. When immersed in 
intensely cold liquid helium surrounded by 
liquid air, motion of the atoms inside the 
metals slows down, permitting closer ex- 
amination of atomic structure. It is hoped 
such studies, made at Ford's laboratory 
in Dearborn, will lead to the development 
of new alloys to serve useful purposes in 
future transportation. 









It’s 


Safety 


Council Tests show that reinforced 
tire chains increase stopping ability 


nearly 3 


climbing traction 4 to 7 times! 


that does the trick! 


AUTOMOTIVE NEWS, DECEMBER 17, 1956 


Legislative Roundup... 








Legislation Affecting Auto Industry 


By Bethune Jones 
Legislative Correspondent 
Pe for added highway-user taxes, further borrowing 
and increased appropriations to meet state and local par- 
ticipation in the Federal highway program are being whipped 
into shape for 1957 state legislative sessions. 


New encouragement comes from the fact that highway 
spending proposals were SS 


proved by voters in each of| voters, 


three states where they ap- 


pledging the state’s “full 
grants was approved by Kentucky 
faith and credit” for 30 years to 


peared on the ballot, Kentucky,| retire the bonds. 


Minnesota and New York, 


* x * 


| s 
New Yorkers authorized a $500 Minnesota Doubles Bonds 


million bond issue. While it re- 


mains for the legislature to deter- 
mine how the bonds will be paid 
off, leaders expressed hope it can 
be handled without a gasoline tax 
increase, for the present. 

A $100 million bond issue to pro- 
vide matching funds for Federal 


the “Jiffy” hook 


| greene toe voters approved 
doubled bonding for new high- 
ways, assuring full participation in 
the road program, 

Besides boosting the state high- 
way bond limit from $75 million to 
$150 million, the amendment re- 
moved a restriction that highway 
bonds be limited to not more than 


New Campbell “Jiffy”’ Chains go on amazingly 
fast. No jacking the car. No moving the car. 
No hard-to-fasten inside lock. No dirty work— 
plastic sleeve guards with every pair. Get 
proof positive that here is the answer to get- 
ting out of trouble—and getting where you're 


National 
Safety 


Fit — 


going safely. 


times—starting and 


Be ready when bad weather 


strikes. Get your “Jiffy” Chains today. Ask 


your dealer or service man. 


Millions and millions of car owners will see the above advertisement 
in The Saturday Evening Post. And Campbell will be advertising in 
the Post consistently during the chain-selling season—to send sales 
your way! So, it’s just good business to stock up now. Remember— 
when you sell a car—you have the first opportunity to profit by selling 
a set of “Jiffy” Chains! See your Campbell distributor, or write direct. 















Emergency 
“TRACTION KLIPS” 


The easy way out in 
snow, ice, mud. Out 
of ruts—up slippery 
hills—away from icy 
curbs. On or off in 10 


CAMPBELL 








York 


CAMPBE 


CHAIN them off. 


Pa.«W. Burlington 


lowa e Portland, Ore 


LL CHAIN Cecéavy 


e Sacramento, Calif 


$10 million a year. How soon and 
to what extent the legislature will 
utilize the new 
bonding authority 
has not been in- 
dicated. 

The Minnesota 
amendment fur- 
ther calls for 
lumping of rev- 
enue from 
motor vehicle 
registrations and 
gasoline taxes 
into a single 
“highway users” 

fund and sets up a new basis for 
division of this money among 
state trunk highways, county 
roads and city streets. 


The fund, expected to produce 
more than $86 million annually, will 
be divided 62 percent to trunk high- 
ways; 29 percent to a 30,000-mile 
county road system, and 9 percent 
for improvement of 1,200 miles of 
arterial streets in cities over 5,000. 


It will be the first time in the 
state’s history that first class cities 
have shared in state highway funds. 
Details of implementing the amend- 
ment will be worked out by the 1957 
legislature. 

+ + a 


New Montana Program 


Amune new plans headed for 
legislative consideration, the 
Montana factfinding committee on 
highways, streets and bridges has 
drawn up a comprehensive program 
including a recommendation that 
the state borrow $226 million over 
a 12-year period for expanded high- 
way construction. The proposed 
borrowing, which would be repaid 
in 32 years, was referred to by the 
study committee as “essential if we 
are to have roads in this genera- 
tion.” 

It was further recommended that 
Montana adopt a three-structure 
highway-use tax by retaining the 
current $10 basic registration fee 
for all vehicles and the seven-cent 
gasoline and nine-cent diesel fuel 
taxes, and establish a new supple- 
mental commercial vehicle tax 
structure. 


The committee suggested that 
the supplemental commercial! ve- 
hicle tax structure could be based 
on an annual gross vehicle weight 
fee similar to existing procedures, 
with rates revised upward. Or, as 
an alternative, it was suggested 
the new tax structure could be 
based on a combination of an 
annual gross vehicle weight fee 
only fot vehicles 24,000 pounds 
and under and an annual fee plus 
mileage fees for vehicles 24,001 
pounds and over. 


It will cost Montana $1,580,000,000 
in the next 20 years to bring its 
highways, county roads and city 
streets up to modern standards and 
keep them that way, according to 
the committee’s estimates. It was 
recommended that the state adopt 
@ program of bringing its main 
highways and streets up to modern 
standards within 13 years and 
lesser roads in 20 years. 


To accomplish this in 20 years, 
the committee said, Montana will 
have to spend $822 million on its 
primary highways, $332 million on 
its secondary road network, $31 
million for city arterial streets and 
an additional $345 million for local 
roads and streets. 

> 


* * 





Bethune Jones 


Centralized Department 


T= Montana study group also 
called for the creation of a new 
centralized motor vehicle depart- 
ment to control all motor vehicle 
licensing and movement and to col- 
lect all motor vehicle taxes. 
Montana is only one of many 
states in which new truck taxes 
based on weights and mileage will 
be proposed. Of significance, how- 
ever, is the fact that Nebraska vot- 
ers at the. general election rejected 
such a proposal for a ton-mile tax 


Volvo for Messerman 


Shaker Lee Motors (Volvo), is 
the Cleveland area’s newest dealer- 
ship in foreign cars. President is 
Sam Messerman, who is also head 
of the Cleveland Independent Auto- 
mobile Dealers Assn. 





——— 


against heavy trucks, with the elec. 
tion outcome interpreted as popular 
opposition to that form of taxation 
rather than raising additional! high. 
way funds. 

An Oregon interim hig!iway 
study committee agreed to rec. 
ommend to the 1957 legislature 
that $8 million in short - term 
bonds be authorized to keep the 
Federal highway program on 
schedule. 

W. C. Williams, Oregon highway 
engineer, told the committee that 
unless such borrowing is authori 
the state in its matching program 
will fall behind by $29 million dur. 
ing the first two and a half years 
starting in 1957. 

Gov.-elect Harold W. Handley ad. 
vocates an increase in Indiana’s 
gasoline tax rate from four to six 
cents a gallon to provide additiona] 
highway funds. 

+ * * 


N. J. Lawmakers Balk 


NEW JERSEY lawmakers thus 

far have refused to go along 
with Gov. Robert Meyner’s proposal] 
that the gasoline tax be increased 
from four to five cents a gallon, but 
the issue is expected to be revived 
next year. Leaders of the Republi- 
can legislative majority contend 
that full participation in the new 
Federal highway program can be 
assured from present state funds, at 
least for the present. 

New or increased use of general 
state funds for highways, rather 
than increased highway user levies, 
will be proposed in a number of 
states. In Oklahoma, for example, 
the legislative council’s executive 
committee has approved a proposal 
for an immediate $9 million supple- 
mental appropriation to the high- 
way department when the legisla- 
ture convenes in January, Further 
general fund appropriations will be 
sought in amounts varying from 
$4,500,000 to $5 million a year for 
highway program support. 

A Kansas legislative council 
committee recommended that be- 
tween $5 million and $10 million 
of non-highway state money be 
advanced to the highway depart- 
ment as a revolving fund for ad- 
vance purchases of rights-of-way. 
The fund would be used to buy 
property far enough ahead of 
highway construction so that 
costs will not have risen in antici- 
pation of the road. The full coun- 
cil approved the proposal. 

Maine’s Municipal Assn. advo- 
cated the use of state general funds 
rather than a gasoline tax increase 
to finance state participation in the 
Federal program, Frank G. Chap- 
man, executive secretary, said the 
association felt use of general funds 
was justified because the program 
will benefit the entire state. 

Tennessee’s legislative council 
has recommended that the legisla- 
ture provide at least $35 million in 
additional revenue through the 1958 
fiscal year to provide matching 
funds for participation in the Fed- 
eral road program. No recommen- 
dation as to how the money should 
be raised was made by the council, 
which noted that the state highway 
study commission had been charged 
with this responsibility. The com- 
mission has recommended that it 
be raised through bond issues. 

+ + of 


Finance Complications 


;errCRts by cities and counties 
to obtain new or increased slices 
of state highway-user tax receipts 
will complicate the highway financ- 
ing issue in many states when leg- 
islative deliberations get under way. 
Arkansas municipalities, for ex- 
ample, are campaigning for the 
allocation of $3,300,000 of state 
highwaysfunds to cities and 
towns for street improvements. 
They claim the bulk of the taxes 
are collected in cities and that a 
(Continued on Page 29, Col. 1) 


MEMO To 


FORD AND CHEVROLET DEALERS 
We are interested in making suitable 


connections for local deliveries on a 


TRADE 


basis throughout the coun to supply 
new cars for our leased fleet. (Since 
these cars will be used locally your serv- 
ice shop can benefit also.) 


Contact Ben Geller 
EMKAY, INC. 
6850 Cottage Grove Avenue 


Chicago 37, Illinois 
Phone: MUseum 46969 
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Legislative Roundup 





(Continued from Page 28) 


fair share should be returned to 
them. State highway officials, on 
the other hand, contend any such 
diversion would leave the state 
short of funds for its needs, 


Idaho is another of the many 
states in which municipalities are 
looking for more help from the 
state in financing local road needs. 
Mayor Theron Ward, Jerome, an 
official of the Idaho Municipal 
League, recently declared that since 
13.3 percent of state highways are 
within the boundaries of cities and 
villages in Idaho, the municipalities 
should seek apportionment of that 
percentage of highway-user tax 
funds to them. They now get 2.7 
percent of such funds. 


Ohio’s Attorney-General C. Wil- 
liam O'Neill, also governor-elect, 
handed down a ruling clearing the 
way for that state to share the cost 
of constructing major thorough- 
fares inside cities. His opinion, in 
effect, approved use of 90 percent 
Federal funds and 5 percent local 
funds, plus the cost of plans, with 
the state paying the balance. 

* * * 


Another Side Issue 


LTHOUGH such a 90-5-5 con- 

struction formula had been ap- 
proved by S. O. Linzell, Ohio high- 
way director, the Highway Con- 
struction Council had been insist- 
ing on a 90-10 formula without state 
participation. O’Neill held that once 
the council approved projects, that 
body had little if any further to 
say about them. 

A highway financing side issue 
in many states next year will be 
proposals for the enactment of 
legislation to permit use of Fed- 
eral funds for relocation of utility 
facilities affected by road con- 
struction. 

The Federal highway act con- 
tains a provision that where a state 
pays for the relocation of utility 
facilities on Federal-air or inter- 
state highway systems, Federal 
funds may be used to reimburse 
the state if such payment would 
not violate state law. Under the 
present laws of most states, how- 
ever. such payment would be il- 
legal. 

This situation was recently 
pointed up when a delegation of 
utility interests recently sought the 
cooperation of the Oregon highway 
commission in obtaining a change 
in that state’s law to permit such 
payments. One of the spokesmen 
for the utilities said a similar situa- 
tion exists in 42 states. 

” a . 


New Truck Tax Studied 


A subcommittee of North 
Dakota’s legislative research com- 
mittee has taken under considera- 
tion a proposal for the enactment 
in 1957 of a new State weight- 
distance tax on trucks and buses. 

a ” + 


Inspection Plan Tabled 


The question of compulsory 
motor-vehicle inspection was tabled 
at special zone meetings of the 
Oregon Automobile Dealers Assn. 
and is not expected to appear in 
any bill introduced in the Oregon 
Legislature during 1957. 

on 7 = 


Group Seeks Rehabilitation 
For Injured N. Y. Workers 


Plans to seek enactment of an 
amendment to the New York State 
workmen’s compensation law to 
permit employers or insurance 
companies to recommend rehabili- 
tation treatment for injured 
workers, have been disclosed by J. 
R, Ostrander, chairman, joint state 


AUTO 
TURNTABLES 


. . 
Manufactured by 


Macton Machinery Co. 


DYKE LANE 
Stemford 2, 
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legislative committee on industrial 
and labor relations. 

“This proposal will in no manner 
infringe on the employe’s freedom 
of designating his own physician,” 
Ostrander said. 

+ 


* + 
Seek Compensation Shift 
A Kansas legislative council has 
recommended that the State work- 





Cadillac’s Brougham 
Rhymes with ‘Home’ 


NEW YORK, — Cadillac intro- 
duced its exclusive Eldorado 
Brougham last week and decided 
it was just about time to tell 
prospective buyers how to pro- 
nounce it. 

“Brougham rhymes with 
‘home,’” a press release intoned. 
Cadillac executives reportedly are 
more than a little tired of hear- 
ing their palace on wheels re- 
ferred to as the “Broom.” 





men’s compensation laws be 
changed so that disabled workers 
could be hired without financial 
hazard to the employer. The pro- 
posal was part of a program to 
encourage industry to locate and 


expand in the state. 
= * + 


Commission Rejected 


A proposal for a workmen’s com- 
pensation commission to replace 
the system of administration 
through the State Labor Depart- 
ment and the courts has been 
rejected by a Tennessee legislative 
council. Instead, the study group 
recommended a $50,000 budget in- 
crease to give the present system 
a better chance. 

+ * 7 


Kansas Eyes 3 Changes 


In Compensation Operation 

A legislative committee studying 
the Kansas Workmen’s Compensa- 
tion Board has agreed on three 
possible changes in operations. 

The group recommended that the 
governor appoint an administrator 
to act on claims, that the governor 
name a five-man board to deter- 
mine the policy of operation and 
that an appeal board be named to 
review applications rejected by the 
administrator. 


New Frigiking— 

The 1957 Frigiking car air conditioner 
features an improved push-button tempera- 
ture control and a more compact case for 
greater foot room. The panel design is in 
silver and black. Available for most makes 
of 1957 model automobiles and many 
older model cars, the Frigiking 57-UD is 
transferable from car to car. 





2 





Button Control 
Marks Frigiking’s 
57 Car Cooler 


DALLAS. — Featuring an im- 
proved pushbutton control, the 1957 
model 57-UD Frigiking car air con- 
ditioner was introduced last week 
by Frigikar Corp., Dallas. 

MagneTouch temperature control, 
first introduced by Frigikar in 1956 
and now improved for 1957 is said 
to prevent freeze-ups and blocking 
of air circulation over coils. 

The all-metal control panel fits 
beneath the dash, and Frigiking 
units are transferable from car to 
car. 

Frigiking’s new higher-capacity 
compressor is said to give extra 
capacity at lower speeds. A mag- 
netic clutch maintains selected 
temperatures under automatic con- 
trol, and the “wafer-type” conden- 
ser coil affords more efficient con- 
densing, according to Frigikar. 

The new Frigiking is available 
for most makes of 1957 automobiles 
and for certain older model cars. 
Its motor, permanently sealed with 
lubricant, is said to deliver up to 390 
cubic feet of cold air per minute. 
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Lion Nokorode gives superior results with a 
thinner coating... you get 50% more under- 
coating jobs from every drum. 


Lion’s patented process (U. S. Patent No. 
2,393,774) gives Nokorode extra density— 
extra toughness—so that heavy applications, 
as are often recommended for other brands, 
are simply not necessary. Result: the thinner 
coat recommended for Nokorode gives ex- 
cellent protection, yet builds up more profits 
for you because you get 50% more satisfied 
customers with each drum. 


e Is preferred by spray men, 
because both application and 
clean-up are easier 


e Is guaranteed by Lion Oil 


Please send me complete information about Lion Nokorode, 
and how it can increase underbody coating profits. No obliga- 
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Making Things Easier— 

Peters, Griffin, Woodward, Inc., and 
Remington-Rand engineers have completed 
preliminary work for the development of 
an electronic system for handling availa- 
bilities, programs, rates and similar infor- 
mation for both radio and television sta- 
tions. Designed for the needs of station 
representative firms, the system utilizes 
principles of the famed Univac. Jones 
Scovern, P.G.W. vice-president, and Ken- 
neth Schonberg, of Remington-Rand, check 
over final plans for the system. 


Dealer Hebert Expands 


Car-Leasing Service 


CHICAGO.—Ralph Hebert, presi- 
dent of Hebert Motor Sales, Inc. 
(Oldsmobile), and of the Hebert 
Leasing Plan, has announced the 
expansion of his automobile leasing 
plan and the appointment of Jack 
Rooney as general manager of the 
leasing company. 

Hebert also has established auto 
leasing offices at Miami Beach, F'a., 
where he is president of Holiday 
Tours of Miami Beach. 
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Arch F, Campbell, manager of 
engine sales to the petroleum in- 
dustry for the Detroit Diesel En- 
gine division of General Motors, 
will retire Jan. 1 after 37 years’ as- 
sociation with the petroleum in- 
dustry. 

After many years of employment 
by the Waukesha Motor Co. and 
the Superior Engine division of 
National Supply Co., he joined GM 
in 1944. More than 150 persons at- 
tended a banquet in his honor. 

+ = + 


Smith Takes Copper Post 


In Commerce Department 


Jack Howard Smith of Detroit 
has been selected as director of the 
copper division of the Business and 
Defense Services Administration of 
the U. S. Department of Commerce. 

Smith, who is east central district 
sales manager of the Wolverine 
Tube division of Calumet & Hecla, 
will serve without compensation 
from the government for six 
months. 

a 
Lincoln Names Fraker 


As Denver Zone Chief 


Clayton L. Fraker, formerly a 
market analyst in the dealer place- 
ment and planning department of 
Lincoln division, has been ap- 
pointed manager of Lincoln’s Den- 
ver zone. 

Fraker started his automotive 
career in 1947 with Universal C.LT. 


* 


in St. Louis. He became associated | 


with a Willys distributorship in 1948 
and became part owner and man- 
ager in 1951. 


Edsel Names Johnson 


Chet W. Johnson has been named 
Minneapolis-St. Paul district sales 
manager for the newly formed 
Edsel division. Johnson has been 
Ford assistant district sales man- 
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ager in the Twin Cities since 1953 
and formerly was regional car sales 
manager in Chicago. 

* + * 


F. J. Hooven, J. L. Hooven Get 


Ford Engineering Posts 


Ford division has appointed two| 
executive engineers to carry out 
expanding programs in the design | 
of Ford cars and trucks. 

They are Frederick J. Hooven, 
named executive engineer in charge | 
of advanced Ford car product engi-| 
neering, and J. L. Hooven, who! 
holds a similar post in advanced | 
truck product engineering. The| 
Hoovens are not related. 

* * + 


Campbell Heads District 


Noel Campbell has been named 
distriet manager for Mercury-Lin- 
coln- Meteor in Edmonton, Alta. 
Formerly assistant district man- 
ager, Campbell succeeds Arthur 
Wood who is retiring. 

* * + 








Sullivan Retires 
J. J. Sullivan, Chicago branch 
|manaegr for Yellow Mfg. Accept- 
| ance Corp. since 1950, has retired. 
He started with Yellow Coach Mfg. 
|Co, in 1923 and moved to the fi- 
| nancing operation in 1925. 
| = * > 
Lecklider Retires 


| Dr. Arlington F. Lecklider, 
| medical director of Fisher Body 
division, has retired after 34 years 
| of service. He had served as medi- 
| cal director since 1929. 
| * > . 
| Shiner, Wallace Named 
Two vice-presidents have been 
appointed by Massey-Harris- 
Ferguson, Ltd., Ottawa. They are 
John H. Shiner, marketing, and 
Harold A, Wallace, manufacturing. 
> > + 


Finance Firm Boosts Emo 


J. C. Emo has been elected vice- 
president of Industrial Acceptance 
Corp., Ltd., Ottawa. He has served 
as a branch manager, superin- 
tendent of branches and most 
recently as assistant vice-president. 

. > © 


Union Oil Reorganizes 


Its Marketing Setup 

Roy H. Linden, sales vice- 
president, has been named market- 
ing vice-president in a reorganiza- 
tion of Union Oil Co.’s marketing 
department. R. H. Rath was ap- 
pointed manager of dealer sales, 
and W. L. Spencer now heads 
direct sales, 

New territory sales managers for 
dealer sales are C. E. Rathbone, 
Southwest; Edward Kendall jr., 
Central, and W. I. Martin, North- 
west. Territory direct sales chiefs | 
are F. K. Cadwell, Southwest; J. 
J. Grunewald, Central, and R, T.| 
Carrington, Northwest. 

. 7. > 


L-O-F Names Loeffler 


Richard L. Loeffler has been ap- 
pointed assistant manager of the 
marketing research department of 
L-O-F Glass Fibers Co. 

: 


|established at Billings for farm! Virginia and the District of Colum. 
| equipment. bia. 

Bave, formerly in the northeast. 
G , ern regional office in New Yo 

| Chrysler a Names | succeeds Lee A, Iacocca, who hag 
|\Collins in Purchasing | been appointed national truck saleg 
| William O, Collins has been ap-| manager. 

| pointed manager of the by-products | 
department in Chrysler Corp. cen-| 
| tral purchasing. He succeeds George 
|B. Wells, who has retired after 35 
| years. 

Collins will be responsible for the 
sale, disposal or inter-plant trans- 
fer of all corporate surplus or obso- 
lete buildings, machinery, equip- 
ment and materials. Collins has 
been with Chrysler since 1926. 


* * * 


Cadillac Appoints Kice, 


Tiffany, Hopson, Goldnetz 
Appointment of John D. Kice to 


* * * 


* * 


Rutherford Named 


L. M. Rutherford, formerly zone 
manager of the Willard Storage 
Battery division in Ohio, has been 
promoted to sales analyst at Wil. 
lard’s main office in Cleveland. 

* * * 


* 


Donohoe and Fran 
Appointed by Exide 

Vincent J. Donohoe and Donald 
E. Frank have been appointed sales 
representatives by the Exide auto- 


motive division, Electric Storage 
| Battery Co. 


Cadillac has been announced by 
R. M. Phillips, the 
general service 
manager. 

Kice has been 
a member of Cad- 
illac’s factory 
service organiza- 
tion since 1949. 
Charles A. Tiffany 
has been assigned 
as district parts 
and service man- 
ager in St, Louis; 





the position of service engineer for} 


Donohoe will cover West Virginia, 
southern Ohio and eastern Ken- 
tucky. Frank’s territory will be 
western New York and a northern 
portion of Pennsylvania. 

* * * 


|Mercury Chooses Stuart 


For Chicago Post 
Appointment of Donald R, Stuart 
as Chicago district sales manager 
has been announced by Mercury. 
Stuart joined Mercury last July 
and has headed a section in the 





J. D. Kice 


R. B. Hopson, 
parts and service manager for Den-| 
ver, and J. K. Goldnetz, supervisor | 
of training programs, replacing 
Kice. 





= 


Weaver Wins Award 
Theodore Weaver, manager of the 
process development department of 
Fluor Corp., Ltd., Los Angeles, has 
been named winner of the 1956 


+ * 


stitute of Chemical Engineers. 
> 


Leece-Neville Appoints 


Priest Field Manager 


Richard G. Priest has been named 
field manager of the Cleveland re- 
|gion by Leece-Neville Co., Cleve- 
land. 

Priest formerly was associated 
with Domestic Engineering, Chi- 
cago, as sales representative. Most 
recently, he was Cleveland district 
manager of United Motor Service. 

. > > 


Allegheny Ludlum Picks 


Lucas and Snedeker 


Allegheny Ludlum Steel Corp. has 
announced addition of two sales- 
men at its Seattle district sales 
office. 


Harvey B. Lucas and John H. 
Snedeker will represent the cor- 
poration on the northwest coast 
area. Lucas formerly was branch 
manager of Woodbury & Co. in 
Portland, Ore. Snedeker was in 
sales with Inland Steel, Joseph T. 
Ryerson and Puget Sound Fabri- 
cators. 


* * 


* 7” * 


Borg-Warner Elects 


Haase Vice-President 


Election of Henry M. Haase as 
vice-president in charge of en- 
gineering and research for Borg- 
Warner Corp. has been announced 
by Roy C. Inger- 
soll, chairman of 








* . 

Alcoa’s Sheehan to Head 
Die Casting Institute 

Clifford J. Sheehan, Eastern sales 
manager, die casting division, 
Aluminum Co. of America, has 
been named president of the Amer- 
ican Die Casting Institute. 

Sheehan’s die-casting career with 
Alcoa has covered more than 35 
years. 


* * * 

Manning Named President 

Robert B. has been 
elected president of Sperry West- 
ern, Inc., Lafayette, Ia. He was 
formerly treasurer and vice-presi- 
dent. 

. * = 
Billings Truck Office 
Opened; IHC Picks Jones 

International Harvester Co. has 
established a separate motor truck 
district office at Billings, Mont., 
headed by M. W. Jones, former In- 
ternational truck district manager 
at Denver. 

K. E. Nickle, assistant at the 
former combination motor truck 
and farm equipment district at Bill- 
ings, is assistant truck manager. A 
separate district office has been 


the board. 

Haase came to 
Borg-Warner in 
Jan., 1955, as as- 
sistant to the 
president, He will 
direct the corpor- 
ation’s program of 
product planning 
and engineering 
research and de- 
velopment, in- 
cluding general supervision over 
the newly built Borg-Warner Re- 
search center in Des Plaines, IIL, 
and the petro-mechanics research 
division in Los Angeles, Prior to 
joining Borg-Warner Haase had 
been president and general man- 
ager of McCray Refrigerator Co., 
Palmer Manufacturing Corp. and 
subsidiaries for about three years. 


* * * 


Bave to Head Ford Sales 
In Washington District 
William P. Bave has been named 
sales manager of Ford division's 
Washington district, according to 
C. R. Beacham, general sales man- 
ager. The Washington district in- 
cludes 117 dealers in Maryland, 
northern Virginia, eastern West 





H. M. Haase 


| headquarters 


general marketing department of 
the division’s general offices in De- 
troit. Previously he had served 23 
years in various sales positions in 
the auto industry, starting as a 
retail car salesman in 1933. 

* - +. 


| Buick Appoints Alford; 


Cogswell Replaces Him 
John J. Alford, Buick assistant 


| Junior Award of the American In-| zone manager in Dallas, has been 


named zone manager in El Paso 
and Richard B. 
Cogswell, assist- 
ant sales promo- 
tion manager in 
Flint, will replace 
Alford in Dallas. 

Other sales per- 
sonnel changes in- 
clude Leighton E. 
Campbell, O kla- 
homa City zone 
manager to Oma- 
ha zone manager; 

B, B, Cogswell Ralph K. Hibbs, 
Omaha zone manager to Oklahoma 
City zone manager; Watson W. 
Magee, assistant Oklahoma City 
zone manager to assistant Charlotte 
zone manager, and William E. 
Flaherty, district manager in Los 
Angeles to assistant Oklahoma City 


zone manager. 
- > 


Reynolds Metals Names 


Wood in Auto Division 


Mahlon E. Wood has _ joined 
Reynolds Metals Co. as special rep- 
resentative in the automotive mar- 
ket sales division. 
He will have his 
at 
the Detroit office, 
1500 Fisher Bldg. 

Wood formerly 
was with Ford 
Motor Co. He was 
a manufacturing 
research engineer 
associated with 
light metals de- 
velopments,. Prior 
to joining Ford 





M. E. Wood 
he was with General Motors as @ 
materials engineer. 


* * x 


Willard Names MacLeod 


Willard Storage Battery has ap- 
pointed B. A. MacLeod as regional 
sales manager of its eastern region, 
with headquarters in New York. He 
succeeds F’. F. Keefe, recently killed 
in an automobile accident. Mac- 
Leod was regional manager in Chi- 
cago. He has been with Willard 


since 1948, 
* * * 


Midland Names McNitt 


Appointment of Lewis F. McNitt 
as assistant to the president of 
Midland Steel Products Co. has 
been announced. Prior to joining 
Midland in 1953, McNitt was on the 
engineering staff of Chrysler Corp. 
for nine years. 

” 


Devona Succeeds Larson 
Edward L, Devona, has been 
named assistant manager for Mer- 
cury in the Twin Cities district. He 
succeeds James R. Larson, who now 
is Lincoln sales manager in the 
Twin Cities district. 
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Virginia, ENGINE TOOL — The DuMont Type 
rn Ken- 2901 Noise and Vibration Pickup is 
Vill be designed to convert the mechanical vibra- 
northern tions of internal combustion engines into 
electrical signals. These signals are coupled 
to the DuMont EnginScope, a television- 
t like instrument, and appear as dynamic 
vibration pattern suitable for detecting 
loose or malfunctioning engine parts. The 
. Stuart Type 2901 includes modified vise-grip | 
nanager pliers for clamping the accessory to vari- | 
cury. ous parts of the engine. It can also be 
used to probe around different areas | 
ist July bile f : d by| 
in the of an automobile for noise cause y 
nent of loose or worn parts. Technical Products | 
: in De Division, Allen B. DuMont Laboratories, | 
rved 23 Inc., 760 Bloomfield Ave. Clifton, N. J. 
tions in 
gE as a 
| 
} 
ssistant 
as been 
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ard B. 
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nton E. 
Okla- 
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inager; 
Hibbs, 
ahoma 
on W. 
a City 
arlotte | 
am E. SCRATCH REMOVER—A kit for use in 
n Los removing scratches and ‘“‘sleeks” from car 
a City windshields now is available through Bris- 
tol Sales & Mfg. Co., Bridgewater, Conn. 
Called Glaskit, the kit includes a fine 
quality felt polishing wheel, mandrel, a 
tube of special polishing compound, mark- 
ing pencil and a cellulose sponge for 
joined clean-ups. . . s 
ul re 
, are Orbital Sander 


Development of a lightweight or- 
bital sander Model 800, weighing | 
only 3 pounds and fitting readily 
into the palm of the hand, has been 
announced by the pneumatic divi-| 
sion of Sundstrand Machine Tool 
Co., Rockford, Ill. 

















* * 
Badger 
WARM-UP 
ACCELERATOR 
tI 
S ap- 
‘ional 
gion, 
k. He 
cilled 
Mac- 
Chi- 
ard 
, " 
“Nitt WARM-UP ACCELERATOR — The Badger 
t of warm-up accelerator is said to fit all cars 
has and many trucks, bus and tractor models. | 
ning The desired acceleration is controlled by a | 
1 the thumbscrew at the side of the pedal. The 
Jorp unit fits over the gas pedal and is said | 
. to be ideal for checking the motor and 
charging the battery, in addition to warm- 
ing the car. Badger Tool & Mfg. Co., 
a Inc., Chicago 7, Il. ; 
been - : 
Mler- Weatherhead Announces 
- Three Merchandisers 
"ae Fort Wayne division of Weather- | 





head Co., Fort Wayne, Ind., has 











NEW PRODUCTS | 


announced introduction of three 
new automotive merchandisers, de- 
signed to provide a more practical 
stocking plan for service depart- 
ments of any type or size. 

Nationwide distribution is being 
handled through the company’s 
warehouses, distributors and job- 
bers, and are offered free to service 
shop operators with the purchase 
of a specified stock assortment of 
repair parts. 





COOLING SYSTEM GAUGE — An instru- | 


ment gauge designed to locate the source 
of troubles in cooling systems has been 
marketed by B-K Service Products, Indi- 
anapolis, Ind. It is said to be an accurate, 
dependable instrument for testing the 
pressurized cooling system itself in addi- 
tion to the radiator cap. An outstanding 
feature of the gauge, it is claimed, is the 
gauge dial with large easy to read mark- 


ings, vertically positioned. Pressure ranges | 


and test points for each cooling system 
are marked and color coded. 





INSULATION — Alfol aluminum reflec- 


tive insulation is said to provide more 
economical winter heating, cooler sum- 
mers and improved lighting the year 
around. Alfol consists of multiple layers 
of aluminum foil which automatically 
space themselves about one inch apart 
when installed. These ‘captive’ air spaces 
between the foil layers add to the foil's 
insulating efficiency, it is said. 


comes packaged in compact 250 and 500} 
It is | 


square foot rolls in.varying widths. 
merely unrolled and stapled across the 
faces of joists of furring strips. Shown 


| above is 2art of a ceiling insulated with 


Alfol. Reflectal Corp., subsidiary of Borg- 
Warner Corp., 310 S. Michigan Ave., Chi- 
cago 4, lil. 





PORTABLE HORN — The Mighty Mid- | 


get is a self-contained portable air horn 


| designed for use in emergencies when 
all other power fails. Featuring a one- 
finger trigger control, the unit is made 


of cast metal, finished with a heavy coat 
of protective infra-red baked enamel. The 
horn is equipped with a replaceable 
power unit. 
Hope St., Los Angeles 15, Calif. 


Grover Products Co., 1221 S.| 
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EXTENSION DRILL — An extension drill 
for the installation of spotlights and rear 
view mirrors on the new Ford and many 
other new models has been marketed by 
Chicago-Latrobe, 411 W. Ontario St., Chi- 
cago 10, Ill. The drill is available in 
lengths of 12 and 18 inches overall and 
a complete range of sizes. The drill 
features a spring tempered shank which 


permits the drill to flex in operation, it 
is claimed. 
* +. * 
————w 
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Vac-U-Mox, 


industrial 


| INDUSTRIAL CLEANER 
he air-operated, high-suction 


cleaner, is now available in 30 and 55- 
gallon capacities, in four standard models 
for wet and/or dry applications. Special 
j}units ore also available for specific 


materials handling or waste requirements. 
All units operate by existing compressed 
air common most plants. Vac-U-Max 
| with standard 11-inch hose will siphon 
}one gallon of fluid per second; up to 
two gallons per second with a two-inch 
hose, it is claimed. Vac-U-Max Sales Co., 
One Montgomery St., Belleville 9, N. J. 
> > * 


in 








The foil | 


| 


CIGARET LIGHTER — A serviceable | 


cigaret lighter has been placed on the 
morket by B-K Service Products, Indi- 
anapolis, Ind. Features are said to in- 


clude an ash guard to protect the user 
from falling ashes and sparks, a Safe-Glo 
ring of light which guides the user for 
replacing the lighter during nighttime 


| driving and a retractable sleeve that per- 
mits use by pipe smokers. 
* * 


” 





LICENSE LIGHT — Known as the No. 
| 151, the Pathfinder license light is avail- | 
| able with or without heavy license mount- | 
ing bracket and has a clear lens which | 
throws a bright spot on the _ license | 
numerals. Another exclusive version in | 
the series is the No. 152 combination li- 
cense tail light where a single bulb shines | 
through twin lenses, a red reflector tail | 
light and a clear lens for the license plate. 
Both models are available for either six 
|er 12-volt systems. Auto Lamp Mfg. Co., 


| 2909 S. Indiana Ave., Chicago 16, Ill. 
| aa * a 


| Trailer Has Locking Hitch 


And Wheels that Pivot 


A trailer with a locking hitch and 
wheels that pivot has been designed 
by Abe Zaha, Pendleton, Ore. It is 








| 


said to eliminate jackknifing and! 
make backing easier. 


When a motorist wants to back | 
up, he pulls a handle which locks) 
the hitch and unlocks each of the 
wheels. The trailer then takes the 
same direction as the car. The first 
type has four wheels, but Zaha said 
a two-wheel model is on the draw- 
ing board. 








WRECKER UNIT The Holmes 470 
model wrecker unit has an overall lifting 
capacity of 18,000 pounds and is said to 
| be suitable for mounting on any truck of 
one to two-ton capacity. The unit is built 
so thot its overall height does not 
extend over the cab of the truck. The 
unit is furnished with dual reverse power 
unit, two ¥Y%-inch by 100 feet service 
cables, boom support cables, power take | 
off, outrigger legs, rear end controls, 
| snatch blocks and operating crank. Booms 
are supplied in lengths of 6 feet 8 inches 
or 7 feet 2 inches. Ernest Holmes Co., 
2505 43rd St., Chattanooga 7, Tenn. 

s @. © 
BALKAMP 


Oa tas 


DOOR LOCK 


low 





TI 





DOOR LOCK DISPLAY A counter 
display car designed to stimulate the sale 
of Save-A-Life door locks to car owners 
is now available from Belkamp, Inc., In- 
dianapolis, Ind. The door locks replace 
the inside rear door handles so that the 
doors cannot be opened from the inside 
but can be opened from the outside. 

* = * 


Wash Without Water 


A waterless skin cleanser that 
is said to clean hands soiled by 
automobile repairs and tire changes 
while preventing chapping during | 
the winter driving months has been 
introduced by the supply division | 
of Underwood Corp., 1 Park Ave., 
New York 16. Packaged in a plas- 
| tic tube that fits conveniently into 
|a glove compartment, the cleanser 
|contains lanolin and, according to 
| Underwood, whisks away grime, 
|grease, oil and dirt without the 
|}use of water. 

* 





* 





LABEL HOLDER — A self-adhesive label | 
holder, called Hol-Dex, has been placed 
on the market by Cel-U-Dex Corp., 1 
Main St., Brooklyn, N. Y. Labels can be | 


easily inserted into the holder which is | 
available in seven different transparent | 
colors, as well as clear. The removable 


inserts is said to make possible rapid 
subject changes. Each six-inch Hol-Dex 
strip makes three ‘standard size holders. 
There are three widths: One inch, three- 
ovarter inch and half inch. 








PIN FITTING MACHINE—A pin fitting 


| machine, model RM-100, has been added 


to the Kwik-Way line of engine recon- 
ditioning equipment by Cedar Rapids Engi- 
neering Co., Cedar Rapids, la.’ The ma- 
holes parallel to crank pin 
in less 


chine bores 
bore of rod with less effort and 
time than previous models, it is claimed. 
Working time is said to be reduced by 
rod and piston holding devices which work 
independently, yet use the same spindle 
and tool set up. This feature eliminates 


| the interchange of fixtures usually required 


on: pin fitting models. 





SWITCHES Automotive switches, in 
general use, form an interesting display in 
this showpiece offered by Belkamp, Inc., 
Indianapolis, Ind. Through use of plexi- 
glass, customers can see the complete 
switch assembly mounted front and rear. 
Fourteen of the most popular switches 
mounted on a single plexiglass sheet in- 
clude the following types: Heater, toggle, 
ignition, push-pull, door and horn buttons. 


~ * * 


Lee Turns to Color 
Lee Filter Corp., North Arlington, 
N. J., nas packaged its entire line 
of Feridium oil filter refills in blue 
and orange containers. 
* 


x * 





ENGINE TESTER—A cam angle 
ometer, designed to test cam angle and 


tach- 


engine r.p.m. on four, six and eight- 
cylinder engines (six or 12-volt systems), 
has been marketed by Auto-Test, Inc., 600 
S.. Michigan Ave., Chicago 5, lll. Called 
Auto-Test CAT-5, the unit is 6 by 5% by 
2% inches in size, with case of black 
moulded bakelite. The meter dial is pro- 
tected by clear, nonbreakable plastic. The 
tachometer scale ranges are of 0-1,000 
and 0-5,000 r.p.m. 
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Tight Money Poses 
‘07 Auto Question 


r IS impossible to tell the effect 


interest, however, the situation | 
the current tight-money situa-| “was bound to have an impact on 
tion will have on the automobile | some sectors of the economy.” 
market of 1957, according to Dr. | These sectors, Nadler said, were 
Marcus Nadler, consulting econo-| housing starts, public construction | 





mist to Hanover Bank, New York,|— such as schools — and consumer | 
and professor of banking and fi-| credit, which includes auto buyers. | 
nance, New York University, * * «* 


ADLER noted that the rise in | 
consumer credit for the first | 
| nine months of 1955 was $3.9 billion 
while the rise for the same period | 
of 1956 was $1.4 billion. 

However, he said this was due 


“The tight money situation,” | 
according to Dr. Nadler, “is the | 
result of the high level of busi- 
ness activity and particularly the 
increased capital expenditures by 
corporations, | 
“These factors,” according to | in part to larger repayments 
Nadler, “are responsible for the| which, of course, followed the 
sharp increase in the volume of} high consumer market of 1955. 
bank loans and for the high ratio| 

of loans to deposits, reduced ratio 


| In the meantime, Nadler flatly | 
states that the effect on consumer | 

of capital to risk assets of the com-| buying next year is impossible to 

mercial banks, and for the rise in| assess at this time. 

interest rates.” | In his view — “no boom lasts for- | 
Nadler believes that the tight| ever” 


more dependable 


starting under all 


operating conditions 


“No Kick-Out” feature sets new standards 

in starting performance. 

@Since the earliest days of the automotive industry Bendix* 
Starter Drives have been noted for reliable starting. 


Now with the new and latest Bendix Folo-Thru Starter Drive, 
starting, even under the most adverse weather conditions, 
has been improved immeasurably. 


Although this new Bendix Starter Drive is fundamentally 
similar to its illustrious predecessors, it is specially designed 
to follow through the weak explosions until the engine 
actually runs on its own power. 


That's why cars, trucks and buses equipped with the 
Bendix Folo-Thru Drive are easier and quicker to start 
under all operating conditions. REG. U.S. PAT. OFF. 


ECLIPSE MACHINE DIVISION OF “Gon” 


ELMIRA, NEW YORK 


Export Sales: Bendix 
205 East 


International Division, 
42nd St., New York 17, N. Y. 





costs less —the new Folo-Thru Drive requires no octuat- 
ing linkage and the less expensive solenoid may be placed in any 
convenient position. Results are lower installation costs and no 
adjustments. Complete detailed information is availablesen:request. 


Bendix * Fele-Thrv Starter Drive e Bendix* Aviemotive Electric Fuel Pump 5 Stromberg’ Catereter: (=H 
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boom and the ultimate recession 
would have been considerably 


aggravated.” 
+ * * 


Napco Nets $970,588 


In First Nine Months 
Napco Industries, Inc., Minneapo- | 


| lis, reported sales of $6,135,695 and | —_! 
j}earnings of $970,588 for the nine| «7 


months ended Sept. 30. Compara- | 
tive figures for 1955 were not avail- 
able since the five companies that | 
merged to form Napco operated in- | 
dependently prior to March 1, 1955. | 

Napco manufactures and distrib- | 
utes automotive four-w h ee l-drive 
axles and units, parts for special and 
military vehicles, Federal motor 
trucks, electronic automotive safety | 
devices and construction loading | 
equipment. | 

* * 


McLouth Steel | 


McLouth Steel Corp., third quar- 
ter, 1956 vs. 1955: Net earnings, 
$995,382 and $1,756,493. 


» * * 


Tooling, Moving Expense 


|\Cuts Twin Coach Profit 


L. J. Fageol, president, Twin 


























| — 


| ing and building up production 





——— a |the marine engine division as we 
|——| as moving out of the former by 
i = | | plant in Kent. 
\ |} 4 * * * 
Yl 
| 


\F edders-Quigan Sets 
‘/ |Sales, Earnings Records 


Sales and earnings of Fedders. 
|Quigan Corp. for the fiscal yea 
|}ended Aug. 31 were the highest jp 
|} company history, according to Sal. 
| vatore Giordano, president. 

He attributed the gain to the in. 

crease in room-air-conditioner bugj. 
|ness. Sales totalled $65,156,413 com. 
pared with $47,540,649 for fiscal 
| 1955. Earnings for fiscal 1956 were 
y | $3,277,188. 


=—_ ; | * * * 


\\ Gordy Waukesha Motor 

“Customer acceptance of the | Waukesha Motor Co., Waukesha 
‘578 has been so terrific that I’ve | Wis, first quarter (ending Oct, 31 
got to post armed guards to keep |1956) report: Net profit, $492,205; 
a display model. | 1955 profit and sales not given. 


* * * 


Woodall Industries 









first nine months of 1956 were $10,- 
255. He said the firm would earn| : 
only a small profit for the year. | Woodall Industries, Inc., Detroit, 

Fageol estimated that sales would|@nnual report (ending Aug. 31, 
reach $24 million for 1956. He said} 1956), 1956 vs. 1955: Net profit, $760,- 


peliev - if the tight money policy| Coach Co., Kent, O., has reported|the low profit was due to non-|108 and $1,101,611; sales, $27,098,962 
money policy is in the wide public| had not been followed, “both the| that the firm’s net earnings for the| recurring expenses incurred in tool-| 4nd $29,387,831. 


* * * 


Sealed Power Dividends 


Paul C. Johnson, president, Sealed 
Power Corp., Muskegon, Mich., has 
announced that the firm will paya 
1/10 percent stock dividend upon 
|issued and outstanding shares of 
|}common stock Dec. 28, to share 
holders of record Dec. 7. The regu. 
lar quarterly dividend of 25 cents 
per share will be paid Dec. 21, to 
shareholders of record Dec. 7. 

* * > 


|Wooster Rubber Reports 
23 Pct. Boost in ’56 Sales 


Wooster Rubber Co. has re- 
ported a 23 percent sales inerease- 
for 1956 over 1955, with net in- 
come of $1,366,533 reported on 
net sales of $19,674,957. 

James R. Caldwell, president, 
also said that half of the firm's 
current $4 million expansion pro- 
gram in the U. S. and Canada 
has been completed and that in- 
tensive new product research and 
development would be an increas- 
ingly important factor in the 
houseware business for 1957. 

> > « 


Ranco Sales Set Record, 
But Earnings Trail 1955 


Sales of Ranco, Inc., for the fis- 
cal year ended Set. 30 were the 
highest in company history, accord- 
ing to A. M. Hoover, president. 
Sales totalled $25,362,137, some °10 
percent ahead of the previous high 
of $23,047,640 in 1955. 

Ranco earnings slipped from $2,- 
346,140 in 1955 to $2,212,840 in 1956. 
Hoover attributed the decline to 
higher costs and variations in out- 
put of certain types of refrigera- 
tion and thermostatic controls. 

> * * 


Diamond T Declares 
50-Cent Dividend 


The directors of Diamond T 
Motor Car Co. have declared a 
dividend of 50 cents per common 
share, payable Dec. 28. 

President Z.C.R. Hansen com- 
mented that the dividend was 
an obvious expression of confi- 
dence in Diamond T prospects 
for 1957, 





oa * * 
Midland Dividend 
A dividend of 75 cents per com- 
mon share, payable Dec. 21, has 


been declared by the directors of 
Midland Steel Products Co. 


Engineer Foster Joins 
Road Credit Committee 


LANSING. — George M. Foster, 
chief deputy commissioner, Michi- 
gan State Highway Department, 
has been named to represent state 
highway engineers on a committee 
to inventory credit requirements of 
the road building industry. 

The appointment was made by 
J. M. Robertson, Washington, presi- 
dent, American Road Builders Assn. 
The other members represent con- 
tractors, equipment makers, mate- 
rial suppliers, equipment distribu- 
tors and commercial credit. The 
commercial credit committee of the 
American Bankers Assn. will work 
with the group, Robertson said. 
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Sales Conditions in Various Areas... 


Auto Market Reports 





St. Louis 


New-car registrations for the 
first. two weeks in November were 
disappointing to St. Louis dealers. 
Registrations were down 50 percent 
from the same period last year. 

Dealers say that there is a lack 
of enthusiasm on the part of the 
public, even with the newest of new 
models. Some optimism over profit 
possibilities is evident among some 
Jealers, most of whom state that 
aithough there are fewer orders, 





they are considerably better from} 


the profit standpoint than during 

most of the 1956 model year. 
There is a general tendency to 

discount the optimistic predic- 


| 
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month’s total of 1,240. In the same| makes were: Chevrolet, 36; Ford, 

month of 1955, the total was 1,703.| 33; Dodge, 15; GMC, 8; Interna- 
Dealers sold 205 new trucks, com-| tional, 7; Willys, 7; Reo, 3; Stude- 

pared with 146 in September and| baker, 3; Autocar, 1, and miscel- 

251 in October, 1955. laneous, 1.—(Bert Strang.) 
New-car registrations during * * & 

the month were: Chevrolet, 337; ° ° 

Ford, 321; Oldsmobile, 98; Plym- Sioux City, Ta. 

Registrations of new cars in 


outh, 97; Pontiac, 80; Buick, 69; | 
Woodbury County (Sioux City), Ia., 


Mercury, 61; Dodge, 27; Nash, 20; | 
| during November fell 3 percent be- 
low the October total — declining 


Lincoln, 17; Chrysler, 16; Cadillac, 
15; Studebaker, 12; DeSoto, 12; 
Hudson, 11; Volkswagen, 9; Met- | from 223 to 216. 


33 


ropolitan, 3; Porsche, 3; Willys, 


3; Imperial, 2; Rambler, 2; Pack- 
ard, 1; Alfa Romeo, 1; 


Healy, 1; Anglia, 1; Consul, 1; 


Hillman, 1; Jaguar, 1; Lloyd, 1; | 


Austin | 


tions coming out of Detroit on | MG, 1, and Triumph, 1. 


ss | In the new-truck field, sales by 
g be ’ 
ee ene "oan re | make were: Ford, 99; Chevrolet, 38; 


duced volume, the retailers’ out- International, 27; GMC, 18; Dodge, 


look is better since there are |5; Reo, 2; Willys, 2; Autocar, 1; 


Fart DKW, 1, and miscellaneous, 12 
, . , h ae 
ein tundnese espana: In a survey on the credit situa- 


Parts and service business — tion, a Denver newspaper had this 


held up very well through the fall| to say about automobiles: 


: ‘ “New-car sales in Denver are 
] 
FE ee raat Buae| down 16 percent from 1868' Janu- 


ness conditions seem to be good| 2'¥-to-November period. But the 


: : : | drop is only partially attributed to 
with Christmas shopping started at tight money. Investment funds are 


i (s X. ; : 
a record breaking pace. (Sam | available in the field, but banks are 
: Cs: 4 | being more selective, are weeding 
|} out marginal applicants who really 
Atlanta can’t afford a new car. 
“ + , 
New-car registrations in Fulton The primary reason for the 


decline in car sales, many experts 
feel, is the saturation buying 
which marked last year’s market. 
Marginal borrowers were getting 
loans then, many of which stretch 
a full three years, taking them 
out of the market for some time. 
were: Chevrolet, 723; Ford, 595; |. “The slackened new-car market 
Oldsmobile, 167; Buick, 135; Pon- | is reflected in used-car sales. Al- 
tiac, 116; Plymouth, 116; Mercury, though down slightly from last 
64; Dodge, 51: Cadillac, 39; Chrys- | year's first 10 months, 92,958 used 
ler, 20; Nash, 13; Lincoln, 12; automobiles were sold in the Den- 
DeSoto, 10; Studebaker, 8; Pack- | V¢T area through Oct. 31. That’s a 


ard, 5; Hudson, 1, and miscellane- drop of only 3,048 cars from the 
ous, 30. same period of last year—a minute 


Truck registrations were: Ford,| Percentage figure.”"—(Ira R. Alex- 
109; Chevrolet, 64; International, | #"4er-) 
45; GMC. 39; White, 16; Dodge, 7; 

Mack, 3; Reo, 3, and miscellaneous, 


and DeKalb Counties (Atlanta), for 
October totalled 2,099, down 757) 
units from same month last year. | 
Truck registrations, numbering 
300, were off 57 units from October, 
1955. 
New-car registrations by make 


* * 


Columbus, O. 


. 


By makes, November registra- 
tions were: Chevrolet, 67; Ford, 
58; Plymouth, 28; Pontiac, 15; 
Buick, 11; Mercury, 9; Dodge, 8; 
Nash, 5; Oldsmobile, 4; Cadillac, 
3; DeSoto, 2; Hudson, 2; Chrys- 
ler, 1; Clipper, 1; Imperial, 1, and 
Lincoln, 1. 


Truck registrations edged upward 





American Broadcasting Co.'s Top Men— 


from 28 to 29. They were divided as Executives of American Broadcasting Co. were in Detroit recently to introduce Oliver 
follows: Chevrolet, 12; Interna-|Treyz, second from left, ABC's TV vice-president. With Treyz are, from left, William 
tional, 7; Ford, 4; Dodge, 3; White,| P. Mullen, TV account executive; James G. Riddell, president of WXYZ, Inc., the ABC 
2, and GMC 1. station in Detroit; Leonard H. Goldenson, president, American Broadcasting-Paramount 

* Theatres, Inc.; and Donald Durgin, ABC radio vice-president. Treyz formerly was pres- 
ident of Television Bureau of Advertising, Inc., New York. 





* 


Washington, D.C. 


November new-car sales in the| 
National Capital area dropped| 
nearly 6 percent from the October | 
count of 1,807 to level off at 1,705. | 
November, 1955, showed 2,568, 

The market was divided as fol- 
lows: Chevrolet, 436; Ford, 392; 
Plymouth, 336; Pontiac, 112; 
Buick, 84; Dodge, 82; Oldsmobile, 
68; Mercury, 37; DeSoto, 35; 
Chrysler, 20; Cadillac, 18; Nash, 

17; Lincoln, 13; Packard, 7; 


* 





Affecting Factories and Dealers . . . 


Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 
The Television Bureau of Adver- 
|tising reports that a survey to 
Studebaker, 6; Imperial, 3; Hud- | determine television’s influence in 
son, 2, and miscellaneous, 37. developing showroom traffic for au- 
Truck sales in November|tomobile advertisers shows the 
amounted to 151, down 40 percent | Video medium outweighs news- 
from the September total of 254.| Papers as a motivating influence on 


By makes, they were: Chevrolet, | "¢W-car shoppers. 
46; International, 40; Ford, 30; Each of 565 male car shoppers 


GMC, 20: Do e, 5: Whi .| interviewed in 46 localities in 26 
Mack, 2; Soman 1, oan ae states and the District of Colum- 
laneous. 2.-(William Ullman.) bia was shown two pictures—one 

, > <a of an individual looking at an 
auto ad in a newspaper and the 
other of an individual watching 
an auto commercial on a televi- 
sion screen. 


| tended first to make budget provi- 
sion for television and then to allo- 
cate the remaining money to the 
other three media. 

Thus, television was selected first 
for consideration by 54 percent of 
the respondents, while 18 percent 
started first with newspapers. Thir- 
teen percent picked magazines; 11 
percent chosed radio first and four 
percent were indeterminate about 
which they would pick first. 

Seventy-six percent of the 
shoppers individually set a higher 
appropriation for television than 
for any other media, the report 
showed. 


Cincinnati 


ry : . > 
November registrations of new 


Thomas Goes to Dayton 


* * 


14. (E. C. Bash.) Registrations of new cars ears in Hamilton County (Cincin- : : 
; ‘ i i I sponse to the direct ques-| . 
2 ee dropped 10 percent during Novem- natti), O., totalled 2,911, a gain of ti ” Which f th . two ees Bernie F. Thomas, former man- 
Philadelphia ber in Franklin County (Colum- 6 percent over the 2,738 recorded in se : ic . a ine vr, | ager of public relations at Packard, 
re bus), O., falling to 1,715 from 1,909 October. ae ee ee ¥| has succeeded Ray Wetzel as pub- 


Sales of new cars in the Philadel- a Meiiar 
hia area are up from 10 to 20 per- 
c= over the ae period a year| Y©2F 280 the total was 2,135. 
ago, Richard McMeekin general | Tax-paid used-car transactions 
manager of the Philadelphia Auto-| Were Of 18 percent, from 5,325 to 
mobile Trade Assn., reported. es ss i otal | 
At the same time, he reported the one 2 en “an | 


prices of used cars have steadied to) Pl 
: ile| ymouth, 157; Dodge, 103; Olds- 
help bolster the entire automobile mobile, 87; Buick, 84; Pontiac, 


ee ee etn for the | 84; Mercury, 58; DeSoto, 47; 
last quarter of 1956 will be higher Chrysler, 24; Volkswagen, 14; | 
than the same period of 1955, and | Studebaker, 13; Rambler, 11; Lin- | 
that first-quarter sales for 1957 _ Be anaes. 9; meee. . 
inly than perial, 6; Hudson, 2; MG, 2; 
should certainly be bigger Setieek & ant deta &. | 


the camo poried of this year. New-truck registrations dropped 
i nts by new-| + “i s . 
The problem of discounts by 15 percent, from 171 to 146. The 


car dealers also seems to have dis- rf 

appeared for the most part now, he| Setback in used trucks was meas-| 

added. with the demand for new ured at 34 percent, with tax-paid 

cars up sharply. 
~ * 


Indianapolis | 

Retail deliveries of new cars in| 
Marion County (Indianapolis), Ind., 
totalled 1,944 in November, down 11 
percent from the October total of 
2,189. 

In November a year ago, the total 
Was 2,997. 

By make, new-car_ registra- 
tions were: Chevrolet, 538; Ford, 
527; Buick, 160; Plymouth, 157; 
Pontiac, 141; Oldsmobile, 134; 
Mercury, 70; Dodge, 58; Nash, 27; 
Chrysler, 26; DeSoto, 26; Stude- 
baker, 21; Packard, 14; Volks- 
wagen, 10; Hudson, 8; Lincoln, 
7; Cadillac, 6; Jaguar, 5; Impe- 
rial, 4; Alfa Romeo, 1; Austin, 1; 
Continental, 1; Triumph, 1, and 
Willys, 1. 

New-truck registrations dropped 
18 percent, from 263 to 215 in No- 
vember. 

By make, they were: Chevrolet, 
we Ford, 46; ; International, =] Henneberger Cited— 
omc.’ a ne 2. 2:| William L. Mallon, left, NADA regional 
Willys, 2: Mack, 1: Volkswagen, 1, vice-president, presents the NADA Meri- 


and_miscellaneous 2._-(C. L. Kern.) torious Award to Otto P. Henneberger, 
a ee ET business manager, New Jersey Automotive 


Denver 
New-car registrations in Denver 
amounted to 1,227 in October, vir- 
tually unchanged from the previous 


|}a month earlier. 
! 





to 259 in November. 
New-truck registrations by 


* 








* 


Trade Assn., for “outstanding cooperation | 
and assistance to dealers and associa- | 


tions."' The presentation was made at the 
associations membership meeting in 
Newark. 


—(Allen Sommers.) | deals falling from 397 in October | 





! Hebert.) | 


In new-truck sales, however, oe pee uae by 
loss of 7 percent was recorded, with | ©S*¢¢ 1m coming her televisio 
the total falling from 241 to 223. | 90 percent named either television 


or newspapers, according to the 
Used-car sales dropped 16 per-| television bureau. Ten percent said 
cent, from 3,917 to 3,288, and used- they didn’t know or “neither.” 
truck transactions were off 28 per- Of those respondents who named 
cent, from 200 to 143. lone or the other medium, 64 per- 
New-car registrations by make | cent said television and 36 percent 
were: Ford, 875; Chevrolet, 860; 


picked newspapers. 
Plymouth, 261; Oldsmobile, 230; 


The survey also showed that 
Buick, 148; Mercury, 116; Dodge, | the opinions of wives, children 
115; Pontiac, 107; Nash, 40; De- 


and friends exert an indirect in- 
Soto, 39; Studebaker, 23; Cadil- 


fluence on the car-shoppers 
lac, 21; Hudson, 18; Chrysler, 17; decision to look at a particular 
Lincoln, 17; Volkswagen, 13; 


brand of car. 
Packard, 4; Willys, 2; MG, 1, and When asked whether they 
miscellaneous, 4. thought wives, children and friends 
Truck registrations were: Chev-| got more information and impres- 
rolet, 69; Ford, 67; International, | sions about the car from. television 
30: GMC, 17: Reo, 16; White, 7;|or newspapers, male car shoppers 
Dodge, 7; Mack, 6; Studebaker, 2;| attributed influence of the two 
Willys, 1, and miscellaneous, 1. media as follows: ; ee 
(Frank Kappel.) Eighty percent attributed wife's 
* strongest impressions to television; 
20 percent to newspapers, 
New Orleans Eighty-six percent attributed 
New-car registrations in New| children’s strongest impressions 
Orleans during November rose to| to television; 14 percent to news- 
1,871, up 2 percent from the Octo- 
ber total of 1,830. 


papers. 7 
Seventy-two percent attributed 
The total would have been larger | friends’ strongest impressions to 
except for two factors: A shortage television; 28 percent to news- 
of ’57 models in some lines and the 
fact that '57 plates went on sale 


papers. 
Finally, when asked how they 
Dec. 3 (making sales nosedive in 
the final week of November). 


would allocate a hypothetical ad- 
New-car registrations during 


vertising budget of $1,000,000 to 
four major media — television, 
2 : . newspapers, magazines and radio- 
- - _ beng = — — - the shoppers allocated nearly twice 
oa 130: Dedec. 55: Semen ‘a as many dollars to television as to 
Buick, 45; Oldsmobile, 44; Stude- | "°WSP@Pers. 
baker, 25; DeSoto, 20; Chrysler, 
17; Volkswagen, 13; Cadillac, 9; 


With the projective approach in 

which the shopper invested a hy- 
Lincoln, 8; Packard, 7; Jaguar, 
3; Austin, 3: Nash, 2; MG, 2; 


pothetical $1,000,000 among the four 

media, total dollars given television 

“* | were in the ratio of 1.9 to 1 to those 

Willys, 2, and Hudson, 1. : allocated to newspapers. 

New-truck registrations A breakdown of the category 

amounted to 253, which was one| ghowed 47 percent of the 565 

above the October figure. | respondents investing $266,159,000 

Individual truck sales were:| for television; 26 percent allocat- 

Ford, 93; Chevrolet, 93; Interna-| ing, $146,305,000 for newspapers; 
tiona!, 40: GMC, 9; Dodge, 7; Dia- 
mond T. 5: Mack, 3: White, 1; Reo, 
1, and Volkswagen, 1. (Gordon 


lic relations director of Dayton 
Rubber Co. 

Wetzel, who has 
been with the 
company for 31 
years in public 
relations, adver- 
tising and sales 
promotion, will 
act as a consult- 
ant on all public 
relations activi- 
ties for the com- 
pany’s six plants 
throughout the 
United States. 

Prior to joining Packard, Thomas 
was an associate editor of AUTOMO- 
tive News and director of public 
relations on the Dodge account for 
Grant Advertising, Inc., in Detroit. 

* * * 








Bernie Thomas 





Houston Show Promotion 


The Houston Chronicle will pub- 
lish a special automotive section 
Jan. 27 in conjunction with the 
Houston Automobile Show that 
begins Jan, 26 at the Sam Houston 
Coliseum. 


x x 


* * * 


Chrysler Reshuffles Staff 


Sam Petok, manager of Chrysler 
Corp.’s public relations office in 
New York, is returning to Detroit 
after the first of the year to take 
over as publicity manager at De- 
Soto. 

Harry Cushing, who has been 
with Chrysler for three years, will 
go to New York to replace Petok, 
who is replacing Robert O’Hara, 
recently promoted to sales pro- 
motion chief at DeSoto. 

In other moves at Chrysler, Wil- 
liam Trevarrow, with the corpora- 
tion for more than a year, will go 
to Washington Jan. 15 to open a 
public relations office there. 

Recently transferred were Forler 
Massnick, in the Chrysler press in- 
formation bureau at Detroit for 
two years, to Los Angeles as man- 
ager of the office there, and Byron 
Farwell, former Los Angeles man- 
ager, back to Detroit as head of 
community relations. 





14 percent giving $77,540,000 to 
magazines, and 13 percent invest- 
ing $74,996,000 in radio, 

The bureau said that shoppers 


















1955 1956 


$915 
$880 = 873 


$873 


Jan. Feb. March 


Market Trend 


The wholesale used-car market 
rallied last week to gain $7, 
according to Automotive N ews’ 


index of units sold at auction. 


Leading the way upward were 
57s, which gained $25. A surge of 
50s 


$22 pushed up '52s, while 








COLORADO 








COLORADO 


AUTO AUCTION 
LITTLETON, COLORADO 
SOUTH DENVER 


DEALERS ONLY 


Sale Every Monday—11:00 a.m. 
Owners: 
Francis R. Cassell 
Carroll Kopfer 
Phone Denver, SUnset 1-7821 
Wire Colerade Avto Auction FAX 

Denver, Colo. 
Auctioneers: 


Colonels Wood and Dean Davis 
All cars paid for 
the First National Bank of Englewood. 








DENVER AUTO AUCTION CO. 
(Denver's Oldest Auto Auction) 


95 S. Santa Fe Littleton, 
Ph. SU 1-6673 — Ed Smith or Mil Nace 
Auction Every Friday at 11:00 A.M. 


We Issue Auction Checks and Guarantee Titles 








MID-WEST AUTO AUCTION 
1155 So. Platte River Dr. 
DENVER, COLORADO 


Crump-Dudley-Caswell 
To serve you best 
Phone Sherman 4-3263 





IOWA 





TOM FLETCHER'S 


DES MOINES AUTO AUCTION 
lowa's Oldest Auto Auction 
In the Heart of the Clean Car Country 
4701 S.E. 14th Des Moines 15, low 
Phone ATlantic 2-8353 
Sale Every Thursday — 12 Noon 
Guaranteed Titles and Checks 





MASSACHUSETTS 








PEABODY AUTO AUCTION, 
INC. 


For Dealers Only 
Checks and Titles Guaranteed 
Auction Every Thursday at 11 A.M. 
Newburyport Turnpike, U. S. Rt. 1 
West Peabody, Mass. 
Joseph Herbert 








MICHIGAN 








GRAND RAPIDS AUCTIONS, INC. 


Oa M2i—One Half cite west of Grandville, 
ich. 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. "Bill" Nagy 
“Michigan's Best" 

Phone: ARdmore 6-4720 


by our own check through 


Colo. 


Jefferson 1-7500 
Phillip Glick 


| 











Average Used-Car Auction Prices 


(Compiled by Automotive News from auction reports.) 


$874 $852 $864 


Apr. May June duly 


* Prices of '57s added; ’49s dropped 


went up $14, ’5ls advanced $12 
and ’53s gained $10. 

Only losses were $2 on ’55s, $3 
on ’54s and $12 on ’56s. New lows 
for the year were established on 
those three models. 

At a group of representative 
auctions last week, consignments 
averaged 216.3 units, greatest 
number since the year’s high of 


Aug. 


cate a unit equipped with an au- 






$1,044* 
$1,012 


Sept. Dec. 


to Date 


223.6 counted Oct, 22. Consign- 
ments had averaged 171.6 a week 
earlier. 


The sales ratio last week was a 
flat 70 percent, down from the 
73.7 percent recorded a week 
earlier. 


Prices marked with an * indi- 





MICHIGAN 


Detroit's Barometer 
APTCO AUTO AUCTION 


8 Years Old 


Conveniently located 2 mile from Detroit City Limits 


TWO BIG AUCTIONS EACH WEEK - - - 
WEDNESDAY AND FRIDAY AT 12 NOON 


19241 DIX-TOLEDO HIGHWAY (U. S. ROUTE 25) 
MELVINDALE, MICHIGAN 


Checks and titles guaranteed 


MISSOURI 





ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 


St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 


Checks and Titles Guaranteed 

Owned and Operated by 

BILL McCRACKEN and 
ROY McMANAMA 


(Dealers Oaly! 
Operating Since 1946 





NEW YORK 


NEW YORK STATE’S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 
Dealer Auto Auction 
Albany 5, N. Y. 


Monday — I! O'Clock 
80 car sale average 


All Titles and Checks Guaranteed 


Ever 


NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because ail titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N, Y. 


Tel. EVergreen 3-4800 
Auctioneers—David B. Spielman 
John W. Becker 








LAFAYETTE—Syracuse Auto Auction, 








RALEIGH — Mann's Auto Auction | 











Phone Dunkirk 3-0150 





NEW YORK 
Center of Empire State, Insured 
Checks and Titles (Wed.). 


NORTH CAROLINA 


Sale, Rt. 5. Ph. 3-156, Titles & 
checks guaranteed. Mon. 10 A. M. 
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| 
CADILLAC 





OHIO 





MONTPELIER AUTO AUCTION CO. | 


MONTPELIER, OHIO 


Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 


Your Good Will—Our Most Valuable Asset 
On U. S. Route 20A 


Phone 5-9535 | 





BUICK—’56 Special 








tomatic transmission or overdrive 
and (ps) denotes power steering. 


CHICAGO 


(Arena Auto Auction, Sale every Tues- 


day. Prices are for sale of Dec, 4.) 


(Sold 262 cars out of 441 offerings.) 


conv., $2,175° (ps); 
Riviera, $2,125*. '55 Special Riviera, $1,- 
850* (ps), $1,750*, $1,690*; Century sta- 
tion wagon, $1,775* (ps); Special 4-dr., 
$1,445* (ps). ’54 Super Riviera, $1,370°*, 
$1,300*, $1,175* (ps), $1,140*; Century 
Riviera, $1,150*; Special 2-dr., $850. °53 
RM Riviera, $810* (ps); Super Riviera, 
$800*, $585*; Special 4-dr., $695*°, $615; 
2-dr., $685*, $500. °52 Special 2-dr., 
$475*; 4-dr., $445°; RM conv., $425° 
(ps); 4-dr., $320°; Super Riviera, $400* 
(ps). 

-'56 Eldorado conv., $4,535° 
(ps); (62) coupe, $3,735* (ps). '55 (62) 
conv., $3,300* (ps); coupe, $3,120* (ps), 
$2,975* (ps), $2,950° (ps). '54 (62) 4-dr., 


$2,500* (ps). °51 (62) coupe de Ville, 
$1,000°. 
CHEVROLET—’'57 Bel Air (8) 4-dr., $2,- 
455* (ps), $2,375* (ps); Two-ten (8) 


4-dr., $2,445*, '56 Corvette, $2,910*° (ps); 
Bel Air (8) 4-dr., $1,930*%; conv., $1,810° 
(ps), $1,780*; 2-dr., $1,550; Two-ten (6) 
station wagon, $1,825*, $1,610; Two-ten 
(8) 4-dr., $1,705*, $1,695°. °55 Bel Air 


(8) Nomad, $1,885*; Hardtop, $1,570, 
$1,410*; 4-dr., $1,435°, $1,295; conv., 
$1,125; Bel Air (6) 2-dr., $1,375; 4-dr., 


$1,370, $1,350*, $1,340*; Hardtop, $1,235; 
Two-ten (8) 2-dr., $1,185*; Two-ten (6) 
4-dr., $1,050; One-fifty (6) 2-dr., $945, 
$900. ‘54 Two-ten 2-dr., $790; Delray, 
$765*; Bel Air conv., $725*; 2-dr., $705°*. 
'53 Bel Air Hardtop, $850*, $755; 2-dr., 


Sawin 


ee 


PENNSYLVANIA 





MANHEIM AUTO AUCTION,. INC. 
Manheim, Penn. 


On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 
Checks and Titles Guaranteed 
Phone Manheim 5-240! 





EMLENTON —Emlenton Auto Auc- 


tion. Every Tuesday, 12 Noon. 


TENNESSEE 


MURFREESBORO—Don Kelly Auto 


Auction, Junction U. S. Hwys. 70S- 
231-41. Thursday 11:00 a.m. 





JOHNSON AUTO 


AUCTIONS 
Lawrenceburg, Tenn.—Tuesday 


Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 


Crossroads 
« «+» where they meet... buyers 
and sellers .. . new and used-car 
dealers. They meet at the dealer auc- 
and on the 


tions of the nation . . . 
pages of Automotive News. 

You will reach both groups through 
an ad in Automotive News. 





PENNSYLVANIA 


Public Sale of 
Pennsylvania State Used Cars 
102 Cars in Harrisburg, Pa. 


Display of these cars inside of Commonwealth Garage. 


Other cars at West Chester, Clearfield, Clarks Summit, Grater- 
ford, Sunbury, Gettysburg and New Castle, Pa. 


WHEN - - 
HOW - - - 


January 8, 1957 
By Sealed Bids 


These cars may be inspected Monday through Friday, 8:30 A.M. 
to 5:00 P.M., Holidays excepted. General public and Dealers 
are invited to bid. Invitations to bid, listing cars, together with 
instructions to bidders, may be obtained by writing to: 


J. D. Adams, Director, Automotive Bureau, Commonwealth 
Garage, 22nd and Forster Sts., Harrisburg, Pa. 











Model Breakdown 
Of Auction Averages 














Dec., 1956 Nov., Oct., 
Model To Date 1956 1956 
es vectsessaivis $2,380 $2,422 t 
a 1,871 1,909 $1,975 
a 1,357 1,380 1417 
954 1,006 1,027 
a 628 668 67 
i iicoidiche 401 433 463 
1951.... 238 300 312 
a ‘ 215 235 233 
PP vicccscoese ‘ + + 167 
$1,012 $1,044 $ 7% 
+ Not computed. 
730, $700; 4-dr., $650, $605°; Carryall, 
$545. "52 SL Deluxe 4-dr., $500*, $329, 
$235*. "51 SL Deluxe 4-dr., $290. 


CHRYSLER—’54 NY Hardtop, $1,295*. ‘53 
Windsor 4-dr., $535. ‘51 Windsor 4-dr, 
$270°. 

DeSOTO—’'56 Firedome Seville, $2,290*, "55 


Firedome 4-dr., $1,500*, ‘54 Firedome 
4-dr., $855°. ‘53 Firedome 4-dr., $605*; 
conv., $450. 


DODGE—’'55 Royal (8) 4-dr., $1,450*, $1, 
390°. '54 Coronet (8) 4-dr., $680. '53 Cor. 
onet (6) 4-dr., $420, $355; 2-dr., $300; 
Coronet (8) 4-dr., $400*; Meadowbrook 
4-dr., $240. '52 Coronet (6) 2-dr., $375, 
'51 Coronet 4-dr., $395. 

FORD—’56 Country Squire, $2,100° 
Fairlane (8) Victoria, $1,915°, $1,850*; 
conv., $1,865*; Ranch Wagon, $1,785; 
Custom (8) 4-dr., $1,780* (ps). °55 Coun- 
try sedan, $1,645* (ps), $1,475; Fairlane 
(8) Victoria, $1,575*, $1,470; 2-dr., $1, 
275* (ps), $1,025*; 4-dr., $1,225; conv, 
$1,050; Ranch Wagon, $1,010; Custom 
(6) 2-dr., $805. 54 Crest (8) 4-dr., $850, 
$840; conv., $725; Ranch Wagon, $1,005; 
Custom (8) 4-dr., $800; Custom (6) 4 
dr., $745; 2-dr., $645, "53 Crest (8) Vic 
toria, 735°; Custom (8) 4-dr., $640*, 
$515, $485; 2-dr., $610. ‘52 Crest (8) 
Victoria, $575*; 2-dr., $420°; Custom (8) 
2-dr., $460°; Main (6) 2-dr., $350; Main 
(8) 4-dr., $340. ‘51 Custom (8) 2-dr., 
$255*. 

HUDSON — '55 Wasp Hollywood, $1,090*, 
"S52 Hornet 4-dr., $365, $355. 

LINCOLN—’56 Capri 4-dr., $2,920* (ps). 
’54 Capri coupe, $1,510* (ps). "53 Capri 
4-dr., $1,085*, $500° (ps). ‘52 Capri 2 
dr., $650°, "51 4-dr., $340°. ‘SO 4-dr., 
$235°. 

MERCURY—’55 coupe, $1,030° (ps); 2-dr., 
$915° (ps). ‘54 Monterey Hardtop, $1,- 
065*; 4-dr., $875*. "53 Monterey Hardtop, 
$935*, $735*; Custom 4-dr., $650° ‘52 
Monterey Hardtop, $515*; 4-dr., $500*, 
$450°, $445°. ‘51 4-dr., $245°. 

NASH—'56 Rambler 4-dr., $1,700. '55 Am- 
bassador Hardtop, $1,550°; Statesman 
club coupe, $1,275; Rambler 4-dr., $1,- 
255. "54 Statesman 4-dr., $805°. '52 Ram- 


(ps); 


bier 2-dr., $370. ‘51 Rambler station 
wagon, $265. 
OLDSMOBILE—'57 (88) 4-dr., $3,150°. 'S% 


(98) Holiday, $2,750° (ps), $2,680* (ps); 
(88) Holiday, $2,535° (ps), $2,500° (ps), 
$2,330° (ps); conv., $2,455° (ps). ‘SS 
(98) Holiday, $2,065* (ps); (88) Holiday, 
$1,560° (ps). "54 (88) Holiday, $1,435°; 
(98) 4-dr., $1,015° (ps). "53 (88) 2-dr., 
$810*; 4-dr., $735*, $590°. "52 (88) 4-dr., 
$340*. '51 (88) 4-dr., $325°. 

PACKARD—'53 Hardtop, $655*; Clipper 4- 
dr., $635°, $525°. 

PLYMOUTH—'56 Belvedere (8) 4-dr., $1.- 
755; Plaza (6) 2-dr., $1,150°, '55 Plaza 
(8) Suburban, $1,105; 4-dr., $875. ‘53 
Cranbrook 2-dr., $495; 4-dr., $450*, 
$370*; Cambridge 4-dr., $335, $310, $255, 
$205. ‘52 Cambridge 4-dr., $270. 

PONTIAC — '56 Star Chief (8) Catalina, 
$2,255* (ps); Chieftain (8) station wag- 
on, $2,160*, '55 Star Chief (8) Catalina, 
$1,775° (ps); Chieftain (8) 4-dr., $1,170°. 
"54 Star Chief (8) 4-dr., $965°. "53 Chief- 
tain (8) Catalina, $955°; 4-dr., $750°, 
$580°, $445°; 2-dr., $640°. "52 Chieftain 
(8) Catalina, $595°; 2-dr., $460°; 4-dr., 
$295*. "51 Silver Streak (8) 4-dr., $295°. 
"50 Silver Streak (8) 4-dr., $325°. 

STUDEBAKER—’51 Champion 4-dr., 

WILLYS—’'54 2-dr., $400. 

MISCELLANEOUS — ‘54 
pickup, $735. 


PORTLAND, ORE. 


(Portland Auto Auction, Sale every 
Tuesday, Prices are for sale of Dec. 4.) 
BUICK—’57 Special Riviera, $3,195*. ‘56 

Special Riviera, $2,320*. '55 Special 4-dr., 

$1,820*. ‘54 RM Riviera, $1,315° (ps); 

Special Riviera, $815*. °53 Super Rivi- 

era, $985* (ps); 4-dr., $785*; RM Rivi- 

era, $985* (ps); Special 4-dr., $680*. ‘52 

RM Riviera, $600* (ps). "50 Super 4-dr., 

$260*; Special 2-dr., $150. 
CADILLAC—’55 (62) coupe de Ville, $3,- 

260° (ps), $3,250* (ps). 50 (62) 4-dr., 
$800*, $725°*. 
CHEVROLET — 


$215. 


Chevrolet ‘.-ton 


'56 Two-ten (8) station 
wagon, $2,075*; Bel Air (8) Hardtop, 
$2,060*; 2-dr., $1,850%. '55 Bel Air (8) 
2-dr., $1,630; Hardtop, $1,600; 4-dr., $1,- 
520* (ps); Bel Air (6) 4-dr., $1,455; 2- 
dr., $1,450*; Two-ten (8) Delray, $1,405°*; 
4-dr., $1,315, $1,270; Two-ten (6) 4-dr., 
$1,250; 2-dr., $1,150; One-fifty (6) 2-dr., 
$955. °54 Two-ten 4-dr., $1,025*, $880; 
2-dr., $865. '53 Two-ten 2-dr., $750; Bel 
Air 4-dr., $690; One-fifty 4-dr., $490. "52 
SL Deluxe 4-dr., $550*, $550. '51 SL De- 
luxe Bel Air, $500%; 4-dr., $435, $410, 
$385*. °50 FL Deluxe 4-dr., $265*. ‘49 
SL Deluxe, $380. 


CHRYSLER—’49 Windsor 4-dr., $280*. ‘48 
4-dr., $130°, 

DeSOTO—'49 Custom 4-dr., $215*. 

DODGE—’53 Coronet (8) 4-dr., $615, ‘51 


4-dr., $375*. 49 Coronet 4-dr., $125*. 
FORD—'57 Fairlane (8) 500 2-dr., $2,580* 


(ps). °56 Country sedan, $2,015*; Fair- 
lane (8) Victoria, $1,950* (ps); conv., 
$1,850*; 4-dr., $1,790*; Custom (8) 4-dr., 
$1,550. °55 Ranch Wagon, $1,645, $1,- 
530*; Fairlane (8) Victoria, $1,575*; 
conv., $1,500*; Country sedan, $1,550; 
Custom (8) 4-dr., $1,170*, $1,105. ‘54 


Country sedan, $1,285; Ranch Wagon, 
$1,205; Crest (8) Victoria, $1,050; Cus- 
tom (8) 4-dr., $920, $860; Custom 
(6) 2-dr., $775; Courier, $690. ’°53 Crest 
(8) Victoria, $875*, $845; Custom (8) 
4-dr., $750, $720; 2-dr., $735, $680; 
Custom (6) 2-dr., $610; Main (8) 4-dr., 
$595. °52 Crest (8) conv., $595*. ’51 Cus- 
tom (8) Victoria, $465*, $385; 2-dr., 
$425, $280; Deluxe (6) 4-dr., $360; De- 


(Continued on Page 35, Col. 1) 





















(Fo 






BUIC 
2-dr 





dr., 

Spe 

$33! 
CADI 





















































AUTOMOTIVE NEWS, DECEMBER 17, 1956 35 





“a . —_— | 


—<_ 
dr., $625. '53 station wagon, $665; 4-dr.,| Air (8) conv., $1,635*, $1,340; Sport (88) Holiday, $2,125" (ps), $1,955*; 




















ae. | $485. | coupe, $1,575*, $1,440*; Two-ten (6)| Super Holiday, $1,615*; (98) Re 
LDS e=—’ -dr. ° Delray coupe, $1,335*, $1,165; Two-ten $2,080* (ps). ’54 ) Super Holiday, _ 

aa ; . On35" (ps), $2,315". "68 (Sen bor. 6i.008?| (8) 4-dr., $1,055, $975, $895. '54 Bel Air| 615°. '53 (98) 4-dr., $740* (ps). '51 (98) 
rage se Pe ar uc ion rices (ps); (88) 2-dr., $1,660°. '54 (88) Holi- Sport coupe, $1,155*; Two-ten (6) Soon? | 4-dr., $430*. 
ie day, $1,465*; 4-dr.. $1,410*, '52 (88)| $795, $790. '53 Two-ten 4-dr., $685*;| PACKARD—’51 (300) 4-dr., $455°*. 

, Oct | 4-dr., $475°, ” ; y . a a 4-dr., $650* (ps). °50 SL Detune | Fz  Bavetere (8) +e $2.- 
6 6 all 2 320°. ° -dr., $235. 575*; Plaza -dr., $1,875. ’E - 
— Queer sar Gee Pay Tao's 52) CHRYSLER—-’57 Saratoga Hardtop, §$3,- vedere (8) Sport coupe, $1,465°; Savoy 
| t (Continued from Page 34) | PLYMOUTH —’52 Cranbrook 4-dr., $250;| 650* (ps), ’56 NY St. Regis, $3,000*| (8) 4-dr., $1,050*, $1,005. '54 Belvedere 
9 31,975 : | 2-dr., $230. . (ps); 4-dr., $2,990* (ps). °55 Windsor 4- Sport coupe, $880; 4-dr., $590. '53 Cran- 

juxe (8) 4-dr., $300. '50 Custom (8) club on, $1,785. °55 Fairlane (8) Victoria,| poNTIAC—’56 Chieftain (8) 2-dr. $1,820*,| dr., $1,765*. ‘53 Windsor 4-dr., $450°| brook 4-dr., $450. 52 Cranbrook 4-dr., 

0 = LAN | coupe, $345; | 2-dr., $200, $190; 4-dr.,| $1,430%, $1,375°; 4-dr., $1,100*, Ranch| $1,785*. °55 Chieftain (8) 4-dr., $1,440°,| (ps). | _ $255. Bi 
6 1 $150; Business coupe, $130; Custom (6)| Wagon, $1,340; Custom (8) 2-dr., $1,000; $1,275*; 2-dr., $1,070, '54 Chieftain (8) | DeSOTO—’55 Firedome Hardtop, $1,640,| PONTIAC—’57 Star Chief (8) Catalina, 
027 4-dr., $225. ’49 Custom (8) 4-dr., $165, 4-dr., $790; Custom (6) 4-dr., $1,250°;| Catalina, $1,115* (ps); 4-dr., $875", $815. ’54 Firedome conv., $1,050* (ps); 4-dr.,| $3,120" (ps); Chieftain (8) station 
8 671 $160; 2-dr., $160. | 2-dr., $875. '54 Ranch Wagon, $960*; °53 Chieftain (8) 4-dr., $675. °52 Chief: | $790. wagon, $2,980", $2,880*; Catalina, $2,- 
HUDSON—'55 Rambler station wagon, $1,-| Custom (8) 2-dr., $790*, $600; Crest (8)| tain (8) Catalina, $515. DODGE—’56 Coronet (8) conv., $2,000*. 750°, $2,685* ; _2-dr., $2,485 . 56 Star 
3 463 $705*. '53 Hornet 4-dr., $540*. '50 Com- 4-dr., $730; Main (8) 2-dr., $610. '53| STUDEBAKER — °54 Commander Land ’55 Sierra station wagon, $1,815*; Royal| Chief (8) Catalina, $2,375*, $2,075 (ps). 
0 3 modore (8) 4-dr., $215. | Custom (8) 2-dr., $690, $525°; Custom| Cruiser, $735. '53 Champion 4-dr., $515.| (8) Hardtop, $1,665*; 4-dr., $1,410*, $1,- 55 Star Chief (8) Catalina, $1,750 
1 KAISER—’51 4-dr., $245*, $205, $160. (6) 2-dr., $675*, $450; Main (6) 2-dr.,| MISCELLANEOUS — ’56 Chevrolet | %-ton 405*. °53 Meadowbrook 4-dr. $415*. (ps), $1,735*; Chieftain (8) Catalina, 
5 233 | MERCURY—’55 Monterey Hardtop, $1,705°. $400. '52 Custom (8) 4-dr., $520*, $430, pickup, $1,430, '54 Chevrolet 2-ton truck, | FORD—’57 Fairlane (8) 500 Victoria, $2,-| $1,615*; station wagon, $1,375°*. °54 Star 
54 station wagon, $1,315; Monterey; $380; Main (8) 2-dr., $290. 51 Custom| $425 °52 Chevrolet van. $350. | 595* (ps); Ranch Wagon, $2,255. ‘56 Chief (8) 4-dr., $865 . 51 Silver Streak 
167 Hardtop, $1,200*; Custom 4-dr., $990. 53; (8) 2-dr., $310*; 4-dr., $260; Deluxe (8) | ; Country sedan, $2,060*%, $1,990*; Fair-| . ‘tsa $275*. "50 Silver Streak (8) 4- 

> terey 4-dr., $750. °52 Monterey Hard- 2-dr., $280; Deluxe (6) 2-dr., $150. ’50 lane (8) 4-dr., $1,955*, $1,700*, $1,685*| _ Gr.. 55*. = 
1 $3 we $820°, $755°; 4-dr., $745°*; Custom| Custom (8) conv., $120; 2-dr’, $110. °49 LITTLETON, COLO. (ps); Custom (8) 4-dr.,’ $1,615*, °55 Fair- | STUDEBAKER ‘53 Commander 4-dr., 
sds 4-dr., $455*, "51 4-dr., $335. ‘50 club Custom (8) 2-dr., $120. '35 (8) coupe, (Colorado Auto Auction, Sale every Mon- lane (8) Crown Victoria, $1,645*; Vic-| _ $525". — ; os 

coupe, $230, $200; coupe, $205. $130. - | day. Prices are for sale of Dec. 3.) toria, $1,400*. °'54 Ranch Wagon, $1,-| WILLYS 54 station wagon, $925. °53 
NASH '52 Statesman 4-dr., $450. '51) LINCOLN—’52 Capri 4-dr., $550°*. | BUICK—’57 RM 4-dr., $3,850* (ps); Spe-} 100; Main (6) 2-dr., $575; Custom (8) Aero 4-dr., $400. ‘48 station wagon, 


~_ a s - , MERCURY—’55 Monterey cou $1,510°*; i 4 *', , | - 70. ’ - 745° $165. 
Statesman 4-dr., $120, ‘50 Ambassador y coupe, , ; cial Riviera, $2,920*. '56 Century Riviera, 2-dr., $570. '53 Custom (8) 4-dr., $ . aa — . 
*; Carryall 4-dr., $130. '49 Ambassador 4-dr., $110.| 4-dr., $1,510*; Custom station wagon.,| §2540* (ps); Estate Wagon, $2,400* $695* (ps); Victoria, $675, $610. '52| MISCELLANEOUS 52 Chevrolet %-ton 
$500*, $399 JOLDSMOBILE—’56 (88) Holiday, $2,300*| $1,600. ‘54 Custom 2-dr., $900*, $700;| (ps); 4-dr., $2,350*%, $2,300*° (ps); RM Custom (8) 4-dr., $330*. '50 Custom (8) pickup, $460; Jaguar coupe, $910, °49 

















'290 : (ps). "55 (88) 4-dr., $1,610*; 2-dr., $1,-| station wagon, $900. '53 Monterey coupe.| 4-dr., §$2,400* (ps); Special Riviera, $2,- 2-dr., $135. Dodge %-ton pickup, $260, 
$1,295*, *53 400*. 54 (88) Super 4-dr., $1,380* (ps). $810; 4-dr., $710*. ‘52 Custom 4-dr., 200*, $2,085*. '°55 Super Riviera, $1,900* | HUDSON—’51 4-dr., $125. 
ndsor 4-dr "53 (98) 4-dr., $1,070*. ’52 (88) Super) $550*, $270*; Monterey Sport coupe,| (ps), $1,850* (ps), $1,800* (ps). | LINCOLN—’56 Capri 4-dr., $2,950° (ps). | OMAHA 
’ 4-dr., $585*. '51 (88) Super 4-dr., $325°. $520*. '51 Custom 4-dr., $250*. CADILLAC—’57 (62) coupe de Ville, $5,- ’54 Capri coupe, $1,750. °53 Cosmopoli-| . , , 
$2,290°, 55 | °50 (98) 4-dr., $250°. | NASH—'55 Statesman Country Club, $1,-| 635° (ps). °56 (62) sedan de Ville, $4,-| tan coupe, $1,030°. (Richard Abel Auto Auction. Sale every 
t Firedom | PLYMOUTH—’54 Plaza 2-dr., $1,015; Savoy 200°, 450° (ps). $4,350 (ps); coupe de Ville,| MERCURY — ‘57 Montclair Sport coupe, Thursday. Prices are for sale of Dec. 6.) , 
-dr., $605* 4-dr., $725, $635, ‘52 Cambridge 2-dr.,| OLDSMOBILE—’54 (88) 4-dr., $1,150*. °53 $4,305* (ps). $4,265* (ps): coupe, $4,- $3,200*; Monterey Hardtop, $3,005*. '56 BL ICK 55 Super Riviera, $1,520* (ps); 
$615; 4-dr.. $575*. °52 Cambridge Subur- (88) Holiday, $1,010* (ps); 2-dr., $500;| 200° (ps), $4,165* (ps), $3,850* (ps);| Montclair Sport coupe, $2,160*. '55 Mon- conv., $1,515 _ (Ps). 54 Century Riviera, 
1,450*°, $1,. ban, $540; Cranbrook club coupe, $450. Super 4-dr., $860* (ps). '52 (98) 4-dr.,/ conv., $3,850* (ps). 54 (62) coupe, $2,-| terey station wagon, $1,750. °54 Mon- $1,410* (ps). ‘52 Super 4-dr., $335*. ’50 
80. "53 Cor. 49 4-dr., $170. | $410*. '51 (98) 4-dr., $260*. | 605* (ps). | terey 4-dr., $1,305%, $1,085*, $1,010*| _ Super Riviera, $210°. ; 
2-cir.. $300: | pONTIAC_-'56 Chieftain (8) 4-dr., $2,010°. | PACKARD—'53 (300) 4-dr., $710°. | CHEVROLET — ‘57 Bel Air (8) Sport| (ps), $985*. 53 Monterey 4-dr., $775. '50| CADILLAC—'56 (62) coupe de Ville, $4,- 
eadowbrook | °55 Star Chief (8) Hardtop, $1,810*;| PLYMOUTH—’'57 Belvedere (8) coupe, $2,-| coupe, $2,595*; 2-dr., $2,380*, °56 Bel| 2-dr., $255. 260° (ps). "55 (62) coupe, $3,100° (ps); 
2-dr., $375, | Chieftain (8) Hardtop, $1,715*; station| 550°; Plaza (6) 4-dr., $2,000, $1,975; 2-| Air (8) 4-dr., $1,920*, $1,870*, $1,805*,| NASH—'56 Rambler station wagon, $1,575.| 4-d-, $2,825° (ps), '54 (62) 4-dr.,_ $2,- 
wagon, $1,675*. 53 Chieftain (8) Hard-| dr., $1,885. °55 Belvedere (8) coupe,| 2 at $1,800*. $1,790*, $1,740*; Two-ten| °54 Ambassador 2-dr., $880. alevelitiie. tes te ne Se 
,100* (ps) top, $945*, $925°; 2-dr., $790*; 4-dr., $1,150. '54 Plaza station wagon, $780,| (8) 4-dr., $1,920°, $1,700°, $1,630, $1,- | OLDSMOBILE—'56 (88) Super 4-dr., #2,-|¢ EVROLET—’'56 Nomad station wagon, 
*, $1,850; $765*. '51 Silver Streak (8) 4-dr., $360*.| $770. ‘53 Cranbrook conv., $540. °51| 605*; One-fifty (6) 2-dr., $1,575. ’55 Bel 500* (ps); Deluxe 4-dr., $2,305*. ‘55 (Continued on Page 36, Col. 2) 
Dn, $1,785; '50 Silver Streak (8) 4-dr,, $240*, $225°,| Cranbrook 4-dr., $270; 2-dr., $260. | TE —a 
. 55 Coun. $215 | PONTIAC—-'56 Star Chief (8) station wag- | 
5; Fairlane [gsTUDEBAKER—’'55 Champion club coupe,| on, $2,560*° (ps). '54 Chieftain (8) 4-dr., 
2-dr., $1,- $880. '52 Commander 2-dr., $375. ‘51| $1,030*. ‘53 Chieftain (8) 4-dr., $655* 
cony,, Commander conv., $340°; 2-dr., $280; 4- (ps). °52 Chieftain (8) 4-dr.. $375. ’51 
0; Custom ér., 2 at $250°. Silver Streak (8) 4-dr., $320*, $295°; 


4-dr.. $850, IwuLYS—'56 Jeep, $1510. ‘52 Aero Ace conv., $160°. 
jon, $1,005; 2-dr., $455; Aero Lark 2-dr., $250. '48| STUDEBAKER—’53 Champion 2-dr., $335. 











om (6) 4 station wagon, $165 | "51 Champion 4-dr., $110. 
st (8) Vice PMISCELLANEOUS—'55 Volkswagen 2-dr.,| WILLYS—’55 4-dr., $670. 
dr., $640°*, $1,540; Chevrolet 1%-ton pickup, $1,385. | MISCELLANEOUS—’56 Volkswagen 4-dr., 
Crest (8) "53 Ford Consul 4-dr., $435. '52 Morris| $1,500. '52 Austin 4-dr., $320. ’51 Frazer 
-ustom (8) Minor 2-dr., $460. "50 Ford %-ton pick-| 4-dr., $120. '48 Chevrolet %-ton express, 
$350; Main up, $365; %-ton pickup, $365. ‘49 Ford $235. Dodge %-ton pickup, $180 
(8) 2-dr., %-ton stake, $375; %-ton pickup, $290; 
% - i 220. 
d, $1,090°, 7s aoe, = FLINT 
: FT WAYNE IND (Flint Auto Auction, Inc. Sale every 
920° (ps). . i ANEsg Bi ° Wednesday. Prices are for sale of Dec, 5.) 
"53 Capri (Fort Wayne Auto Auction, Sale every (Prices were off slightly as the general 
2 Capri 2 Eruesday. Prices are for sale of Dec. 4.)| condition of the cars in the sale was not 
50 4-dr, (Market steady.) on the sharp side. Sold 66 out of 110 
BUICK—'56 Century 4-dr., $2,350*; Special| offerings.) 
ps); 2-dr., 2-dr 2,260*. ‘55 Super 4-dr., $1,625*| BUICK—'56 Century Riviera, $2,280* (ps); 
rdtop, $1,- (ps); Special 2-dr., $1,370. '54 Super 2- (Super conv., $2,240° (ps). °55 Century 
y Hardtop, dr., $1,320*; Special 4-dr., $1,150°. °53 Riviera, $1,685*; Super Riviera, $1,670*| 
$650°. ‘52 Special 4-dr.. $530°. °51 Super 2-dr., (ps), $1,520° (ps). ‘54 Special Riviera, | 
ir.. $500*, $330° $1,300°. "53 Special 2-dr., $610. '51 Spe-| 
on CADILLAC—’'54 (60) Special 2-dr., $3,160* cial 2-dr., $275°, $200°. ‘50 Super Rivi- 
. "55 Am- (ps). "52 (62) 2-dr., $1,000*, ‘51 (62) era, $150* 
Statesman 4-dr., $760*. "49 (60) Special 2-dr., $325*. | CADILLAC—’53 (62) 4-dr., $1,110*, °50 
‘-dr., $1- BoHEVROLET—’57 Bel Air (8) 2-dr., $2,-| (62) 4-dr., $355°. 
52 Ram- 390°. 55 Bel Air (8) 2-dr., $1,435, $1,-| CHEVROLET—’'57 Bel Air (8) Sport coupe, 
br = station 165; 4-dr., $1,340%; Two-ten (8) 4-dr., $2,620*; Two-ten (6) 2-dr., $1,575*, $1,- 
Z $1,040. 54 Bel Air 2-dr., $880; One-fifty 535. '55 Two-ten (8) Delray, $1,085;) 
3,150°. "56 2-dr.. $675. "52 SL Deluxe 2-dr., $290. Two-ten (6) 4-dr., $880; One-fifty (6) 
BSO* (ps); '51 SL Deluxe 4-dr., $270, $250*; 4-dr., 2-dr., $870. '54 Two-ten 4-dr., $815; Bel 
500° (ps), 265°. '50 SL Deluxe 2-dr., $275*. Air 4-dr., $755. 53 Corvette, §1,210*; Bel 
(Ps). "SS Enesoro—'52 Custom 4-dr.. $220°* Air 4-dr., $605, $570*; 2-dr., $575; Two- 
) Holiday, PponGE—'53 Coronet 2-dr., $570*, $420; ten 4-dr., $560, $505. °51 SL Deluxe Bel 
me 435 ° 4-dr., $500; Meadowbrook 2-dr., $475. "51 Air, $100*, '50 SL Deluxe 4-dr., $205. 
4 2-dr., Coronet 4-dr.. $235 CHRYSLER—’53 Windsor 4-dr., $535. 
88) 4-dr, Feorp—'57 Custom (8) 4-dr., $2,165* (ps).| DODGE—’55 Royal (8) 2-dr., $1,365. °54 
. ‘56 Fairlane (8) 2-dr., $1,550; Custom Royal 4-dr., $640* 
Clipper 4- (8) 2-dr., $1,485, $1,410. '55 Custom (8) | FORD—'57 Country sedan, $2,565*; Del 


station wagon, $1,470*; Fairlane (8) 2- Rio station wagon, $2,440; Custom (8) 


= pe dr., $1,300*; 4-dr,. $1,080; Ranch Wagon, 300 4-dr., $2,020*. '56 Fairlane (8) conv., 
core “— $1,250; Main (6) 2-dr., $915, $800, ‘54 $1.725*; Custom (8) 2-dr., $1,385*; Main 
" $450° Custom (8) club coupe, $805; Main (8) | ~- ‘6) 2-dr., $1,190. '55 Fairlane (8) Vic- 
4 sedan, $660. "53 Custom (8) 4-dr., $645. toria, $1,300; sedan, $1,115; 2-dr., $1,- 
ae '52 Custom (8) 2-dr., $395. "49 Custom 105*; Custom (6) 2-dr., $975. "54 Custom 
Catalina (8) 4-dr., $220 (6) 4-dr., $630*. '53 Crest (8) club coupe, 
tion wag- HUDSON—'56 Rambler 4-dr., $1,400°. ‘54 $685; Main (6) 2-dr., $355 
Hornet 4-dr., $77 KAISER—'51 Manhattan 4-dr., $175*. 


Catalina, ByerCURY—'54 Montclair 2-dr.. $850. °52)| MERCURY—’55 Monterey club coupe, $1,- 


79° 
‘53 Chief. Monterey Hardtop, $570*. '51 Custom 2- 500°, $1,290*. °54 Custom club coupe, 








- $750° dr., $225, $210°. _$900°. 
Chieftain NASH—'54 Rambler 2-dr., $630. '53 Ram-| NASH—’53 Statesman 2-dr., $365, $270. ’52 SA) 
0°: 4-dr bler 2-dr., $600. ss Statesman 4-dr., $125*. ‘51 Statesman 
r.. $295° JOLDSMOBILE — °56 (88) 4-dr., $1,975*| 2-dr., $150*. 
58 ; (ps). "55 (88) 4-dr., $1,625. '54 (88) 4- OLDSMOBILE—'54 (88) 2-dr., $1,095*. °53 
ir. $215 dr., $1,295°. "52 (98) 4-dr., $600. ‘51 (98) 4-dr., $725* (ps) 
ee (98) conv., $170*. °50 (88) 4-dr., $335*,| PACKARD—’51 Clipper 4-dr., $115*. 
st %4-ton $150*; 2-dr., $330°. ‘49 (88) 4-dr., $300. PLYMOUTH- "56 Savoy (8) 2-dr., $1,430. 
PLYMOUTH—’'55 Savoy (6) 2-dr., $880, 54 53 Cranbrook 4-dr., $385. "52 Cambridge 

Belvedere 2-dr., $735, $660; Plaza 2-dr., Suburban, $360. ‘51 Cambridge 4-dr., 
: $660. °53 Cranbrook 4-dr., $250 $100. 

4 PONTIAC—’'54 Chieftain (8) 4-dr., $965*. | PONTIAC—’55 Star Chief (8) club coupe, 

53 Chieftain (8) Catalina, $750*, $710; $1,480*. °53 Chieftain (8) 2-dr., $980; 
every 4-dr., $650. °53 Chieftain (8) 2-dr., $490. Chieftain (6) station wagon, $735. : 
Dec 4.) 51 Silver Streak (8) 2-dr.. $310. °50| MISCELLANEOUS —'55 Ford *%-ton ex- 

L95*. '56 Silver Streak (8) 2-dr., $340*. press, $735. '41 Ford %-ton pickup, $160, 
ial 4-dr., STUDEBAKER — ‘52 Commander 2-dr., 


5° ); a a . , : ir mre . 
e ivi. $270. '51 Commander 2-dr., $165. ‘50 JENISON, MICH. 


a Commander 4-dr., $125. 
<M ivi MISCELLANEOUS—’55 Ford %-ton pick- ‘Grand Rapids Auctions, Inc, Sale every iH I 
680°, '52 up, $880. '51 Studebaker %-ton pickup, | Tuesday. Prices are for sale of Dec. 4.) 
ver 4-dr., $285. (Market definitely softer with buying 
— on @ selective basis. We had a fine con- | | 

, ” Iv sign of ; s Ww 
a ALBANY = -. ears this week with 100 sold 

a (Tim Anspach Auto Auction. Sale every | BUICK ‘56 Super 4-dr., $2,480* (ps); 
) station Monday. Prices are for sale of Dec. 3.) |} conv., §$2,400*; Special Riviera, $2,250*; 
a (The market today was on the up side 4-dr., $2,180*, '55 Century station wagon, 
Air = although new cars took a punch in the $2,015*; conv., $1,655*; Riviera, $1,650* T a A N 4 | @) 1} 
=, 6 raf jaw. 53 models also suffered a price set- (ps); 4-dr., $1,550*; RM Riviera, $1,795* 
$1405"; back which pulled our sales average (ps); Special Riviera, $1,600*; conv., $1,- 
: aad downward. Soid 133 cars out of 171 offer- 600*; 4-dr., $1,525*. '54 Super Riviera, ® 
6) 2-dr, pings.) $1,480* (ps), $1,285, $1,270*, $1,265*. '53 
= ‘$880: BUICK—'54 Century Riviera, $1,325*; Su- Super Riviera, $950*; RM Riviera, $800* re] | ae 8 is LT y | | \ Ss -) 
750: Bel per 4-dr., $920*; Special Riviera, $810. (ps). °52 RM Riviera, $485* (ps), $475. 
90 "52 53 Super 4-dr., $770*; Special 2-dr., 51 RM Riviera, $295. 

$570. '50 Special 2-dr., $110. CADILLAC—'54 (62) 4-dr., $2,390* (ps). 


5, $410 ADILLAC—’'54 (62) coupe, $2,700*, $2,- ‘53 (62) 4-dr., $1,550*; club coupe, $1,- 
e5*. °49 565* (ps). 53 (62) 4-dr., $1,575* (ps).| 420°. 
acuta "52 (62) 4-dr., $890*. ‘51 (62) 4-dr.,|; CHEVROLET — ‘56 Two-ten (6) station lo Mf] x 
, $600*. °48 (62) conv., $150*. wagon, $1,775; Two-ten (8) 4-dr., $1,- Ss Le | 


» * 
So*. 48 CHEVROLET '57 Two-ten (8) station| 720° (ps), $1,625*. '55 Two-ten (6) sta- 
wagon, 2,500*; 4-dr., $2,350*; Delray tion wagon, $1,430; 4-dr., $1,340, $1,055, 
615. ‘51 coupe, $2,300*; Two-ten (6) 4-dr., §$1,- $1,015, $955; Delray coupe, $1,115, $1,- 
125* 970. °56 Two-ten (6) station wagon, $1,-| 100*, $1,090; Bel Air (8) 2-dr., $1,335*, 
$2 580* 810, $1,750; One-fifty (6) 2-dr., $1,330,| $1,270. '53 SL Deluxe Bel Air, $660, $615, 
°- Faire $1,300. °55 Bel Air (6) 2-dr., $1,330*;| $550*; Two-ten club coupe, $600*, $600; 
° conv. One-fifty (6) station wagon, $1,290; Two- 2-dr., $595: '52 SL Deluxe 4-dr., $400*. 
8) 4-dr., ten (6) 4-dr., $1,150*, $1,040; 2-dr., 2 "51 SL Deluxe Carryall, $355; 4-dr., $170. 
45. $1.- at $1,020, $1,010; Two-ten (8) 4-dr., 49 4-dr., $115. a 
$1.575*: $900, $830. '54 Two-ten 2-dr., $700, '53| CHRYSLER—’'53 Windsor 4-dr., $630. 


$1,550: Bel Air conv., $750; 2-dr., $700; Two-ten | DODGE—'56 Coronet 4-dr., $1,575. '54 Cor- 

105. 54 4-dr., $600. "52 SL Deluxe 4-dr., $340.|  onet 4-dr., $730. 

Wagon, ‘51 SL Deluxe Bel Air, $400, $380. 50 | FORD ~'57 Custom (8) 300 4-dr., $2,255*. 

0: Cus. SL Deluxe 4-dr., $160, | 56 Fairlane (8) conv., $1,750*; 2-dr., 

Custom CHRYSLER—'50 Windsor 2-dr., $110. °49| $1,550*; Main (8) 2-dr., $1,300. '55 Coun- 
| try sedan, $1,500; Ranch Wagon, $1,165; 


53 Crest Royal coupe, $100*. | 


om (8) DeSOTO—'53 Firedome 4-dr., $470*. '49| Fairlane (8) 4-dr., $1,225; Custom (8) 
, $680; Custom club coupe, $110. | 2-dr., $1,000; 4-dr., $950. ‘54 Custom 
1) 4edr.. XO0DGE—’53 Coronet Diplomat, $580*. | (8) 2-dr., $875, $710; Main (8) 2-dr., 
51 Cus- ‘-ORD—’'57 Fairlane (8) 500 Victoria, $2,-; $540. ‘53 Custom (8) 2-dr., $760, $675, 
- Q-dr., 565* (ps); Custom (8) 300 2-dr., $1,900; | $600, $515. '50 Custom (8) 2-dr., $345. 
60: De- station wagon, $2,450*, $2,150. °56 Fair- | 49 Custom (8) 2-dr., $150. 
; ane (8) Victoria, $1,880*; conv., $1,-| HUDSON—’53 Hornet 4-dr., $475*. 
L) 720*; Country sedan, $1,720; Custom (8) | MERCURY—’55 Montclair 2-dr., $1,475*. 








4-dr., $1,360; 2-dr., $1,300; Ranch Wag-| NASH—’55 Statesman 2-dr., $1,275. '54 2- 
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Used-Car Auction Prices |) 8-8 iting in aes: 





(Continued from Page 36) (ps), $2,355* (ps). "49 (62) 4-dr., $625*. 


CADILLAC—’51 (62) 4-dr., $740*. '47 (62) 
conv., $315*. 

CHEVROLET—'56 Two-ten (8) 2-dr., $1,- 
900*, $1,615; Two-ten (6) 2-dr., $1,535. 
55 Bel Air (8) Hardtop, $1,400*; Two- 
ten (8) 4-dr., $1,115, $1,075* (ps); 2-dr., 
$1,090*, $1,065*; Two-ten (6) 4-dr., $1,- 
110; 2-dr., $1,160, $1,125*. °54 Bel Air 
9-dr., $1,030; conv., $830. '52 SL Deluxe 
4-dr., $475, $460*; Bel Air, $335*. ‘51 
SL Deluxe club coupe, $310. °50 FL De- 
juxe 2-dr., $260, $180; SL Special 2-dr., 
$105, $100; SL Deluxe conv., $100. '49 
SL Deluxe club coupe, $265. 

CHRYSLER — '53 NY club coupe, $750*. 
‘51 Imperial 4-dr., $335* (ps); Windsor 
4-dr., $160*. 

PeSOTO—’'55 Fireflite Sportsman, $1,740* 
(ps). ’51 Custom conv., $220, '50 2-dr., 
135°. 

popcE—'s6 Coronet (8) 2-dr., $1,825*. 
'55 Royal (8) 4-dr., $1,290* (ps); Coro- 
net (6) 4-dr., $1,065. '52 Meadowbrook 
4-dr., $300. ’'51 Wayfarer 2-dr., $120. ’50 
Wayfarer coupe, $200. 

FORD—’'57 Fairlane (8) 500 2-dr., $2,300*; 
Ranch Wagon, $2,225*. 756 Fairlane (8) 
Victoria, $1,800*; 4-dr., $1,630* (ps); 
Custom (8) 4-dr., $1,425; 2-dr., $1,500*, 
$1,410. '55 Ranch Wagon, $1,460*; Fair- 
lane (8) 4-dr., $1,225; Custom (8) 4-dr., 
$1,150*, $975*. °54 Custom (8) club 
coupe, $905*; Main (6) 4-dr., $650. '53 
Crest (8) conv., $790*%; 2-dr., $590. °52 


Main (8) 4-dr., $350°; Main (6) 2-dr.,| 


$300. '51 Custom (8) 4-dr., $320. '50 Cus- 
tom (8) 4-dr., $120. '49 Deluxe (8) 2-dr., 
$110. 

MERCURY—’54 Monterey conv., $1,030* 
(ps); 4-dr., $1,015. '52 4-dr., $500*. '49 
2-dr., $140. 

ACKARD—’52 (200) 2-dr., $400*; 4-dr., 
$275. "51 4-dr., $330°. 

PLYMOUTH—’56 Savoy (6) sedan, $1,300. 


‘55 Savoy (6) 4-dr., $1,000. '53 Cran-| 


brook 2-dr., $595. °52 Cranbrook 2-dr., 
$260*. °51 Cambridge 4-dr., $255. °50 
Special Deluxe 2-dr., $295. °49 Special 
Deluxe 4-dr., $160. 

PONTIAC—’55 Chieftain (8) 2-dr., $1,280. 
’53 Chieftain (8) Catalina, $850*; Chief- 
tain (6) 4-dr., $515. '52 Chieftain (8) 
4-dr., $505*. 51 Silver Streak (8) Cata- 
line, $315*; Silver Streak (6) 4-dr., $240. 
’50 Silver Streak (6) 4-dr., $130. °49 Sil- 
ver Streak (8) 4-dr., $110°*, : 

MISCELLANEOUS — ’'51 Henry J 2-dr., 
$120. "50 Chevrolet %-ton pickup, $300. 


NEW YORK CITY 


(Skyline Auto Auction. Sale every Tues- 
day. Prices are for sale of Dec. 4.) 

(The market continued strong here this 
week on '56 models as °53s through *55s 
held their own. Other years were off in 
price right down the line. Sold 123 cars 
out of 157 offerings.) 

BUICK—’55 Special 2-dr., $1,385*. '54 Cen- 
tury 2-dr., $1,260*; Super 4-dr., $1,155°. 
’53 Super 4-dr., $810*; 2-dr., $790*; RM 
sedan, $800*. "52 Super conv., $440°. °50 
Super 4-dr., $225°, $100*; Special 4-dr., 
$215*; RM 4-dr., $100*. 

CHEVROLET—’56 Bel Air (8) 4-dr., $1,- 
950°, $1,820*°, $1,785*; 2-dr., $1,750*; 
Two-ten (8) 4-dr., $1,700*, $1,685*, $1,- 
410; 2-dr., $1,415. '55 Bel Air (8) 4-dr., 
$1,275°, $1,085; station wagon, $1,235; 
Two-ten (8) 4-dr., $1,195*, $1,180°, $1,- 
175*, $1,160*, $1,030, 2 at $1,025, $1,020°, 
$1,010, $975; 2-dr., $1,170*, $1,035, $1,- 
015, $995, $985, $955; One-fifty (6) 4-dr., 
$850, $845. °54 Bel Air conv., $960*; 
Two-ten 4-dr., $760; One-fifty station 
wagon, $675; Delivery sedan, $570*; 4- 
dr., $600. °53 Bel Air sedan, $700; Two- 
ten 4-dr., $650, $565*; 2-dr., $630, $550. 

CHRYSLER—’53 Windsor conv., $740*. °51 
NY sedan, $210°*. 

DeSOTO—'53 Firedome conv., $595*; Pow- 
ermaster 4-dr., $485*. °52 Firedome 4- 
dr., $400*. "50 Custom 4-dr., $200°. 

DOPGE—’55 station wagon, $1,300*. °53 
Coronet Diplomat, $710*; 4-dr., $565*, 
$460*, $410°. '52 Coronet 4-dr., $350*. 

FORD—’56 Fairlane (8) Victoria, $1,985*; 
4-dr., $1,660°. °55 Fairlane (8) 4-dr., 
$1,500*; station wagon, $1,070; Custom 
(8) 4-dr., $940. '54 Crest (8) 4-dr., 
$740*; Custom (8) 4-dr., $690; Main (8) 
4-dr., $575. "53 Crest (8) Victoria, $745°*, 
$725*; Custom (8) 2-dr., $510*; Main (8) 
2-dr., $515, $360. "52 Main (8) 2-dr., 
$410. °51 Custom (8) 4-dr., $300°; 2-dr., 
$170; Country Squire, $260. 

HUDSON—’51 Hornet 4-dr., $150*, $140°*; 
2-dr., $110°. 

LINCOLN—’52 Cosmopolitan 2-dr., $500*. 

MERCURY—’55 Montclair conv., $1,680*. 
*54 Monterey Sun Valley, $1,040*; conv., 
$1,030*; sedan, $1,015*, $1,000°. ‘52 
Monterey conv., $500*. °51 conv., $300; 
2-dr., $270°*. 

NASH—’54 Metropolitan conv., $365. °53 
Statesman 4-dr., $500. '51 Rambler sta- 
tion wagon, $325. 

OLDSMOBILE —’55 (98) 4-dr., $2,000°. 
*53 (88) Super sedan, $900*; 4-dr., $810°. 

PLYMOUTH—’55 Savoy (8) 4-dr., $1,000°. 
°53 Cranbrook Belvedere, $560. °52 Cran- 
brook conv., $195. ’51 Cranbrook conv., 


$225. 
MISCELLANEOUS—’53 Jaguar 4-dr., $1,- 
060. 


MINNEAPOLIS 


(Minneapolis Auto Auction, Sale every 
Wednesday. Prices are for sale of Dec. 5.) 
(Wow! We’re really having action up 
here with ’52s through ’54s red hot. Sold 

93 cars out of 139 offerings.) 

BUICK—’55 Century Riviera, $1,675*. ’54 
Super 4-dr., $1,260*. °53 Super Riviera, 
$735*. °51 Super Riviera, $305*. 

CADILLAC—’56 (62) coupe de Ville, $4,- 
160* (ps). ’55 (62) coupe, $3,010* (ps). 
"52 (62) 4-dr., $1,175*. 

CHEVROLET—’56 Nomad station wagon, 
$2,360*; Two-ten (6) 4-dr., $1,440; One- 
fifty (6) 4-dr., $1,160. 55 Two-ten (8) 
4-dr., $1,180, $1,065; One-fifty 2-dr., 
$700. °54 Bel Air 2-dr., $905*; conv., 
$950; Two-ten 4-dr., $825*, $805*, $800; 
Corvette, $1,275. '53 Two-ten 4-dr., $635°, 
$610, $605. 52 SL Deluxe 4-dr., $515°*, 
$470, $410, $400. ’°51 SL Deluxe 4-dr., 
$250*, $230. '50 SL Deluxe 4-dr., $200, 
$175. °49 SL Deluxe 4-dr., $150, $110. 

CHRYSLER—’55 NY 4-dr., $1,410* (ps). 

DODGE — '53 Coronet (8) 4-dr., $545*, 
$420*. '52 Coronet Diplomat, $330*. ’51 
Coronet 4-dr., $200*. ’50 Coronet 4-dr., 
$115*. '49 Coronet 4-dr., $160*. 

FORD—’57 Fairlane (8) 500 conv., $2,- 
480°. °56 Fairlane (8) conv., $1,775*; 
Custom (8) 4-dr., $1,570*; Main (8) 
4-dr., $1,295*, $1,215. ‘55 Fairlane (8) 
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BUICK—’56 Century Riviera, $2,500* (ps). 
‘54 Super 4-dr., $1,180*; Special 4-dr., 
$1,110*. ‘53 Super Riviera, $855*; Spe- 
cial Riviera, $685*. °52 RM Riviera, 


dr., $1,650*; 2-dr., $1,710*. ‘51 Cran- 
brook 4-dr., $205. 

PONTIAC—’57 Star Chief (8) Catalina, 
$2,975*; Chieftain (8) station wagon, $2,- 
940°; 4-dr., $2,850*; coupe, $2,665*. '56 
Chieftain (8) Catalina, $1,960*, $1,950*; 
station wagon, $1,875*. '52 conv., $400*. 

STUDEBAKER—’54 Commander Hardtop, 
$700*. '53 Commander 4-dr., $545*. "51 
coupe, $140. 

MISCELLANEOUS — '57 Chevrolet %-ton 
pickup, $1,495*. °54 Ford %-ton pickup, 
$825. 


PIKES PEAK SUMMIT 


ALTITUDE 14110 




















Riviera, $285*; RM 4-dr., $200*. 


CADILLAC—'55 (75) 4-dr., $3,070* (ps), 
$3,000* (ps). °54 (62) 4-dr., $2,360* 


*46 (62) 4-dr., $105*. 


Victoria, $1,550*; 4-dr., $1,215*; station| CHEVROLET—’57 Bel Air (8) Sport 
wagon, $1,470*, $1,395*; Ranch Wagon, sedan, $2,595*; Two-ten (8) 4-dr., §2,- 
$1,170*; Custom (8) 4-dr., $1,020*. °54 380* (ps). °56 Two-ten (8) station 
Custom (8) 4-dr., $905*, $770; 2-dr., wagon, 2 at $2,100*, $1,900*; Bel Air 


$800*. '53 Custom (8) 4-dr., $660*, $545*.| (8) 4-dr., $1,900*, $1,875*. '55 Corvette, oe Li ra 
‘52 Custom (8) 4-dr., $530°, $520°*, $455°. $2,000*; Two-ten (8) station wagon, $1,- A : in Bri 
LINCOLN —'56 Premiere coupe, $4,340°| 95°; 4-dr.. $1,125¢, $1,100, §1.030. "84 — Auctions in Brief — 
(ps). wo-ten Delray, $850; 4-dr., $840*; One- 
MERCURY — ’54 Monterey Hardtop, $1,- fifty 2-dr., $625. °53 Bel Air 2-dr., $570. Ken iihaoe Bale. dou Inc. Sale 
: ; , ’ "52 SL Deluxe 4-dr., $455*. ‘ ¥ 
100*; Custom 4-dr., $920*. ’53 Custom . every Thursday (Dec. 6). Prices were defi- 
4-dr., $750*, $700*. CHRYSLER—’55 NY 4-dr., $2,050* (ps). nitely soft today, Buyers took what they 
NASH—’51 Rambler conv., $135*. DeSOTO—’56 Firedome Hardtop, $2,125*. needed and did not speculate on higher 


’ 5 - kets elsewhere. Still a healthy 82 per- 
OLDSMOBILE—'56 (98) Holiday, $2,195*,| '°% Firedome 4-dr., $615*. mar 

‘55 (88) 4-dr., $1,600*, '54 (88) 4-dr..| DODGE—'56 Coronet (8) 4-dr., $1,585, "50 cent of consignments changed hands. 
$1,400*. °53 (88) 2-dr., $875°*. ’52 (88) | club coupe, $145. . . a * * * 
Holiday, $710*. ’50 (88) 4-dr., $160°*. °49 | FORD—’57 Fairlane (8) 500 Victoria, $2,- - SYRACUSE 


(88) 4-dr., $110°. | 775%, $2,650; 4-dr., $2,580° ( 
: | B ,650; -dr., ee ps), $2,- : Syracuse Auto Auction, Sale every Wed- 
PLYMOUTH—’56 Savoy (6) 4-dr., $1,390*.| 550° (ps); Ranch Wagon, $2,310: Custom Pikes Peak Climber— nesday (Dec. 5). Today’s sale was our larg- 


‘55 Plaza (6) 4-dr., $1,065. °54 Savoy (8) 300 4-dr., $2,225*. '56 Country sedan, est this fall. 


4-dr.. $750*; Plaza 4-dr., | $545°.°53| 3 at $2.100*,’ $2,050°; Fairlane (8) 4-dr., | sa ae ae run a “4 * * * 
ranbrook station wagon, $685; 4-dr.,| $1,540, $1,525. 55 Country sedan, $1,610*, | longer a challenge for William F. Carle, 7 > 
$550, $475. '52 Cranbrook 4-dr., $350*,| $1,575; Fairlane (8) Victoria,’ $1,470*, | Colorado Spring, Colo., who is shown at MANHEIM, PA. 
$345, $335. °51 Cranbrook Belvedere,| $1,380*; 2-dr., 2 at $1,300, $1,275*, $1,- i. tdi the tae ; Manheim ‘Auto Auction. Sale every Fri- 
$265. 270*; Custom (8) 2-dr.. $1,025: Main (8) the summit with his Dodge half-ton pick-| day (Dec.7). Of 449 cars which passed 
PONTIAC—'54 Chieftain (8) 4-dr., $750*.| 4-dr., $965. "54 Custom (8) 2-dr., $870.| up. In four years, Carle has made the |" rs a tosey. 330 changed hands. 
'53 Chieftain (8) 4-dr., $555%. ’52 Chief-| 53 Custom (8) 4-dr., §715* (ps); Main|trip more than 600: times in all kinds of e market was unchanged from last week. 
tain (8) Catalina, $515*; 4-dr., $390°. (8) 4-dr., $570*. "52 Custom (6) 2-dr., weath * * * 
MISCELLANEOUS — ’52 Chevrolet %-ton| $485. aa BEL AIR. MD 
carryall, $310. MERCURY—’57 Monterey Sport coupe, $2,- Bel Air Auto Auction. Sale ‘every Thurs- 
995*. '55 Custom station wagon, $1,895* 4-dr., $1,295° (ps). "51 (88) Holiday, day (Dec, 6), Another 
- ’ , . ‘ good sale today 
LITTLETON COLO (ps); Monterey Sport coupe, $1,785°. "54 $495°. "50 (98) Holiday, $195°. with plenty of action until the last car 
9 : Monterey Sport coupe, $1,450*, $1,205. | PLYMOUTH—’57 Belvedere (8) 4-dr., $2,-| crossed the block, Prices were firm and 





(Denver Auto Auction. Sale every Fri- | OLDSMOBILE—’57 (98) Holiday, $3,775* 600°; Savoy (8) 4-dr., $2,150. ‘56 Bel-| clean merchandise brought top dollar. Most 
day. Prices are for sale of Nov. 30.) (ps). 56 (88) 2-dr., $1,975*. "55 (88) vedere (8) 4-dr., $1,870*; Savoy (8) 4-| of the offerings were sold. 
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| A DOUBLE FEATURE | 
you can cash in on 


Carry a brand of Pennsylvania motor oil, 
and you'll have this profitable combination 
for every customer: 


(1) The best modern motor oil, made 

j from nature’s finest crude; 
(2) Long-standing reputation ...a 
reputation that gets increasingly 
important as motorists learn the 


hard way how different motor oils 
can affect the way their cars run. 


gece eT 


en With the exacting needs of modern motors, 
fa | and with the chemical additives that are 
being used to help motor oils meet their 
special requirements, it is more important 
than ever to sell oils that will stand up... 
oils that are made from a rugged crude... oils 
that come from the Pennsylvania region! 









Today’s BEST Oils 
start with 
Nature’s BEST Crude 
...and that means PENNSYLVANIA! 






These are the seven large and important maga- 
zines that regularly carry interesting and color- 
ful ads telling 111,539,730 motorists why they 
should buy a brand of Pennsylvania motor oil. 









PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION, Oil City, Pennsyivania 
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dr. sed., $2,117.25; 2-dr. ae. $2,199, 
Belvedere—4-dr. sed., $2,279.75; 2-cr, 
$2,233.25; 4-dr. hardtop, $2,988.25, 
hardtop, $2,318.25; conv, (V-8 only), g9. 
607.75, Suburban (station wagons) —2-dp, 
2-seat Deluxe, $2,300.25; 2-dr. 2-seat Cuyg. 
tom, $2,410; 4-dr. 2-seat Custom, $2,463.75, 
4-dr. 3-seat Custom, $2,618. 15; 4-dr, 2 
seat Sport, $2,591. 15; 4-dr. 3- -seat Sport, 
$2,746.75. 

PONTIAC — Chieftain — 4-dr. se: 
527.39; 2-dr. sed., $2,463.39; 4-dr. har 
$2,614.39; 2-dr. ‘hardtop, $2, 529.39; 2dr 
2-seat stat, wag., $2,841.39; 4-dr. 3-seat 
stat. wag., $2,898.39, Super Chief —4-¢r, 
sed., $2,664.39; 4-dr. hardtop, $2 793.39: 
2-dr. hardtop, ‘$2, 735.39; 4-dr. 2-seat stat! 
wag., $3,021.39. Star Chief—4- dr. deluxe 
sed., $2,839.39; 4-dr, custom sed., $2,596.39; 
4- dr. hardtop, $2,975.39; 2-dr. harat: Pp, 
901.39; conv., $3,105.39; 2-dr, 2-seat Safari 
stat. wag., $3, 481.39. 

RAMBLER—Deluxe Six—4- dr. sed., $1,. 
925. Super Six—4-dr. sed., $2,065; 4-dr, 
hardtop, $2,150; 4-dr, 2-seat stat. "a 
$2,352. Custom Six—4-dr. sed., $2,155; 4 


Current Prices on New Cars 





The following advertised - delivered FORD—(Prices are for 6-cyl. models. | 2-dr. ae, “i ey ee 
rices 1 the suggested base fac- | For V-8s, add $99.98). Custom—4-dr. sed.,| Commuter—2-dr. 2-seat, . ; 4-dr. 2- 
oe Fircge-maah Federal excise tax | $2004.18: 2-dr. sed., $1,952.90; business 2-| seat, $2,933; 4-dr. 3-seat, $3,030, Voyager 
a a dell dr., $1,840.94. Custom 300—4-dr. sed.,|—2-dr. 2-seat, $3,363; 4-dr. 3-seat, $3,530. 
amounts and suggested dealer delivery- | 95°11 96; 2-dr., sed., $2,067.58. Fairlane—| Colony Park—4-dr. 3-seat, $3,637. (Mere- 
and-handling charges. Not included are | 4-ar, sed., $2,248.66; 2-dr. sed., $2,197.38;|0O-Matic standard on Montclair, Turnpike 
variable items passed on to the retail |4-dr, hardtop, $2,319.74; 2-dr. hardtop, | Cruiser, Voyager and Colony Park, (Power 
buyer, such as State and local taxes, | $2,255.10. Fairlane 500—4-dr. sed., $2,- ook and power brakes standard on 
sportation charges and optional | 294.98; 2-dr. sed., $2,243.70; 4-dr. hard- rnpike Cruiser.) 
pe top, $2,366.06; 2-dr, hardtop, $2,301.42:| METROPOLITAN — z-dr. hardtop, $1,- 
quip! ° conv., $2,467.62, Station Wagons—2-dr. 2-| 527; conv., $1,551. 
BUICK — Special—4-dr. sed., $2,644.83;| seat Ranch Wagon, $2,263.02; 2-dr. 2- NASH — Ambassador Super V-8 — 4-dr 
2-dr. sed., $2,580.83; 4-dr. hardtop, $2,-|seat Del Rio Ranch Wagon, $2,359.62; 4- oe > - . 
7 sed., $2,750; 2-dr. hardtop, $2,840. Ambas- 
764.83; 2-dr. hardtop, $2,688.83; conv., $2,-| dr. 2-seat Country Sedan, $2,413.62; 4-dr. sador Custom V-8—4-dr, sed., $2,940; 2-dr. 
971.83; 4-dr. 2-seat stat. wag., $3,031.83; |3-seat Country Sedan, $2,518.38; 4-dr. 3-|hnaratop, $3,030. (Power brakes standard 
seat Country Squire, $2,645.94. Thunder- 
4-dr. 2-seat hardtop stat. wag., $3,151.83. bird—Hardtop cpe, (V-8 only), $3,367.32. | °" Custom. ) 
Century—4-dr. hardtop, $3,339; 2-dr. hard- * 7 oe OLDSMOBILE — Series 88 — 4-dr. sed., 
top, $3,255; conv., $3,583; 4-dr. 2-seat hard-| _ HUDSON—Hornet Super V-8—4-dr. sed.,| $2,798.47; 2-dr. sed., $2,733.47; 4-dr. hard- 
top stat, wag., $3,691. Super—4-dr. hard- $2,750; 2-dr. hardtop, $2,840. Hornet Cus-|top, $2,932.47: 2-dr. hardtop, $2.854.47; 
tom V-8—4-dr. sed., $2,940; 2-dr. hardtop, | cony $3,182.47; 4-dr. 2-seat stat. wa 
top, $3,666; 2-dr. hardtop, $3,521; conv.,|s§3 930, (Power brakes standard Cus- 3 ao . . &-,| dr. 2-seat stat. wag., $2,442. Super V-g— 
$3,886. Roadmaster — 4-dr. hardtop, $4,-|tom.)— ce a ae S3'313.47° Gupce Oot =. a 53,090.47; py ge a Fe gy dy 
038.33; 2-dr. hardtop, $3,929.33; conv., $4,-| IMPERIAL — Imperial — 4-dr. sed., $4,|2-dr. sed., $2,968.47; 4-dr, hardtop, $3,-| 5-°452,,Custom ,V-8—4-dr. sed., $2,285; 4. 
2 ; 7 , , ; . ’ *~| dr. hardtop, $2,370; 4-dr. 2-seat stat. wag., 
051.33. (Dynaflow standard on Century, | 763.50; 4-dr. hardtop, $4,763.50; 2-dr. hard- | 257.47; 2-dr. hardtop, $3,180.47; conv., $3,- $2,572; 4-dr, 2- seat hardtop stat. wag’ 
Super and Roadmaster. Power steering . foo osabe bee ks a a as 4-dr. 2-seat hardtop stat. wag.,| $9657. 
t lard Super and Roadmaster.) -dr, hardtop, , -00; 2-dr, hardtop, »~ | $3,541.47. Series 98—4-dr. sed., $3,740.55; STUDEBAKER—Cham 6—4-d 
by up 9 62 — 4-ar. hardtop, | 137.0%; $9516. LeBaron—4-dr. ‘sed., | 4-dr. hardtop, $4,012.55; 2-dr, hardtop, $3.-|tom sed., $2,048.89; ee en cee’ = 
CADILLAC — Series 62 — 4-dr. hardtop, | $5,646. Limousine prices not available. | 936.55; conv., $4,216.55. (Jetaway Hydra-|179.79. 3-dr’ custom sed. $2,000.59: "2-45 
$4,780.96; 2-dr. hardtop, $4,676.96; 4-dr. | (Torque-Flite, power steering, power brakes | Matic, power steering, power brakes stand- deluxe sed... $2,122.99 Commander | V-3— 
h k Cit ti Sedan deVille hardtop, $5,255.96; 2-dr. | standard.) ard on Series 98.) 4-dr, custom sed., $2,173. 29; 4-dr. d 
- on— : LINCOLN—Capri—4-dr, sed : : 4 
Safety Chec a Coupe deVille hardtop, $5,115.96; conv., = ae ates —— & he Sabre. PACKARD — (Prices are for 1956 mod-| sed., $2,295.09; 2-dr. custom sed., $2,123.59; 
. . se $5,292.96: Eldorado Seville 2-dr. hard-| “Fr. hardtop, , ; 2-dr. hardtop, ,576. | els) — Executive—4-dr. sed., $3,465; 2-dr.,|2-dr. deluxe sed., $2,242.09, President Vv 
A plaque commending California's San top, $7,285.96; Eldorado Biarritz conv., | PFemilere—4-dr. sed., $5,221.50; 4-dr. hard-| hardtop, $3,560, Patrician—4-dr. sed., $4,-|—4-ar, sed., $2,407; 2-dr. sed., $2, 357,98 
Diego County for conducting one of the , Se eee ie “| top, $5,221.50; 2-dr. hardtop, $5,075.50; | 160. 400—2-dr. hardtop, $4,190. Caribbean—| President Classic -— 4-dr. sed., $2,538. 
9 .. | $7,285.96. Sixty Special—4-dr. hardtop, $5,- | cony., $5,308.50. (Turbo-Drive, power steer-| 2-dr. hardt 5,495; 995, (Ultra 
ful safety-check programs in 2. Seri 5—8- d., $7,439.88; oe ee ’ r. hardtop, $5, ; conv., $5,995. ( -| Station wagons—2-dr. 2-seat Pelham 6, 
most successtu _ | 614.32. Series 7 pass. sed., 499.85; | ing, power brakes standard.) matic standard on all models. Power steer-| $2,381.59; 2-dr. 2-seat Parkview V-8, §2,. 
the U. S. is accepted by DeGraff Austin, | Imperial limousine, $7,677.88. (Hy dra- MERCURY—Monterey — 4-dr. sed., $2,-| img and power brakes standard on Carrib-/| 504.69; 4-dr. 2-seat Provincial V-8, §2- 
left, chairman, San Diego County Board Matic, power steering, power brakes stand- | 605; 2-dr., sed., $2,536; 4-dr., hardtop, $2,-| bean.) 560.72; 4-dr. 2-seat Broadmoor V-8, §2,. 
’ ‘ 





ard.) 723; 2-dr. hardtop, $2,653; conv., $2,965. PLYMOUTH—(Prices are for 6-cyl. mod- | 665.97. Hawks—Silver Hawk 6 cpe., $2.- 


of Supervisors. Others, from left, are CHEVROLET — (Prices are for 6-cyl. Montclair—4-dr. sed., $3,148; 4-dr. hardtop, | els. For V-8s, add $100.) Plaza—4-dr. sed., | 141.59; Silver Hawk V-8 cpe., $2,263.17; 


F . $3,277; 2-dr. hardtop, $3,196; conv., .390. | $2,024.75; 2-dr. > ‘ 25; en “ jm i 
Ronald T. Strong, president, San Diego! povels. For V-8s, add $100.) One-Fifty— Samelee Gules hae timo jase. $s 4.75; 2-dr. sed., $1,978.25; bus. cpe.,| Golden Hawk V-8 2-dr, hardtop, $3,181.82, 


County Safety Council; Walter C. lunds-/|4-dr, sed., $2,048.32; 2-dr. sed., $1,996.32; 


. Inter-Industr util. sed., $1,885.32; 2-dr. 2-seat stat. wag., 
ford, Western director, Inte Y | $2,307.32, Two-Ten—4-dr. sed., $2,174.32: 


acs, he made |S220028, Rwofen_4ndr, aed, $2,743) New Commercial Car Registrations, 


the presentation; and Marvin K. Brown,|4-dr. hardtop, $2,270.32; 2-dr. hardtop, 

president, Motor Car Deolers Assn. of $2,204.32; 2-dr. Apel stat. SS 
* . | 402.32; 4-dr. 2-seat stat. wag., $2, -32; 

San Diego. Austin accepted the award) joins coat stat. wag., $2,563.32. Bel Air— All States for October 1956-55 

in behalf of the county's 10 cities and the | 4-ar, sed., $2,290.32; 2-dr, sed., $2,238.32; 9 


dea iation. |4-dr. hardtop, $2,364.32; 2-dr. hardtop, 
desler _assoctotone | 52 299.32; conv., $2,511.32; 4-dr., 2-seat 





$1,868.75. Savoy—4-dr. sed., $2,163.50; 2- (Overdrive standard on Golden Hawk.) 






















Truck registrations by states 


stat. wag., $2,580.32; 2-dr. 2-seat Nomad 






















































































2 2. ie jare released here weekly, as Dia- SG. Inter- 
|}stat. wag., $2,757.32. Corvette—Hardtop| | . Brock-| Chev. M cae Stude- TOo- 
Chrysler Division |epe. or conv, (V-8 only), $3,465.32. on by J — way | rolet — Dodge} Ford | c. — Mack | Reo | baker | White | Willys | Misc. | TAL 
D C cil | CHRYSLER—Windsor—4-dr. sed., $3 030 : 
le 4-dr. hardtop, $3,159; 2-dr. hardtop, $3,-| 36 States Previously "56 9| 13026) 213) 2401) 12177; 3561; 5079} 629) 147! s-257 643; 1259/39 1 
eater oun ean: —— ivaton’ ba.068 ‘Nit, | Reported for October 55 22| _17223| _213|_—-2905| 12338} + 4629| 4392) 575; 159/426) ~—— 749 __ 1468] 2a pl 
Yorker—-4-dr. sed., $4,108; 4-dr. hardtop, | ©@!'fornia "56 2) 3669; 40/439 2812; 562; 628 20,4) tsi] CSB) 227) S301 
Reelects Duckett $4,194; 2-dr. hardtop, $4,137; conv... $4.- z oe 4| Lised - x =| oa $71 | 35| 37| 77\ Bi} 303} 214) B10 
573.50. Station wagon prices not available. eorgia 7 | | | | | 165) 20) 3 9) 32) z 14 192 
DETROIT.—A. L. Duckett, A. L.| (roriue-Filte, power steering standard on | ‘55 | 881; —st|_—to2|_—=552)_—s208|—st3z]_ 23], S| S25] S338] 
Duckett Sales & Service, Provo,| saratoga and New Yorker.) Indiana ‘56 617) 13; «145 635; 121; 330) S49) iT 17 55; 23) 55| 2071 
Utah, was reelected chairman of | aeeen =i Prices - for 1986 motte. > 55| 1101) 8| 161} 663} 227| 344| 21) 15 62 77\ % 111] 2826 
e - uxe—4-dr. sed., , . Super—4-ar. "Sal | a) j j j a = . 
the National pee eecneen. as $2,866; 2-dr_ hardtop, $2,916. Custem —_ = 390 ial 4 7 a 3| | 1 w as te 
i = - - d. ,069; 2-dr. . . L 1 -- — ae 
a es eee ane een ee. | Manaenenl a a aaa saa) esa 
ing here. 695. (Turbo-Drive, power steering, power ‘55 | 8} 390 B} 07} 393) 130) 135) 23) 9) 39) S57] 8] 137 
Other officers elected were L. F.) brakes standard.) Mississippi ‘36 558) | 38 394/138) 220 7| | 10) 5 13} 1} 1384 
Harris, L. F. Harris, Inc., Worces-| DesoTO — Firesweep — 4-dr. sed., $2,- 35 | 839) }___75}_S52]__ 206} 149} ! 5] 1d 1) __ 1850 
M vice-chairman, and E, J.| 723.50; 4-dr. hardtop, $2,858; 2-dr. hard- | Missouri "56 | 642)  25| 79; 500) 187). 294 10) 10 6; 24) ~—S—«20)Ss«i SS )Ss«N 
ter, Mass., Sot top, $2,782; 4-dr. 2-seat stat. wag., $3.- "55 | 1081} 14, 101}, = 697) 249] 223) 12} 18| 23) 17; 28) 18} 2481 
Craigo, Craigo Motors, Jackson,|{{5'so. 4-ar. ‘3-seat stat. wag., $3,256.50. New York 56 26; 1149 ~—-27|~S««427;~=«#433|~=S«453)~—=S78t| SB] ~~SG |S) SC*N | So) ~—=«d6) S08 
Miss., secretary. | Firedeme aan ter Gas hasten. Gana ‘55 48| 1302 19) 470) 1158) 444} 453) 139) 52} 2] 2t|_ 63) 88} 448 
Joining them on a seven- man | conv... $2,301. " Firefilte—4-dr. sed., $3,- | Oregon ‘56! | 392 2 64 285 135) 194 8} 17; 16 29; = 105) 62) 130? 
executive committee were C. G. Mc-| 426.50; 4-dr. hardtop, $3,610.50;  2-dr. 5 — = 3 i . at 428! aos a 21| 8} 3 23| «187 31} 19% 
Inc.,| hardtop, $3,553.50; conv., $3,830; 4-dr. | Pennsylvania *56) I | | 1107! 278) 7 18) 40) 101} 165} 43) 3650 
Kimmie, et eS | Qyscat stat. wag.. $3,921.50; 4-dr. 3-séat 55| 241216} ~—=—30|_—=—«358| 926] +390) ~——446| =a] = 13] at} 106} 133] 25] 3848 
Richmond, Va; AYNES, | stat. wag., $4,063.50. (TorqueFlite stand- | souih Carolin 755] yp 
Ha Mot Inc., Bridgeport,| jouth Carolina | 352 | 22 tee, Bl 2 10) 1 3| 2 2 | 636 
ynes otors, n & ot ard on Fireflite.) 55! | 173| | 18} 113) 47) 36| 8) | 3| 2) 2 402 
Conn.; J. D. Moulder, Moulder Mo-| popGr—coronet 6—4-dr. sed., $2,410; | Texas "56 2315; «19 +~=«182; «834 +~=«355| +622) +~SC2| ~S*«i)S*=«w)SC«dOO|~SC~S|S*«) SC 
tors, Inc, Tonawanda, N. Y., and | 2-ar. $2.5i7.50; 2-dr, sed, $2,437; 4-48. | —— ‘55! 4758} 12| 480) ~—-2826|—760|_—«730|_—S59|_—S2|_—65|_—s47|_—=125| == 24| 9988 
Wes J. Gordon, Jack Schleifer, Inc.,) ft i.5° Si 'e04,” auar. hardtop. | $2,599; | Washington *56| | = Ce yy yy ah hme SS 
Huntington Park, Calif. conv., $2,800.50. Royal V-8—4-dr. sed., nearer geese Eg ee oe el re ed wel 18] __66]__94|_32|_1454 
$2,656.50; 4-dr. hardtop, $2,763; 2-dr, hard- tates Reporte "56 53| 25604) 403 4417) +«-23146| «6297, -—«9317|—=«'1'9%6|—S=«316| ~—«469| + +«1260| +2258) +1316) 76052 
nes > i ye motenet| $2,713.50. Custom Royal V-8—4-dr.| To Date for October ‘SS! 106| 33430] 376 _5680| 23673] 8609| _185| 1078] 48] 3 1476| 2628| 863) 87262 
Chrysler er Council is made | . Pee oe, ie Year "56 764) 255196) 3451) 48515) 227470' 70471, 92735; 11219| 2577, 7658) +13078| 18720) 9860| 761714 
of the chairmen of 18 regiona pak . oe, sabanton $2,819; 2. | —"o_Dete ‘S5|__-882| 266729} —_3056| 56056; 246346| 67218] 86177) 8839| 2573) 9363) 11919) 21729)  6841| 787728 
Chrysler dealer councils from coast) ldr. 2-seat Sierra, $2,890; 4-dr. 3-seat| ‘The information contained in this report has been compiled from official state documents. Every reasonable precaution has bees 
to coast, plus five dealer-members | sierra, $3,018; 4-dr. 2-seat Custom Sierra, | exercised to insure accuracy of this report to the extent of the registrations received and tabuioted f a time the report is published. 
appointed at large. $3,032; 4-dr. 3-seat Custom Sierra, $3,159.'R. L. Polk & Co. cannot assume any liability by reason of inaccuracies or omissions."—R. L. 





New Passenger Car Registrations, All States for October, 1956-55 
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32 States Previously ‘56 «8S9|-«-2926| «3785! +3008) +=—«s97| «2839 +—« S935] 11675! 23654) 49070) 1381| 9385 58858| 14330) 3430| 49553) 13106) 10725! 91144) 655 Léa 2339| 2993) 182773 
Reported for October "S| 1563) 3354] 4917) 4135) zi 3171 11013] tts] 36727] seeas] 1458/1336] S| 73828 26398 8} _2428| 62976| 20498| 16672| 128972| 1889 4879|  1653| 250676 
eee ae ee ee | S73\ Naga Best Saal 9756) “5/2611 2611 20; 12872\ 3171! 783) 11035) 2471 lie "a7 455| 3013| 43197 
55] 318, 836) 1154) 946) i" 861} 2745} 2920! 7601} 12022] 626 34) 16711 ) 603) - 3257| 3919| tr] 755; 1157| 2266) 51998 
Sch $6) 9 100) SO a a | 239 90) 2962 487| 546) 4444) e 8 eo; 9244 
9 ‘55 | 3) «89 2 128 3! 80| 383] $05] 1108] 27381 aa 480 39591 983 2827, 777| ~—*793| ol * 30| 1005! 
—— 56) Si) 1%) a7) 9, 147) 363; 632| 1322) 3448) 127) 622) 1; 4198) 1221) 205) 3875| 1054) 865 | = 7 7%| 13278 
‘55 i2| ool az! «sae! snl 2s7] 948, 15301 30351 47251 9711083 1] 5906| 2770) +181} a 1902| 1846| 68 i4e| 396] seal 78] zm 
— 56) 69) «104, —S=«O 3) 48) 137) 322) 594) 1350) 29) ~~ 241; | 1620) 506) 65 373) 330) 3 34, +37) -24)~~«So”? 
+56 | 48; 110 ~=—sSse| tS 6} 97, +~—«398| +545) 1204]~—«1925| = 32] a7 3} 2431; 8401 a 2331 as = is] 83 109} 172| 22 
Kentucky 5 7s) | | 7 al 123293) $34) 1375/27 25 , a a 1705| 380 2904 8 39 5206 
55 31 44 | 77 2] «63 380} 762) ‘1817 19) 364 706 | zi 1573| 494 Fn 3164 x 3a| a te 608 
—— 5 1 rT) a g) #) 285 539] 2241 14) 213 437) 1972| 490 a amis 
‘55 | iol 43} 83] t| lost a8] ea] 2189] a7] 488 3 20 633| cal aera] ae ie a 1m 162 | 8 
Ss a ee 735| 136) 2071 “én Tie! 302 au 
epoeaens . 55 109} 319] +428 Bu 0 732} 604) 1043 ua 3112] 62 i 3| tor] 919 103} 3109 ioral 23 $080 | Wl ow 348] 201] 12988 
: 5 11s) 145 122) 154 2033) 27 [| 2327)  437| 90) 2025) 680 3653 17) | 82 59 6947 
Wtaneeote 5 iil 136 m1 205 $| tel ast 7 1593 2119 = iss | 2797 1M it 2592 360 a 5021} 1! . aa - 
Wintatpel 56) 5 7 Ty 1 19) SI ae 323 a2] 122 | 1028 ¥] 910) 193) 165) 1545 5 % 
‘55 | 9 23 321 sol : 59} 183| 476| 77 im 189 14% are ne ms 326| 2959 20| 72 | 2 5335 
mes 56) ie) 14 Tel) 112 163) 248) 935) ~—~1484 504) 2; 3139) 793 a8 4) 5593) ~~? aa; 155| 61 10813 
an 55) 7 | Mtl tel uol_sasv]easl naan] 93] seav] 68 1063] 1| 5079 1a28 158! 470] 1479 ise 9538 2 214] 281 Hy 18124 
CS) as 6903) 6332-324) 1760| 10| 10426) 34281 900) 9331 2451| 19696 344| _478| 1305) 39636 
New York 5] 248] «= 743) «99 175 852) 2557) 4563] 9122] 9687 321} 2453| 7| 12448} 6511] 469} «411006 3i80| 3540] ress = 1101 70 51 (28 
hic 5 94) 361) 455) —~—CO 7 518) 1210) 1650| 3837| 6720) 229) 1360 4) S313) 24s) 332) 6962/2014 Heat 13674) “ 26751 
‘55; «21, «Ss«370| += 491; «= 479, «= s30| ~—s«S19] 1942] +2374] +5344] +784) ~=—«dt701 «1646 7| 9607| 3591; 232 2346 15017 zi 430) io 31249 
nr ee 2) 118) 14) 7; 31) 173) 207) 487| 11921 Zl 161 1) 140i) 363 15 282 7 4486 
55 | 217] 2% i 13} 144] 457] 495 17 1964] 102] ~—«S10 2| 2578 798! sl | ise] 4087 “| 260| Bel 
; 56) ~—«145| ~—~—«65| SCSI 513) 1141 1272 1| 7223) 2298 as 2067| 1601; 12582 is a 25904 
ne 55) «76 | Go! iol 91 val 2099] aer7|_aea7 ie 744 1782 ; 9457| 4340 8755 = 24361 190761 3681 aaa a2 345 aa 
; 56 a 20 may 3) 126 542 «| tel) 29) 6a? 105) 1129 17 29 
poem Corctins ‘55! 10| 12 21 15 22 | tel a4 “ | 487; 1861 = s«A2 bl a 146| 1140 sl a i 
Texas 56) 4; 168) 217| 272) 20) ~-250)~=CS a ae 7 va] 1133 : 8891| 1934| 463) 0488| 1778| 1321| 13904 i sor 
55) 72; 167; +=—«-239| «S384; 21] 266) 1017]! 778 132} 1845 5| 9657| 3277| 475) (10599| 3014) +2565]. 19930 961 313] 4081 Ol 43910 
A... ae 3) 6|  @O| 191) 346) 726) 1237) +33) +190) | (460) Seal. 48) 1401) 244) 311) 2363| 17] @o| 97] 206) 512I 
‘ 756) 3%) 141) 179) «103 $6, 80| 191| 346) 726| 1237) —~*33)~—~«190 362| 45) ~«*1401| 244) ~—«3t) 2383 17 97| 2%| 512 
Vortiagten ‘S| st} ~—207}~««268}~=Sst52}~=Ss«S|Ss«t79),~—=s at 634] 1382] taS7t | 365 3} \eer| Fea tae] Bolsaael saa | ssl anal 38] 9830 
ee eS eat als Tags Sema Rusu Tetenal sine Teves cet Te 1 a 8 
ed "56| 1810) 6360) 8170) 7043) 444 14070) 27896) "s6062| Tovis0| 3156|" 19786) G6) T3257 | 33772) 7562) 114633) 31053) 26316| 213336| 1357| 3784) Si41| 9540) 424414 
fy es ‘55; 3128 7e48 | | 10776) 9427| | Saas 7845 eae] 42418) 86610) 130936 sor | 31437| __129| 166009} 62188} 5406] 139822| 47165| 40323) 294904| 4458] 7069] 11527| 6219| 576045 
= "Se| 20036 70016) 98052| 93467| 7768; 85614) e4801| 405528| 777178|11 19886 re | 239009 13311396606 ae4von| 117472) 1323649) 381548) 308875 [2596446 26749 sé168/¥2917| 76020/s037239 
To Date 55) 31963} 120329| 123028] . 9797| 99736| 244132] 557920| 1034613|1299641| 27588! 312676 1640034| 646952| 113957|1359071| 501646] 448213! 3069839 83724| 128251} 48702| 6041768 
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EMEMBER that old financial- 

page line, “Business as usual?” 
Well, it jest ain’t “as usual” any 
more. Except for brief and spotty 
dips, business seems to say, like 
Emile Coue’s popular line, when I 
was a youngster: 

“Every day, in every way, I’m 
getting better and better.” 

Take this latest statistic—with 
its lift like the old car-horn that 
rang out like the bugle call, “At- 
tention!” Our national personal 
income for 1956 shows a rate of 
$327 billion. Back in 1929—that 
humpty-dumpty year that fell off 
the wall—the NPI was slightly 
under $86 billion. By 1933—oh 
boy!—it had slumped to $47 bil- 


lion. 

But in 1945, it rose to $171 bil- 
lion plus $222 million. Last year it 
reached $303 billion. And now we're 
rounding the last banked curve at 
a rate of $24 billion still better. 

Reminds me of a rhyme I used 
to put my daughter, Janie, to bed 
with: “Mr. Finney had a turnip. It 
grew and it grew and it grew. But 
the turnip did no harm .. .” And 
of course it didn’t, if you owned 
a piece of the turnip. 

I got to thinking about those 
figures over a once-nickel hambur- 
ger, priced at 50 cents, in keeping 
with our higher incomes. Jane and 
I were waiting for a commuter 
train to Great Neck, Long Island— 
to visit a friend we’d known in 
Tucson, Arizona, when hamburgers 
were a nickel and the national in- 
come was a way down too. 

7 7 * 


‘Adult Refresher’ 


A FEW nights before, we’d been 
at the Stork Club where no- 
body’s seen a nickel for years, and 
Jane had told me about automotive 
economy in big words from the 
“adult refresher” course she’s 
taking in economics. On the com- 
muter train, we compared notes 
and memories on automobiles. 

In 1900, there were only 4,006 
cars in the whole country—and 








predictions were there’d be fewer 
and fewer of those “horseless 
devil-buggies.” But by 1923, we 
had 15 million automobiles, And 
this year, 36 million households— 
73 percent of all the households 
in the United States—own auto- 
mobiles, with nearly six million of 
these owning more than one, In 
the last 56 years, we’ve produced 
152 million motor vehicles, 


And cars have influenced wo- 
men’s fashions, I think it was in 
1909 that the sun-tanned Outdoor 
Girl replaced the soft, white Gib- 
son Girl, when women took up 
driving. “Automobile wrinkles,” it 
was explained, could be smoothed 
out by applying raw, freshly cut 
cucumbers. 

Special women’s clothes were de- 
signed, including a long veil to 
keep a mother’s hat in place while 
her Outdoor Girl daughter did the 
driving with no hat at all. 

Jane argued a little the other 
evening at Great Neck that this 
is a man’s world—that men rule 
the roost because they buy the 
eggs. But it isn’t you know, It’s the 
gals who own 70 percent of the 
wealth in the United States and 
who spend close to 80 percent of 
the family income. Even tomb- 


stone ads are directed largely to} 
women — and garment makers} 


thrive. I saw an automobile pitch 
the other day that said its car had 
“an off-the-shoulder sweep.” 

* * > 


Women and Plows 


UT it is a motor-over-muscle 

world, all right. Primitive man 
hitched his woman to a plow. Then 
in a burst of well-advertised gal- 
lantry, he took his mate out of har- 
ness—because he discovered a bul- 
lock or horse could supply more 
power. Then came the tractor. In- 
dustrialization through the cen- 
turies has substituted motors and 
fuels for muscles. 

In 1900, we used about 10 mil- 


Cars to Cost $261 More, 


State of Oregon Finds 


SALEM, Ore.—The State Fi- 
nance Department has announced 
that each new car purchased this 
year by the State will cost $261 
more than last year. 

Reason for the increase, the 
department said, was that Gen- 
eral Motors has stopped bidding 
directly from the factory and 
that wholesale prices have gone 
up. 








Used-Car Notes 





AUGUSTA, Ga.—The City Coun- 
cil has adopted a new business 
license ordinance despite stout ob- 
jections from a delegation of used- 
car dealers. 

License fees for used-car dealers 
were boosted from a 1956 figure of 
$171 plus 25 cents for each car sold 
to a flat $250 fee in the new ordi- 
mance. License fees of new-car 
dealer were boosted from the same 
scale last year to $350 for 1957. 

Rudolph O. Broome and M. J. 
Padgett, spokesmen for the used- 
car dealers, told. councilmen they 





Ford Rewards Salesmen— 


Thurlo Newell, left, Ford general field 
manager, Los Angeles district, presents 
certificates and cash awards to salesmen 
who took part in a product knowledge 
contest. From left are Newell; Robert 
Cadie, Hamlin W. Nerney Ford; Ed Pessell, 
Hollywood Ford, who took first place, and 
Jack Haney, City Ford. Ford salesmen 
from 13 Los Angeles dealerships com- 
peted in the contest. 


felt used-car dealers “are being 
discriminated against” in being 
charged as much as $250 in rela- 
tion to $350 for new-car concerns. 

Broome noted that new-car firms 
sell accessories and service, while 
used-car dealers sell only automo- 
biles. 

Padgett told councilmen that “just 
about all new-car dealers” have had 
their ad valorem taxes reduced and 
that “some of them have been cut 
in half” during the last year, while 
tax assessments on used-car firms 
have remained about the same. 

The used-car dealers were re- 
minded that amendments to the 
ordinance could be made by Council 
at a later date and still would be 
effective on 1957 licenses. Mayor 
Hugh L. Hamilton advised the dele- 
gation to present a substitute plan 
for licensing dealers for considera- 
tion: by the Council’s finance com- 


mittee. 
* * * 


Austin (Tex.) Assn. Elects 


Butler as President 

AUSTIN, Tex. — Roy Butler has 
been elected president of the Austin 
Independent Car Dealers’ Assn. to 
succeed Charles Partlow. 

Other officers are Bruce Fowler, 
first vice-president; Ervin Kaatz, 
second vice-president; Jack Good- 
win, third vice-president; Bobby 
Marshall, recording secretary; E. M. 
McPherson, corresponding sec re- 
tary, and Virgil Downs, treasurer. 

x & » 
New Home for Haga 

BECKLEY, W. Va.—Haga Motor 
Co. (used cars), 603 Neville, is 
scheduled to open in its new loca- 
tion Jan. 1. Clyde Haga, Beckley, 
and J. K. Whitlock, Fayetteville, 
N. C., are the owners. 





lions of horsepower, By 1950, we 
were using close to 90 millions. 
That's the factory system—ma- 
chines over brawn, the age of 
power — that Jane’s re-learning 
about in school now, which many 
of us dedicated to automation 

learned the harder and slower 
way. 

And of all our growing national 
income, the source of largest pro- 
portion — $90 billion—is manufac- 
turing, of which the motor vehicle 
is a tremendous item: Our auto- 
motive shipments to foreign coun- 
tries alone last year totalled $1 bil- 
lion, 367 million. 


The factory or wholesale value of 
motor vehicles produced in the 
United States last year—9,169,276 of 
them—was $14 billion, 474 million. 

P. S. On the way back to New 
York, Jane remarked that what 
with our growing and growing Fin- 
ney turnips in the form of national 
income, we don’t need nickel ham- 
burgers anymore. But it would be 
nice, she said, to have a good old 
Tucson 10-cent hamburger she 
could buy for a quarter after her 
economics class. The thing is, we’ve 
got plenty of good 10-cent ham- 
burgers. The catch is they cost 50 
cents. What we really need is a 
good 25-cent quarter. 





Speaking From Experience— 

Dealer training programs take a new twist in the new Retail Dealership Manage- 
ment Conferences at the Chrysler Corp. Training Center, Centerline, Mich. Each of 
the three-week conferences has for its chairman a successful dealer who discusses his 
own business, his methods of operation and management in every department of his 
dealership. He also answers questions and makes recommendations and suggestions 
about dealership operations. Paul Pasmantier, DeSoto-Plymouth dealer from Elizabeth, 
N. J., is shown as he prepares to answer a question by one of the participants in a 
recent conference. 
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IT’S EASY WITH THE VALVOLINE 
33,000 MILE GUARANTY PROGRAM 


Now ... an assured way to make certain that the new cars you sell 
return to you for continued service and lubrication. With the Valvo- 

- line 33,000 mile guaranty program you can guarantee perform- 
ance of the Valvoline lubricated chassis or 


-engine parts of any 


the first 33,000 miles, or the first 24 months 
of operation. Valvoline will foot the bill 
for repairs or replacements during the 


guaranty period. 
Valvoline’s 33,000 


builds goodwill among your customers, too 
. . . keeps you in contact with them until 
they are new car customers once again. 


You get these Selling Aids 


at no cost to you! 


* Newspaper Mats 

* Display Material 

* Display Racks 

* Follow-up Literature 
* Direct Mail Folders 
* Signs, Reminder Ads 


WORLD'S FIRST 


ALVOLINE 


MOTOR OIL 


Division of Ashland Oil & Refining Company 
General Offices and Refinery — Freedom, Pa. 





new car you sell for 


Mile Guaranty Plan 





MAIL THIS COUPON TODAY FOR COMPLETE INFORMATION 
NO OBLIGATION! 
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| VALVOLINE OIL COMPANY 
FREEDOM, PENNSYLVANIA 


| | would like full information on the Valvoline 33,000 Mile 
] Guaranty Program. 
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Highways 


Four basic tests to be applied to 
any solution of the problem of pro- 
viding service facilities for the new 
41,000-mile interstate highway net- 
work have been recommended by 
C. Z. Hardwick, executive vice-pres- 
ident of Ohio Oil Co. 

“Preservation of competition in 
serving the market” was the first 
test suggested by Hardwick, who 
added: “By competition I mean a 
situation in which the independent 
jobber and the small operator, as 
well as larger companies, are free 
to compete for a share of the busi- 
ness.” 

The other basic yardsticks cited 
include: Provision of the brand 
choice which motorists have come 
to demand; keeping dislocation and 
loss of business to a minimum by 
making full use of existing facili- 
ties wherever possible, and accom- 
plishment of these goals without 


Emotional Driver, 
Plus an Auto, 


Equals Tragedy 

The combination of an 
emotionally-upset driver and a 
modern car creates a lethal weapon 
responsible for most of the annual 
40,000 deaths on highways, accord- 
ing to Dr. Elmer Siebrecht, profes- 
sor of psychology at Seattle Pacific 
College. 

Siebrecht, in Home ¢& Highway, 
a magazine of Allstate Insurance 
Co., writes that accident studies 
have shown that emotional insta- 
bility or irresponsibility is the 
cause of most of driving accidents 
on the streets and highways today. 

Some authorities have estimated 
that from 80 to 90 percent of driv- 
ing accidents stem from these 
causes, he said. 

Most of us receive emotional. up- 
sets and frustrations of varying de- 
grees in our daily living, Siebrecht 
wrote. Whether these will be re- 
flected in our driving depends on 
the type of person we are. 

He divides drivers into four 
groups: 

Those who are responsible, ma- 
ture and well adjusted; those who 
are beset by emotional problems; 
those who are subject to anxiety 
and moods, in these periods they 
miss red lights, etc., and those con- 
stantly at odds with the rest of the 
world. 
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& Safety 


interfering with the design charac- 
teristics of the highway. 

Examples of possible plans which 
meet these tests were advanced for 
consideration by Hardwick. 


One plan envisions. the incorpora- 
tion of existing parallel roads into 
the new system by linking the old 
road to the interstate highway at 
“logical” points, permitting the mo- 
torist to turn off, refuel, have din- 
ner or stop for whatever else he 
needs and then return to the main 
road. . 

Another possibility was the loca- 
tion of service facilities along inter- 
secting roads which feed traffic into 
the interstate system. Entering traf- 
fic could be serviced before reach- 
ing the intersection and motorists 
already on the highway could turn 
off, receive service and then con- 
tinue. 

A third alternative would be con- 
struction of new parallel service 
roads, operating like a railroad sid- 
ing, permitting vehicles to swing 
off the highway, down the service 
road and back into the main stream 
of traffic. 

A final plan would provide for 
service facilities along the exit and 
approach lanes of the through high- 
way at intersections, permitting 
service closer to the through route 
itself but still locating facilities on 
private property off the state- 
owned right-of-way. 

. 


Safety ‘Critical:? 
Governors Urge 


Uniform Laws 


The Governors’ Conference Com- 
mittee on Highway Safety has 
termed the traffic safety situation 
as “critical” and said that many 
states must recodify motor vehicle 
laws to conform with the Uniform 
Vehicle Act. 

The governors’ recommendations 
include: Establish a highway safety 
committee to report to governor 
and Legislature; step up traffic law 
enforcement; require a non-fix 
traffic ticket; establish minimum 
fines and penalties; make certain 
conviction and accident records are 
sent to sate states of residence and 
take action on drivers convicted or 
involved in accident in other states, 

The governors, also would require 
all judges to report convictions 
to the state records unit; insure 
license standards meet or exceed 
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those of the Assn. of Motor Vehicle 
Administrators; enact laws to per- 
mit municipalities to adopt stand- 
ard ordinance and promote driver 
education in schools. 
* * + 
1,599 Milwaukee Drivers 
Lose Licenses on Points 
Drivers’ licenses of 1599 Mil- 
waukee motorists have been sus- 
pended or revoked since Wiscon- 
sin’s “point system” for traffic 
offenses became effective last 
Aug. 1, @ survey has disclosed. 
Milwaukee county courts 
accounted for 1,000 of the sus- 
pensions or revocations, 319 were 
suspended by the motor vehicle 
commissioner and the children’s 
court suspended licenses of 280 
juveniles. 
+ « = 
Only 14,000 Trained 
| Of 230,000 eligible students in the 
716 public high schools in DJinois, 
14,000 have completed driving 


courses, according to A. E. Florio, 
a University of Illinois professor. 


He suggested that training for all 
could be made possible with a $1 
increase in driver license or auto- 
mobile license fees. 

* * 


Bacon Gives School Cars 


The Hermosa Beach (Calif.) 
school system has been presented 
with two dual-controlled Ford cars 
by Les Bacon & Sons (Ford). The 
cars will be used in the driver- 
education programs of the Mira 
Costa and Redondo Union High 
Schools. 


H ighway Program 
‘Watchdogs’ Urged 


The National Grange in its an- 
nual meeting has called for vigi- 
lance at state and local levels to 
make certain that the Federal high- 
way program is carried out on a 
sound basis. 

The Grange said it had vigorously 
supported the program and “must 


How They're Pushing Sales .. . 


Dealer Ad Ideas 


‘Prices Are Born Here .. .” 
TRADER KARL, a used- 
car dealer in Burlington, Vt., 
declared he will take “anything of 
value in trade toward a good used 
car.” 

Operating with the slogan, “Prices 
are born here—raised elsewhere,” 
the firm announced it would take 
in trade such items as “hunting 
clothes (not needed now); guns 
(you can have them back next 
year); household goods and ani- 
mals such as cows, 
pigs, but no pets.” 


Weekend Prize 
AYLAN PEARCH (Ford), New 
Orleans, is offering weekend 
use of a 1957 Ford with a tankful 
of gasoline as a luncheon attend- 
ance prize for civic clubs. 
> > > 


Ad of Thanks 
NOX Buick, Inc., Syracuse, N. 
Y., observed Thanksgiving Day 
with an institutional newspaper ad 
that combined a merchandising 
message with an expression of sen- 
timent suitable for the occasion. 
Said the ad in part: “In a world 
of great sacrifices and much, much 
greater services, some without any 
reward whatsoever, our contribu- 
tion is meager and not wifhout the 
necessity of commercialism. 
Devotedly, though, we are none- 


Calendar 


(Continued from Page 12) 


General 
Jan. 31-Feb. !—Private Truck Council of 
America, i8th Annual Convention, 
Sheraton—Jefferson Hotel, St. Louis. 
Feb. 47—National Automotive Acces- 
sories Manufacturers of America Expo- 
sition, New York Coliseum, New York. 
March 6-8—Annual Spring Technical Meet- 
ing, Pressed Metal Institute, Hotel 
Carter, Cleveland. 
March 11-12—Annual Convention, 
dian Automotive Wholesalers’ 


Cana- 
& Man- 
ufacturers’ Assn., Windsor Hotel, 

Montreal. 4 
March 13-14—National Automotive Serv- 

ice Show Show Mart Bidg.. Montreal 
March 25-27— American Society of Tool 

Engineers, Technical Meeting and Con- 


vention, Shamrock Hilton Hotel, Hous- 


ton. 

May 912 — Midwest Automotive Trade 

os Kiel Auditorium, St, Louis. 

Apr. 4-7—Southwest Automotive Show 
Dallas. 


Canada Held Unlikely 
To Pare Car Excise 


OTTAWA.—The Canadian Au- 
tomobile Assn. has presented two 
briefs to cabinet ministers re- 
questing a reduction or elimina- 
tion of the 10 percent excise tax 
on cars, but there is little hope of 


chickens and! 





theless deeply appreciative and 
thankful for the confidence you 
have placed in our humble efforts, 
for your cooperation in making it 
possible for us to serve our friends 
with the best we have to give.” 

* * * 


Oxnard Dealers 
Put the Finger 
On Santa Claus 


“Who? What? When? Where?” 
asked the Oxnard New Car Dealers 
Assn., Oxnard, Calif. in a news- 
paper ad with Christmas pitch, 

The answers: 

Wuo?—“Santa.” 

Wuat?—“. . says give your 
family a new car for Christmas!” 

Wuen ?—“Christmas ... as we 
said, but look at the new cars 
NOW!” 

Wuere?—“At your Oxnard new- 
ear dealers ... of course!” 

The ad continued, “Nobody, but 
nobody else will make you a ‘deal’ 
on a '57 car like your Oxnard new- 
car dealer. Let him convince you 
why it REALLY costs less to buy 
at home...” 

The ad was signed by 13 new-car 
dealers. 


Direct Line to Santa 
OHN J. SULLIVAN, who ac- 
quired Banner Buick, Inc., 
Naugatuck, Conn., from Frank 
Hunt last August, has found that 


institutional advertising pays divi- 


dends. 


His December radio and news- 


paper ads featured a direct line to 
Santa Claus at the North Pole. 
In cooperation with the local tele- 
phone company, he set up a spe- 
cial exchange, and any youngster 
in the area could dial St. Nick at 
SANTA 9-8251. Six lines and auto- 
matic answering machines were 
ket busy. 

Sullivan estimated a total of 
15,000 to 20,000 calls before Christ- 
mas. The first hour of operation 
there were 1,277 busy signals. 


* * > 


Vote ‘Straight Chevrolet’ 


v= Presidential election gave 
Vic Potamkin Chevrolet, Phila- 
delphia, an opportunity to do a lit- 
tle electioneering of his own. 

He turned out a sample ballot 
showing Eisenhower first, Steven- 
son second and “Potamkin” third 
with an “X” indicating that voters 
should vote for him and “a straight 
Chevrolet ticket.” 

Several Chevrolet models were 
listed on the same sample ballot. 

. * 7” 
Warning on ‘Tricks’ 
C= you recognize a trick 
deal?” asked Larry Dimmitt, 
Inc. (Chevrolet-Cadillac), Clear- 
water, Fla., in a newspaper ad. 
The ad went on to warn 
readers that “a few of the boys” 
in the auto industry resort to 

“tricks” to get customers to -do- 

business with them. 

It briefly described several com- 
mon unethical devices and urged 
readers to “get all the facts” before 
buying a car. 








as vigorously support programs tp 
assure that the remaining mil 

of the . . . total highway system 
will receive adequate planning ang 
treatment.” 


+ +” = 
New Driver-Course 


Effective Feb. 2 in Mich. 

Clair L. Taylor, Michigan state 
public instruction superintendent, 
declared that the state’s new driver 
education law, which becomes fully 
effective Feb. 2, is being watched 
by other states to see what effect 
it will have. 

The new Michigan measure 
requires that persons under 18 pass 
an approved driver education 
course before being granted a ii- 
cense. All Michigan public high 
schools offer such a program, Tay. 
lor said. When the course is com- 
pleted, a certificate is issued to the 
student which he must show when 
he applies for a license. 


Make passersby stop, look, COME IN AND 
BUY. Priced within every dealers budget. No 
Pit—No Holes. Just plug into nearest elec- 
trical outlet. For indoor or outdoor display, 
Write for free literature. 
AMERICAN STAGE EQUIPMENT 
805 East 134 St., Bronx 54, N. Y. 


USED CAR DEALERS 
We can supply you with” 


CHEVROLETS 


FORDS 


1955 - MODELS - 1956 
other makes too 
lowest wholesale prices 
all cars clean 


As Near As Your Telephone 


EMKAY, INC. 


6850 Cottage Grove Avenue 
Chicago 37, Illinois 
Phone: MUseum 4-6969 
Ask for Ben Geller 


MOTOR | 
PASTE R 


OUR BEST 


parsedo® BUSINESS BUILDER 


Proved way to keep old custom- 
ers... getnew! Complete details 
on request. 


™ STEMAC 


1281 SO. CHEROKEE 
DENVER 23, COLO. 


THE BOOK 
THAT GIVES 


Wholesale Costs of All New 
1957 Cars 
and Equipment! 


Now you can know the exact 
Wholesale Cost of competitive 
makes. You'll SAVE many deals 
with this information. 

You'll never want to be without it. 
Prove this book’s authenticity and 
high value to you without risking a 
cent. We will send you a copy of 
“AUTO COSTS” for your free inspec- 
tion. Fill out coupon and 
mail at once. 
Auto Costs Publications 
P.O. Box 224— Dept. 
New York 1, N. Y. 


FREE TEN-DAY TRIAL OFFER 


| Gentlemen: Please send a copy of “AUTO COSTS” | 


co 
47 


which contains facts and figures referred to in your 
ad. | agree to either remit $10.00 or return the 
book within ten days. | 
Name 
Title. 

| Company. 
Address, 


| i I | 
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mileage Big Wage Boost, Shorter Work Week .. . 
~ = * e . 
Labor Aims High for ’58 
By Joseph M. Callahan hour in wage increases and fringe |ment and dealer approval was ex-| 
Staff Writer benefits. The men had been on | pected shortly. Negotiations were 
1 state HE United Auto Workers have strike for 18 days against mem- | disrupted by a partial strike in May 
endent, their sights trained on two big| bers of the San Jose Motor Car |and union complaints to the Na- 
GTiver objectives in 1958—the largest wage | Dealers Assn. and the Independ- | tional Labor Relations Board that 
fully boost in the UAW’s| ent Garage*Owners Assn. the employers were not bargaining. 
o> history and a shorter| Besides a pay increase, the work-| _ Following the settlement, Sid 
ettect LABOR work week. | ers received an additional paid holi-| Kline, who was chairman of the 
FRONT The UAW’s rank) day (the Friday after Thanksgiv-| negotiating committee for the 
3 oan and file approved the | ing), two weeks’ vacation after the| Minneapolis Auto Dealers Assn. 
pass shorter work week) second year and an extra $1,000 in| for eight years, was honored at 
re as the union’s major goal in the) life insurance. a dinner given by Local 974 of | 
. high | 1958 negotiations at the General/ Originally Local 1101 of the Ma- cieees "Wiehe Re, | 
Motors, Ford and Chrysler confer-| chinists Union and Local 576 of the| “Uns ‘Yvarehousemen, —— j ° i 
: oan ences earlier this year. , | Teamsters Union had asked for a ee and Helpers a er a ee 
to the Addressing the UAW’s annual| 35-cent increase. The dealers orig- Be as . z Newly chosen officers of the Ohio Automobile Dealers Assn. are, from left, Frank 
skilled trades conference last week| inally offered them a 10-cent boost. The unionists cited Kline for|€. Williamson, Marietta, treasurer; Glenn C. Teegardin, Troy, second vice-president; 
when in Chicago, Walter Reuther, UAW ]| The contract expired Oct, 16. “distinguished service in labor re-| Edgor G. Planck, Columbus, president; E. A. Molenske, Youngstown, retiring president; 


3 ttre 22 


president, said the union would| 
seek “the biggest wage increase in 
the history of our union” in the '58 
contract talks. 

Hitherto, the UAW’s biggest 
wage hike was 18% cents an hour 
in 1946. However, the largest 
gain, including fringe benefits, 
was the 21-23 cents per hour ne- 
gotiated in the current contract 
in 1955. 

Apparent to many observers last| 
week was the fact that Reuther has} 
already opened his verbal “artillery | 
barrage” with which he conditions| 
his members, the public and the) 
automotive officials for his “main 
push” when the talks open. 





| visors and other nonstrikers drove 
| in new cars individually. The strike} 


lations.” Kline, former owner of| 
River-Lake Motors (Chrysler-Plym- 
outh), has sold his dealership. 

* = * 


UAW Pledges $10,000 


To Stimulate Industry 
DETROIT. The United Auto 
affected dealers and garage owners| Workers Union has offered to con- 
in San Jose, Los Gatos, Santa Clara| tribute $10,000 as “seed money” for 
and Sunnyvale, |the formation of an organization 
In Minneapolis, a nine-month |to rehabilitate Detroit's industrial 
dispute between 550 salesmen and | slums. 
46 dealers, represented by the | 


In 2 letter to Common Council, 
Minneapolis Automobile Dealers Walte:: Reuther, UAW president, 
Assn., has been ended. 


Deliveries Blocked 


ap ree pia haulaway drivers re- 
fused to deliver cars to the 
struck dealerships, although super- 








| commended the Council for moving 
The settlement calls for a two- 


| to “rehabilitate the industrial slums 
year contract, although there is no 


provision for a union shop—one of Federal aid and to stimulate civic 


M. 


* 


R. Purdy, Van Wert, first vice-president; Arch O'Rourke, Toledo, secretary, and R. 
H. Zimmerman, Columbus, executive secretary. 
* * 


Sales Prediction Stirs 
Dispute at Ohio Parley 


By Sanford Markey 
Staff Correspondent 
CLEVELAND.—Predictions that 


i 


a “wait-and-see” attitude before 
accepting Ford’s statement. 


E. A. Molenske, Youngstown, out- 


1957 would be a banner sales year) going president of the Ohio group, 


with new-car deliveries reaching 


seven million were challenged im-| 
of ovr city by. proposing to seek| mediately at the Ohio Automobile | company’s plants were operating at 


Dealers Assn. convention here. 
The prediction of seven million 








also questioned Ford's statement. 
In his address, Ford reported his 


| “maximum overtime” to meet “un- 


Y. * *¢ ¢ the aetna "| action for the purpose of bringing | equalled demand.” 
___ | No Figures Mentioned ian, Looe 000A Ot the Retail) into useful and creative production | sales was made by Benson Ford, | 41. noted that the liberal credit 
ae : : © 211) land within the Detroit city limits| vice-president of Ford Motor Co. | , 
LTHOUGH he refused to de-| Clerks Union. : : : ident, | teT™ms of 1955 had been widely criti- 
scribe the 1958 target in dollars| oe fete ao + ace gl by idle, abandoned Carl E. aa ear aoa von Giles | cized, but added that the install- 
's and cents, Reuther said the UAW! $200 Draw Provided and obsolete industrial plants. said it wou —— P | ment buyers ng taking their pay- 
was drafting “its most ambitious” ‘ beat | ments in stride.” 
program. He said that it would Bae Ge aon - 108 & P P Some of the nation’s outstand- 
be formulated officially at the spe-| joaith and welfare plan if the alee. rospects Pour In... ing financial leaders, he said, had 
cial convention in early 1958. men are willing i. a fer tt and | assured him that they could 
Reuther also made a bid to | seniority in layoffs. The minimum | “furnish enough soundly 
seal the rift that had developed (monthly draws and commission Loeal Shows Blossom arranged credit to finance the in- 
between the UAW and the 250,- | schedules may vary among the dustry’s sales goals.” 
000 members of the union’s skilled | dealerships. Fribley maintained he could not 
- trades conference following the The salesmen ratified the agree- By W. C. Lockwood |munity Building. It was cospon- go along with Ford's optimism. A 


| Ny 


55 negotiations. He said the 
union would seek these changes: 

1. Supplemental agreements for 
special groups of workers, such as 
skilled workmen. 

2. Wage adjustments so that em- 
ployes will get the “kind of wage 
increases their skills justify.” 

* * * 


Representation Offered 


AN AMENDMENT to the un- 
* ion constitution to provide 
direct representation for skilled| 
workers in bargaining on both local | 
and national levels. 
“If you get. more for skilled 
workers,” he said, “you will get 
more for production workers and 


Dealers Continue 
Profit Meetings 


In Pennsylvania 


PHILADELPHIA. The last of 
the series of “profit conferences” 
conducted by the Pennsylvania Au- 
tomotive Assn. will be held here 
tomorrow (Dec. 18.) 

Two were held last week, one in 
Bradford and one in Williamsport. 
W. M. McCune and David H. 
Smith, both PAA directors, and E. 
W. Parkinson, PAA assistant man- 
ager, were speakers. 


Staff Writer 


NTERNATIONAL Autorama in 

Philadelphia, the city’s first ma- 
jor auto show since 1949, attracted 
more than 63,000 visitors, according 
to Daniel B. Michie jr., president. 

Perry B. Fina won the grand 
prize for his Fina sports special 
car, powered by a Cadillac engine. 


|A total of 18 other prizes were 


awarded to entrants in six special 
exhibit classes. No judging took 
place with production cars. 

> * * 


Demand for space at the Mil- 
waukee show (Feb. 9-16) has been 
so heavy that all available space | 
in the Arena-Auditorium will be | 


sored by the retail trades commit- 
tee of the Chamber of Commerce. 


* : * 


ROCEEDS from the third an- 

nual auto show held at Harris- 
onburg, Va., went to the local cere- 
bral palsy clinic. It was sponsored 
by the Harrisonburg-Rockingham 
Automobile Trade Assn. and held 
at the fairground. On display were 
30 cars, 10 trucks and auto parts 
and tires. 

* > > 


Eight dealers joined the Lo- 
gansport (Ind.) Chamber of Com- 
merce in the third annual auto 
show at the National Guard Ar- 
mory. Admission was 25 cents 
and for two of the four days it 


Cadillac-Pontiac dealer in Norwich, 
N.Y., Fribley declared that it 
would be at least another month 
before the full impact of all new 
models would be felt, and that after 
that “you will begin to get the real 
feel of the market.” 

It is still difficult, he said, to 
appraise the possible effect of a 5 
to 6 percent hike in car prices, and 
that the effect of financing may 
make the buyer “a little more 
selective” than he has been in 
recent months. 

Molenske said he thought sales 
might be as good in 1957 as in 
1956, but admitted that was “just 
a guess.” 

“I wish I knew what was going 


others.” “Trading losses are down,” said| used, Lester P. Hartung, general : 1 ” her 
LDER Reuther said changes in bargain-|Claude S. Klugh, PAA general| chairman, has reported. was open only in the evening. oe ee dean 
vstom- | ing procedure will figure in plans Manager, “and dealers who have eo One Pe oe factor in the overall picture.” 
details to organize 200,000 office workers) been calling each other ugly names| the same situation prevails in| Chicago area dealers last week The more than 500 dealers also 

and thousands of engineers now @re now calling each other on the! pittsburgh where the show commit-| Started advertising the auto show heard from a series of other 
/EROKEE outside the UAW fold in the auto phone and having luncheon meet-| tee said all space has been leased. | (Jan. 5-13) with posters and plac- speakers. Speaking for the state’s 
COLO. and aircraft industries. ings to hold the line on prices that| Wany prospective exhibitors have|@tds on showroom windows. The! smaller communities, L. M. Traut- 





* * * 


Strike at Fisher Body 


N PONTIAC last week a strike 

by 4,300 Fisher Body employes 
Over a series of grievances cur- 
tailed the production of Pontiacs.| 
A Pontiac spokesman said 2,200 
hourly employes were immediately | 
idled and that 12,000 other work-| 
men would be affected shortly. 

Setting up a picket line outside | 
the Fisher Body plant, members | 
of Local 596 walked out last Tues- | 
day after giving a five-day no- | 
tice. The Fisher plant is the only | 
source of Pontiac bodies for the | 
Pontiac (Mich.) plant. 

William McCauley, UAW regional | 
director, said the new Fisher Body 
management “has been trying to) 
turn back the industrial relations 
clock by 25 years.” 


profits.” 





will guarantee reasonable gross 





Klugh said this was but one 
benefit from the meetings and said 
that dealers throughout the state 
have received the series of 13 meet- 


ings with enthusiasm. 
= > aa 


had to be turned down because of 
space limitations. 
= = > 


Dealers at Jackson, Mich., have 
reported “terrific interest” in an| 
outdoor street show of new autos.| 
The one-night event drew 3,000 to 
4,000 persons, according to Don 
Staal, president, Jackson New-Car 
Dealers Assn. All 11 new-car deal- 
ers took part. 

* 


EVEN other countries will be 

represented in Mexico’s second 
annual International Salon to be 
held Jan. 4-13 in the National Audi-| 
torium in Mexico City. 

Cars from the U. S., Great Brit- 
ain, France, Czechoslovakia, Italy, | 
West Germany and Sweden will be} 
on display. The first show, last! 
year, drew 150,000. 





promotional material was delivered 
from the Chicago Automobile Trade 
Assn. by special messenger. 


State Car Costs 


Up in Calif. as 
Makers Withdraw 


SACRAMENTO, Calif. — Califor- 
nia is paying approximately $300 
more for each new car it purchases 
than it did last year because of new 
factory policies. 

T. H. Mugford, state deputy di- 
rector of finance, said the state 
used to buy directly from the fac- 
tories, but now must make its pur- 
chases through dealers. He said the 
price for a four-door sedan is $1,488, 
compared to $1,142 last July. The 


| Used cars, he added, 


man, East Palestine, OADA trustee 
for Columbiana County, maintained 
new cars might be scarcer this 
year. 

A great deal of steel is going for 
other purposes, he said, and he 
predicted that the used-car market 
would continue to show strength. 
“are selling 
more rapidly now than a year ago.” 

New officers elected included Ed- 
gar C. Planck, Columbus, presi- 
dent; M. R. Purdy, Van Wert, first 
vice-president; Glenn C. Teegardin, 
Troy, second vice-president; Arch 
O'Rourke, Toledo, secretary; Frank 
E. Williamson, Marietta, treasurer, 
and R. H. Zimmerman, Columbus, 
executive secretary. 


Pill? Pooh! 


GM’s Hafstad Derides 


and Several days previously Fisher oe | current price still is $800 under the A a 
‘* Body workers in Flint reached a| Foreign cars outnumbered regular retail price because of vol- Magic’ Fuel ; 
ee settlement 10 minutes before a! American by nearly two to one |U™e Purchases, Mugford said. | BUFFALO.—The vice-president 
strike was scheduled to start. at the Los Angeles show last Mugford said the price increase! for research of General Motors 
Grievances covered by the agree-) month. Of the 25 makes, Britain Will cost the state about $36,000| Corp. has said that the day the 
, ment dealt with wage classifica-| led with 13. : more this year. He said some de-| motorist could run his automobile 
tions, shift preferences and work-! sha partments have had to use emer-| on “a pill in the gas tank” was not 
| ing conditions. : gency funds or make economies); at hand and never would be. 
* * * The Associated Auto Dealers of| because of the unexpected price| Dr, Lawrence R. Hafstad said 
. Speak of Profits— St. Paul have voted unanimously poost “Sund lement j lism” i 
$13" Dealers Strikes End to sponsor a show in 1958. It willl >” ee denote aed . 
omer Speakers at the series of 13 profit con- po n . wi Another state spokesman said he| SOMe quarters had created confu- 


ON THE dealership front, strikes 
in San Jose, Calif.. and Minne- 


week, after receiving 15 cents an 


ferences held by the Pennsylvania Auto- 
motive Assn. are (standing) John B. White 


directors. 


be the first since 1941, A commit-| 
tee will be named to plan the dis- 


| show in the auditorium of the Com- 


understood the manufacturers 
|changed their factory sales policy 


| years or 100,000. miles, he said. 


sion by making irresponsible prom- 
ises about the future of atomic 


oe apolis were reported settled last (Ford), PAA president, W. M. McCune | Play. because some Eastern states were| Science. 

ae week. (Ford), PAA director. Seated are (left 7 ae | driving cars for a year and resell- He spoke at a businessmen’s con- 
a In San Jose, 550 service em- | to right) Dave Reese (Oldsmobile) and| Five Tuscola (Ill.) dealers com-|ing them at a profit. California| ference on atomic energy in New 
vie ployes returned to work last | David H. Smith (Chevrolet), both PAA| bined to sponsor a three-day auto| usually drives its cars about five] York state at the University of 


Buffalo. 
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But Showrooms Are Cold .. . 





It’s a ‘Selling’ Show, 
With Heavy Turnouts 


(Continued from Page 1) 


truck area is only slightly less than 
that through the passenger-car ex- 
hibits. 

Exhibitors grant that many of 
these people are only curiosity 
seekers, but they are rather pleased 
with the opportunity this gives 
them to do a public-relations job. 

Heavy-duty truck exhibitors 
appear to have taken no orders. 

However, they entered the show 
under the presumption that this 
would be the case, since that 
segment of the public interested 
in actually purchasing a heavy- 
duty truck is so small and an in- 
vestment of this type requires 
careful consideration and plan- 
ning. 

These exhibitors appear to be 
gratified by the prospects they have 
gleaned from the show as well as 
the opportunity to present their 


Early Model Put to Use— 


George Romney, right, president of 
American Motors and Auto Manufacturers 
Assn., arrives at the National Automobile 
Show in New York in this well-preserved 
1902 model, which is the first Rambler 
put on sale. Driving him is C. M. Tilling- 
hast, AMC general parts and service 
manager. 

Ss © » 


products to mass public inspection. 


One exhibitor expressed the| 


opinion that if his company took 
space in the show next year the 


emphasis would be placed more on | 
how the industry effects the every- | 


day-life of the public rather than 


a straight sales pitch. 
* * . 


N DIRECT contradiction of the} 


high public interest in the show, 
dealers throughout this area report 
business flatter than it has ever 
been. Every time business in this 
area hits a low plateau, dealers ex- 
press the opinion that it cannot go 
any lower. 

However, the present situation is 
as bad as has been reported in 





The Grand Prize— 


Perry B. Fina, New York, is shown 
receiving the “concourse d'elegance” 
grand prize trophy of the International 
Autoramo in Philadelphia from Grace 
Curry — Miss Autorama. The honor was 
given in recognition of Fina’s sports 
special car exhibited at the show. 





recent year. The show has not 
stimulated business in individual 
dealerships, at least not to date. 


Dealers are very worried and 
express the opinion that this is 
worse than the traditional Christ- 
mas fall off. 


Even dealers who are able to 
generate sales under poor market 
conditions are in a quandry for an 
explanation for the present stag- 
nant situation. High hopes were 
held that the show would heighten 
sales interests in this area, particu- 
larly in a traditionally slow season, 
but this has failed to materialize. 

. + * 

ORE than 1,600 attended the 

formal banquet preceding the 
show which was presided over by 
George Romney, president, Ameri- 
can Motors Corp., in his capacity 
of president of the Automobile Man- 
ufacturers Assn. 

Present with him at the speak- 
ers table were the other presi- 
dents: Harold E. Churchill, Stude- 
baker-Packard; L. L. (Tex) 
Colbert, Chrysler; Harlow H. Cur- 
tice, General Motors, and Henry 
Ford Il, Ford. 

These gentlemen expressed confi- 
dence in the future of U.S. pros- 
perity and their firms. 

Ford said his company is raising 





its sales goal to seek 31.5 percent of! . 


the market, an increase of 3.5 per- 


cent. 
> * > 


URTICE said earlier that GM 
would hold, or increase, its 51.8 
percent share. 
“By every standard,” said Ford, 
“1957 should be a good year for 


America, for the automobile indus-| 


try and for Ford Motor Co.” 

Romney announced last week 
that American Motors will boost 
Rambler production. Dealer or- 
ders, he said, exceed production 
schedules for the remainder of 
the year. 
| Colbert, earlier in the pre-show 
| activities, predicted a six million 
ear year for 1957. 

Ford said total employment by 
his firm has passed 200,000 for the 
|first time. He said this was 70,000 
|more jobs than 10 years ago. 

> > > 


ORD said that Ford, Mercury) 

and Lincoln were well received| 
by the public. The 1957 Ford is out- 
selling all other lines, Ford said, 
according to advance city registra- 
tions by R. L. Polk & Co. 


Mercury, he said, is unable to 








meet demand despite increasing 
rates of production. Lincoln, 
which Ford said increased total 
sales and market penetration in 

1956, is producing at capacity 
rates. 

Romney said that American Mo- 
tors, in addition to the Rambler 
production hikes, has boosted out- 
put of its small Metropolitan twice 
and plans a third. 

Rambler sales, he said, were uf 
122 percent in November while Met- 
ropolitan was up 97 percent. 

Big cars obviously will repre- 
sent the bulk of the market,” 
said Romney, “but I believe we 
definitely have crossed over into 
a period in which public need 
ultimately will divert at least 
half the total market to compact 
and small cars.” 

Oldsmobile displayed its new 
JATO “Rocket” engine for the first 
time at the show. The engine uti- 
lizes three dual carburetors to 
meter fuel to the cylinders, devel- 
oping 300 horsepower with 10-1 
compression ratio. 

= > * 
F. WOLFRAM, general man- 

* ager, said the engine operates 
on a single carburetor at all nor- 
mal cruising speeds. 

“The two additional carbure- 
tors do not commence to function 
until the throttle is opened more 
than three fourths. Transition 
from two to six barrels is smooth 
as well as responsive,” he said. 

The 1957 Oldsmobile equipped 
with the JATO Rocket will be avail- 
able next month, Wolfram said. 
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National Show News-Reel 





Romney Speaks at National Show— 


George Romney, president, American Motors and the Automobile Manufacturers 
Assn., addresses the opening-day crowd at the National Auto Show in New York's 


Coliseum. 


In the foreground is Harlow H. Curtice, General Motors president. 


Next 


to Romney ore Mayor Robert Wagner of New York and Ernest Breech, board chair- 


man, Ford Motor Co. 


Rambler Rebel Makes Debut— 





Equipped with an electronic fuel-injection system and a 327-cubic-inch V-8 engine, 


| the new Rambler Rebel was unveiled at the National Auto Show in New York. The 
jengine with fuel injection develops 288 horsepower. 


With a standard four-barrel 


carburetor horsepower is rated at 255. Production of the new model is scheduled 


for early spring. 


Gimmicks Galore— 
Model Joan Littleton, 


Pottsville, Pa., 
makes an interesting hood ornament 
pertly perched atop a DeSoto Fireflite 
convertible at the National Auto Show in 
New York. 


Chevrolet Dealers Elect 


Kenny in Calif. Zone 

OAKLAND, Calif. — Arthur H. 
Kenny, Marine Chevrolet Co., Val- 
lejo, has been elected president of 
the Oakland Zone Chevrolet 
Dealers Assn. Kenny also is presi- 
dent of the northern California 
dealer organization. 

Other new zone officers are: Eu- 
gene E,. Prolo, Santa Cruz, and 
James L. Shelburne, Fresno, vice- 
president; Hanford A. Crockard, 
Berkeley, secretary, and Lex J. 
Daoust, Marysville, treasurer. 





Supervisors Ask 
Better Methods 


Of Communication 


DAYTON. — American super- 
visory management personnel rec- 
ognize an acute need within man- 
agement ranks for better commu- 
nication, both of information and 
attitudes, according to a study 
released by the National Manage- 
ment Assn. 

During its national conference, 
the NMA polled official NMA club 
delegates on managerial questions 
specifically relating to the first 
levels of supervision. 

Research Director Norman 
George said this was the key prob- 
lem in the survey: “Below are 
listed six things that might be done 
to improve the supervisor’s job. 
Rank them in what you think their 
order of importance is in accom- 
plishing that objective.” 

The 404 respondents, represent- 
ing 387 companies in 34 states and 
Canada, scored the six factors this 
way (the figures represent the per- 
centage of those who placed a par- 
ticular factor first and those who 
placed it either first or second): 

“More and quicker information 
from top management on policies 
and decisions” — 36 percent and 
69 percent, 

“Better understanding of just 
what is expected of the supervisor” 
—26 percent and 53 percent. 

“More training” — 15 percent and 
31 percent; “more authority” — 2 
percent and 8 percent; “more pay”— 
3 percent and 8 percent. 








—., 


Sales Doubled 
In 2 Years, Says 
Federal Mogul 


DETROIT. — Federal-Mogul. 
Bower Bearings, Inc., has more 
than doubled its dollar volume of 
automatic transmission parts dur 
ing the last two years, stockholders 
were told in a letter accompanying 
the payment of the company’s 114th 
dividend. 

The dividend was 60 cents per 
share payable on Dec. 10, 1956, to 
shareholders of record Nov. 3 
1956. 

The merger of National Formetga] 
Co. and National Motor Bearing 
Co. with Federal-Mogul was cited 
as the principal reason for the 
company’s entry into the automatic 
transmission market. 

Today, the company’s Federal. 
Mogul division supplies upwards of 
65 different kinds of bushings and 
thrust washers for various makes 
of automatic transmissions and 
these sales comprise more than 15 
percent of the Federal-Mogul divi. 
sion’s total volume, the letter said, 


Service Program 
Started by Isetta 
For U.S. Dealers 


NEW YORK. — BMW Isetta 
“300” has inaugurated its nation- 
wide service system by conducting 
two-day operation clinics for 
dealers throughout the U. S.. ex- 
pecting those from the western 
states. 

Fred Oppenheimer, president, 
Fadex Commercial Corp., U. §S. 
distributor, said that he is flying in 
dealer service chiefs from 27 cities, 

Oppenheimer said he has brought 
the chief mechanics of BMW 
(Bavarian Motor Works) to in- 
struct U. S. Isetta dealers in all 
phases of dealer and spare parts 


| service. 


Oppenheimer stated that he had 
to limit attendance to 27 dealers. 
However, other dealers will be in- 
vited later. 

Oppenheimer said Isetta, during 
the first two months of its opera- 


| tion, has sold almost as many cars 
|}as Volkswagen sold during its 





entire first year. 


Calif. Jobbers 


Back °57 Show 


FRESNO, Calif. The California 
Automotive Wholesalers Assn. at 
its annual meeting here has com- 
mended the activities of the Pacific 


| Automotive Show and urged every 


wholesaler in California to sponsor 
and attend the 1957 Seattle event. 
CAWA officers and directors were 
in accord in stressing need for 
wholesaler cooperation. “The Pa- 
cific Automotive Show is the foun- 
tainhead of the automotive service 
industry in the area of the 11 West- 
ern States, Canada, Alaska, Hawaii 
and Mexico,” said Lou Cresta, pres- 
ident of CAWA, “the show per- 
forms an important function in our 
industry and should have the sup- 
port of all industry branches.” 





Glos Buys Stott Buick 

Stott Buick Co., Grant’s Pass, 
Ore., operated for 34 years by T. 
M. Stott has been Sold to Mar- 
shall C. Glos, who formerly oper- 
ated Glos Motor Co. (Oldsmobile- 
Cadillac), Lakeview, Ore. The 
firm has been renamed Glos 
Buick Co. 





Dealer Frost Supplies 


Cars for Bowl Game 


LOS ANGELES. — The Na- 
tional Bowl Game here, which 
was cosponsored by the Kiwanis 
Crippled Children Foundation 
and the National Junior Collegi- 
ate Athletic Assn., received full 
support of Art Frost’s DeSoto- 
Plymouth organization. 

The dealership supplied trans- 
portation for both teams, officials 
and visiting dignitaries, The 
game was played last Saturday 
between Grand Rapids (Mich.) 
Junior College and Coffeyville 
(Kans.) Junior College. 


— 
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At Philadelphia Dealer Meeting... 
Se ecreeetnnetentelieenccenaeenenaenenecteramnennensstiticns a 


Caution Advised on Credit 


By Allen Sommers 
Staff Correspondent 

PHILADELPHIA — Automobile 
dealers—if they have to extend 
credit time to 42 and 48 months— 
for new car buyers, will find them- 
selves in serious trouble, according 
to James V. Vergari, vice-president 
and general counsel, Federal Re- 
serve Bank of Philadelphia, speak- 
ing at the 54th annual meeting of 
the Philadelphia Automobile Trade 
Assn. 

“If the consumer accepts price 
increases and can get credit you 
can afford,” he said, “you'll be 
all right. If you have to go to 42 
and 48 months, look out.” 

Bankers, he said, know there 
isn't enough money around to carry 
extended credit, He pointed out that 
credit terms may have tightened, 
but not reduced, 

Pointing to a new Federal Re- 


serve survey, Vergari said that cash 
sales this year average 40 percent 
of total volume, 60 percent were 
credit. Usual terms were 36 months 
with 25 percent down, The 36- 
month period still holds, he said, 
but in October 61 percent of the 
deals were made at 31 to 36 months, 
with less than 1 percent over 36 
months. 

Elected president of PATA for 
1957 was Raymond P. Scott (Olds- 
mobile), Wynnewood, Pa., for a 
second term. Guy Hayden (Pon- 
tiac) was reelected vice-president, 
and Ken Duncan (Lincoln-Mer- 
cury) was renamed secretary. 

Edward Swirsding (Ford) was 
named treasurer to succeed Ray 
Morton (Chevrolet), who has re- 
tired from the board of directors. 


Directors elected for three-year 





| terms were Charles A. Bott (Chrys- 


Truck Guilt in Road Wear 
Discounted in Rail Suit 


PHI{(LADELPHIA.— An increase 
in limits on gross truck weight 
would in no way violate findings of 
the Maryland Road Test, according 
to Herbert C. Fairbank, former 
deputy commissioner of the U, S. 
Bureau of Public Roads, who is 
testifying in the $370 million truck- 
rail antitrust lawsuit here, 

The Maryland Road Test was 
conducted in 1950 to determine 
the extent of highway damage 
purportedly caused by axle loads. 
F airbank recommended that 

“truck operators seek gross weight 
increases as distinguished from 
axle load increases.” ‘ 

Continuing his testimony, Fair- 
bank amplified the subject of axle 
loads, the criterion of weight meas- 
urement used in the road test. He 
estimated that for normal traffic 
to equal the amount of traffic sim- 
ulated during the road test, in that 
particular area, “would take three 
or four decades.” 

The truckers are suing the East- 
ern Railroad Presidents Confer- 
ence, 22 railroads, their presidents 
and Carl Byoir and Associates, 
New York public relations firm, for 
$250 million, charging violation of 
the Sherman Antitrust Law. The 
rails are countersuing for $120 mil- 
lion on the same grounds. Federal 
Judge Thomas Clary is hearing the 
cases simultaneously, without a 
jury. 

Cross-examination by truck 
counsel, Harold Kohn, on the road 
test revealed that test officials 
believed initially that the road base 
was a good granular sub-base, that 
simulated traffic conditions differed 
from normal traffic conditions, that 
driving was done with wheels close 
to the outside edge of the road, a 
practice that increases road dam- 
age and that an unusual amount 
of rainfall contributed to erosion 
of the highway subsurface. 

Kohn also produced evidence 
to show that road-test conclu- 





Here’s Sales Score 
For October 


New-car registrations for Octo- 
ber: 


1956 Pos. Make 1955 Pos. 
1—114,633 Chev. 139,822— 1 
2—109,150 Ford 130,936— 2 
3— 33,772 Buick 62,188— 3 
4— 31,053 Olds. 47,165— 4 
5— 27,896 Plym, 42,418— 5 
6— 26,316 Pontiac 40,323— 6 
7— 19,736 Mercury 31,437— 7 
&— 14,070 Dodge 26,336— 8 
9— 17,562 Cadillac §,406—13 

10— 17,043 Chrysler 9,427— 9 
ll— 6,609 DeSoto 7,845—10 
12— 6,360 Nash 7,648—11 
13— 3,784 Stude. 7,069—12 
14— 3,155 Lincoln 3,507—15 
15— 1,810 Hudson 3,128—16 
16— 1,357 Packard 4,458—14 
1j— 444 Imperial 584—17 
13— 66 Cont’ 129—18 
9,548 Misc. 6,219 
Total All Makes 
424,414 576,045 


Further details on Page 38. 





sions were distorted in a second 
and shorter version of a previ- 
ously produced film. The short 
version was produced at the 
request of the Byoir organiza- 
tion, which specified what parts 
they wanted cut out of the origi- 
nal film. 


A film showing of the second 
version showed that composition of 
highway subsurface, rainfall and 
traffic were eliminated from a sum- 
mary citing causes of road damage 
that were contained in the original 
film. Axle loads were cited in the 
second film as the primary cause 
of highway damage. 


Fairbank termed the ommission 
“significant.” 


Also introduced in evidence were 
a series of Byoir-motivated reports, 
releases, and magazine articles 
which, the truckers charged, dis- 
torted conclusions drawn from the 
road test. 


Earlier, the truckers charged 
that C. Colburn Hardy, Byoir 
executive, set up headquarters in 
the Pennsylanvian State Grange 
offices. 

From this vantage point, they 
said, Hardy conducted an under- 
cover rail attack on the truck 
operators, while picking up the 
tab for the major part of the 
cost. 

Beatty Dimit, Master of the 
Pennsylvania State Grange, denied 
knowing that a number of the 
Grange legislative committee was 
on the Byoir payroll and that legal 
advice rendered him on an appar- 
ent basis of friendship was actu- 
ally paid for by the railroads. 


Buick Creates 


Houston Zone 


FLINT. — Establishment of a 
new Buick zone at Houston, effec- 
tive Jan. 2, was announced last 
week by Albert H. Belfie, general 
sales manager. 

“We are expanding our sales 
force in Texas with the opening 
of the Houston zone in recognition 
of the growing importance as a 
market area of the entire south- 
western section of the country,” 
Belfie said. 

Texas is the first state with three 
Buick zones, Belfie said. The two 
others are at Dallas and El Paso. 
Addition of Houston gives Buick 30 
‘zones in its six regions from coast 
to coast. Lloyd D. Loggins was 
named manager of the new zone. 
He is being transferred from a 
similar post at El Paso zone. J. J. 
Alford, assistant zone manager at 
Dallas, will succeed Loggins as El 
Paso zone manager. 


Salute to Pioneers 


LOS ANGELES. — The Automo- 
bile Club of Southern California 
has published a five-color map of 
“Spanish California” showing prin- 
cipal routes of exploration and mis- 
sions, pueblos and ranchos in early 
California. 


ler); M. B. Janes (Ford); Raymond 
E. Mills (Pontiac); H. L. Peterson 
(Oldsmobile), and Swirsding. C. R. 
Evans (Chevrolet Co.) was named 
to fill the unexpired term of the 
late William R. Kolb. 

Vergari urged dealers to watch 
the first quarter, when credit buy- 
ing begins, to determine whether 
1957 will be a good year. Last-quar- 
ter buying has been mainly cash, 
he said. 

He pointed out that despite 
newspaper stories, auto credit is 
higher this year than it was in 

1955, and consequently this al- 
leged shortage cannot be blamed 
on a decline in sales. 

However, he added, consumers 
will be in a better position to buy 
next year than in 1956 because they 
will have had time to digest the 
cars shown. 

Vergari, expressing a personal 
opinion, pointed out that he is op- 
posed to Federal credit controls 
because “you can’t control produc- 
tion by controlling distribution, they 
are too far removed.” He also 
pointed out that in an emergency, 
people can be counted on to co- 
operate with regulations, but not 
now. 

He also expressed the opinion 
that consumer credit is not too 
high, but that it cannot continue 
to increase at the rate it has been. 

President Scott asked the group 
of 212 dealers and guests for bet- 
ter dealer-to-dealer relations in 
order to eliminate extravagant 
advertising claims and price cut- 
ting. He said many dealers are 
losing sight of the value of the 
merchandise they are selling. 
Such selling, he warned, has no 
relation to the value of the product. 

Scott said factories have been of 
some help in the past year, but that 
dealers must find their own solu- 
tions. 

Richard McMeekin, general man- 
ager of the local association, re- 
ported on the many things accom- 
plished by PATA in the past year, 
chiefly on taxes. 








Congratulations— 


Raymond P. Scott (Oldsmobile), re- 
elected president of the Philadelphia Au- 


tomobile Trade Assn. (right), is shown 
as he receives best wishes from James 
Vv. Vergari, vice-president and general 
counsel, Federal Reserve Bank of Phila- 
delphia. Vergari spoke at the PATA's 
54th annual meeting. 


Maryland Dealers 
Choose Voyce 


BALTIMORE, — William E. 
Voyce, Brooklyn Motors, Inc. 
(Ford). Baltimore, has been elected 
president of the Automobile Trade 
Assn. of Maryland for 1957. 

Other officers are Charles B. 
Kelly (Pontiac), Baltimore, vice- 
president, and Joseph J. Rochlitz 
(Chrysler - Plymouth), Baltimore, 
secretary-treasurer. 

Directors elected for three-year 
terms were Franklin Loving 
(Chevrolet), Silver Spring; Martin 
J. Barry jr. (Lincoln-Mercury), Bal- 
timore; James B. Hazeli (Dodge- 
Plymouth), Baltimore, and J. Her- 
bert Hanna (Chevrolet-Oldsmobile- 
Cadillac), Bel Air. 





The AUTOMOTIVE NEWS ALMANAC is 
a year-round friend. Use it often for statis- 
tics, buyer information and personne! data. 
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Peril to U.S. Sect 
In Shortage of 


Auto Mechanics 


ST. LOUIS. — An acute shortage 
of automotive mechanics presents 
a serious threat to our economy 
and could be disastrous in case of 
a national emergency, according to 


‘| Martin W. Bazner sr., an official of 


the National Standard Parts Assn. 
Answering the question, “How 


‘| serious is this shortage of automo- 


tive mechanics?” Bazner told su- 
pervisors of trade and industrial 
education of the American Voca- 
tional Assn., “In 1950 we had 
approximately 49 million vehicles 
and 670,000 mechanics to keep them 
rolling, a ratio of 73 cars to each 
mechanic. Today we have an esti- 
mated 65 million vehicles and only 
700,000 mechanics, a ratio of 82 cars 
per mechanic. 

“At the deplorably slow rate at 
which our mechanic force has been 
increasing we will have 960,000 
mechanics by 1965 but the number 
of cars on the super highways and 
byways of the nation will have in- 
creased to 81 million, a ratio of 90 
cars per mechanic. A big jump in 
the number of cars, a small in- 
crease in the number of me- 
chanics,” said Bazner. 

Bazner added that about 12,000 
a year leave the field and that the 
government-sponsored apprentice- 
ship program would add only 10,000 
students yearly. 

Referring to the NSPA program, 
Bazner reported that all 48 states 
are cooperating. The NSPA pro- 
gram offers detailed plans to 
schools for setting up shops and in- 
struction and practical help from 
member shops is given in each 
area. 

According to Bazner, the next 
phase of the NSPA program will 
concentrate on increasing shop 
facilities, rasing professional stand- 
ards and the launching of a cam- 
paign to get boys interested in the 
courses. 












Compact unit 
hangs on wall, 
easily accessible. 


Just turn it on 
and listen! 

nified sound 
locates rattles 


NOW—LOCATE CAR RATTLES QUICKLY! 





New Breeze RATL-CHEK magnifies sounds, 


finds noises without road test 


Now you can keep your customers’ cars 
from being “rattle-traps”. Here’s the first 
practical instrument for locating rattles and 
car noises in mere minutes — without time- 
wasting road tests. The new Breeze RATL- 
CHEK is an electro-mechanical device that 
works on the principle of magnifying the 
vibration frequency of the noise. 

Simply clamp the vibrator on the car 
bumper, sit in the car and turn a knob on 
the portable frequency control unit Vibra- 
tion is set up and the unit “tunes in” the 
annoying rattle at its frequency, magnify- 


BREEZE CORPORATIONS, INC. 


700 Liberty Avenue 


Union, New jersey 


DEALER PRICE 


ing the sound until it can be located and 
corrected easily and quickly. 


Rattles, window noise or other loose bolt 
connections of the car can be found and 
corrected, thus satisfying your customer 
and giving him a safer car — at a profit. 


Test after test has proved the efficiency 
and profit possibilities of the RATL-CHEK. 
All electrical parts meet Underwriter Ap- 
proval. Weighs only 34 pounds in case. 
Ask your jobber or write us for complete 





$125” 
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Louisville Hunts 


Defective Autos 


LOUISVILLE. Walter Lay-| 
man, head of the county’s police, has | 
said that efforts to detect mechani- | 
cal defects in automobiles would be | 
increased by upping the number of 
monthly spot checks of cars. Three 
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or four are now made, Police flag 
down cars and inspect brakes, 
windshield wipers, horns, lights and 


|general mechanical condition. A 


sticker is given to drivers of cars 
that pass, warning citations are 
issued to drivers whose cars fail. If 
the defect is serious enough, a court 
citation is issued, Layman said. 


More than 150,000 persons read AUTO- 
MOTIVE NEWS every week! 


Mr. Oldsmobile Dealer! 


Have You Ordered Your 


Olds vs Buick 


COMPARISON 


by 


Car corporation 


7 The Order Fo 


rm | 


On Your 


Desk! 


Competitive Automotive Research Corp. 
2351 Guardian Building 
Detroit 26, Mich. 





Shune-bwilt 


Cquipne 


keep the profitable business! 





¢ ¢ ¢ means more 


Ky. Licensing Law 
Takes Effect Jan. 1 


FRANKFORT, Ky. — Kentucky 
will take its place Jan. 1 among 
|states requiring auto manufac- 
jturers and dealers to obtain li- 
|censes and obey trade practices 
| regulations, 
| The Blue Grass State thus be- 
| comes the 16th with such a statute, 
| although laws in Arkansas and 
| Colorado have been declared un- 
| constitutional, 
| A law requiring factories to 

register and prohibiting cancel- 

lations of dealerships without 
cause went into effect Oct. 1 in 

New York, 

Lew Ullrich, managing director 
|of the Kentucky Automobile 
Dealers Assn., reminded dealers 
that licenses must be obtained by 
Jan, 1 for dealerships, salesmen 
j}and non-adjacent lots. 

The annual license fee schedule 
|is as follows: $10 for each motor 
vehicle dealer or dealer branch, 
plus $1 for each non-adjacent used- 
|car lot; $5 each for manufacturers, 
|factory branches and distributors; 
$2 for motor vehicle salesmen and 
factory or distributor representa- 
| tives. 

License applications must be 
|made in duplicate to the commis- 
sioner of motor transportation. 

Factories are forbidden from 
cancelling dealer franchises 
“without just provocation.” Co- 
ercing dealers to accept unor- 
| dered cars, or coercion of dealers 


Michigan Move 


LANSING.—The Michigan Auto- 
mobile Dealers Assn. has moved to 
| new headquarters at 818 S. Town- 
‘send St., Lansing, Mich. 


sales and greater 


profit. A neat, attractive reception area creates 
customer confidence and good-will . . . result:—more sales. 

An orderly, easy-to-maintain service area creates efficiency, holds 

good mechanics. ..result:—more satisfied customers; more repeat business. 
Shure-equipped shops get and 


1601 S. HANLEY RD. 


Sg fh yp 


MANUFACTURING CORPORATION 





© 6ST. LOUIS 17, MO, 


Be sure to seé the display of Shure Built Equipment 
at the NADA show—Booths 52-53-54 


on threat of cancellation, is out- 
lawed. 

Dealers may be penalized for 
“wilfully defrauding any retail| 
buyer to the buyer's damage,” | 
“fraudulent misrepresentation” or | 
failing to keep written agreements| 
with buyers. 

Penalties include license denial 
or revocation, fines of $15 to $200 
and imprisonment of up to 30 days. 

A factory which cancels a | 


$44,146 Tax Evasion 


Admitted by Esserman 


CHICAGO. Irving Esserman, 
president, Esserman Motor Sales, 
Inc. (Dodge-Plymouth), has pleaded 
guilty to evading personal and 
corporate income taxes of $44,146) 
for 1946 and the first six months| 
of 1947. 

A request for postponement, due | 
to Esserman’s health, was denied. 
Esserman then entered his guilty 
plea and sentencing was set for 
January 10. 


—_ 


| dealer in violation of the law may 
| be barred from selling its ve- 
| hicles for a year in the 
celled dealer’s territory. 
Whether the Kentucky lav and 
| similar statutes enacted earlicr are 
| fully constitutional remains to be 
ee ae A three-judge Federal 
court ruled last August tha‘ the 
|Colorado factory-dealer law was 
|void because it banned “unfair” 
cancellations without spelling out 
factory and dealer obligations. 
The court ruled that factory 
coercion could be regulated, and 
factories and dealers could be re 


can- 






|quired to get licenses, But the 


judges said that states must not at- 
tempt to restrict factory ‘“persua- 
sion” or “inducement” of dealers, 

Arkansas’ 1955 law was held 
unconstitutional by that state’s 
supreme court because it ex- 
empted used-car dealers and thus 
| was “class legislation.” 

New York’s law, which imposes 
licensing requirements on factories 
only, was opposed as “class legis- 
lation” by General Motors. GM 
conducted the successful court at- 
tack on the Colorado law. 

Other states with factory-dealer 
laws are Iowa, Louisiana, Minne- 
sota, Mississippi, Nebraska, North 
Carolina, Oklahoma, Rhode Island, 
South Dakota, Tennessee, Virginia 
and Wisconsin. 





Auto Loan Gouging Aired 


By Colo. Finance Men 


DENVER. — The problem of| 
finance rate gouging by some Colo-| 
rado new and used-car dealers and 
certain lending agencies was the 
principal topic among delegates at 
the Colorado Consumer Finance 
Assn.’s quarterly meeting. 

Association members discussed 


4U tah Chapters 
Elect Officers 


SALT LAKE CITY.—Four more 
chapters of the Utah Automobile 
Dealers Assn, have elected their 
1957 officers. 

They are: Weber County—Bur- 
ton L. Fisher (Pontiac), Ogden, 
president; Verl Ferguson, (Nash- 
Rambler), Ogden, vice-president. 

Juab-Millard-Sanpete Chapter 
Ellis Axtell (Chevrolet), Ephraim, 
president; Chad Spoor (GMC), 
Delta, and John Parkin (Ford), 
Nephi, vice-presidents. 

South 89 Chapter — Ted Burr| 
(Chevrolet-Oldsmobile), Salina, re- 
elected president; William Bartley 
(Dodge-Plymouth), Richfield, vice- 
president. 

Southern Utah Chapter—Miles D. 
Morris (Oldsmobile), Cedar City, 
president; Lavon McQuaid (Chrys- 
ler-Plymouth), St. George, vice- 
president. 


MoPar Winners 


Tour Mexico 


DETROIT. — A seven-day Mexi- 
can vacation was enjoyed by the 
34 winners in the MoPar whole- 
saler sales contest. 

Winners were accompanied by T. 
E. Waterfall, president; S. J. Wall, 
sales manager, and R. W. McAda, 
assistant sales manager. 

The MoPar contest ran during 
June, July and August. Winners 
were decided on their accomplish- 
ments in comparison with prior 
sales. In addition to holiday trip 
winners, there were merchandise 
prizes for the wholesalers’ parts or 
sales manager and for members of 
the MoPar field force. 





Ill. Registrations Seen 
Hitting 3 Million in ’56 

CHICAGO. — A report by H. 
W. Tousley, vice-president, Uni- 
versal CIT Credit Corp., says a 
trend to multicar ownership will 
help send the state’s total of 
passenger-car registrations to 
about three million by the end of 
this year, a gain of 4.6 percent 
over 1955. 

Two-car families in Dlinois are 
increasing at the rate of at least 
35,000 a year, according to the 
report. They now total more than 
300,000. 


‘County 


possible legislation which would 
set a maximum dollar rate to be 
charged for arranging financing for 
automobile purchases. 

It was reported at the session 
that in one extreme instance of 
rate gouging a dealer charged a 
buyer $150 costs on a $300 loan. The 
dealer's actual fixed costs in the 
financing were $2.50 and bookkeep- 
ing costs. The $150 included $41 for 
insurance, it was said. 

Colorado now has no law to regu- 
late finance rates, although interest 
rates are regulated. 

It was reported that some auto- 
mobile dealers glean their business 
profits more from financing rates 
than from the sale of automobiles. 


Extends 
Licensing to S.F. 


New-Car Dealers 


SAN FRANCISCO. —- The San 
Francisco county supervisors have 
adopted two laws they say are 


j}aimed at fly-by-night operators in 


the retail sales field. 


One law requires any new-car 
dealer to have a fixed place of busi- 
ness; to post a $2,000 bond to in- 
demnify anyone who suffers loss or 
damage, and to post a $250 appli- 
cation fee, $200 of which will be 
refunded if the application is re- 
jected by the chief of police. 

The licensing regulations have 
been applied for some time to used- 
car dealers. 

The other new ordinance levies 
a $5 a year license fee on salsmen 
of both nw and used cars. 


Triple Chrysler Deal 
Opened by Briggs in Fla. 


LAKE WALES, Fla.—Briggs Sales 
Corp. has been formed here by 
Walter O. (Spike) Briggs jr. to 
operate an automotive dealership 
for Chrysler, Dodge and Plymouth 
cars and Dodge trucks. 

Frank B. Contway, who has re- 
signed from Detroit Baseball Co., 
has been named executive vice- 
president and chief operating offi- 
cial of the company which was 
formerly Whitfield Motors. Briggs 
is executive vice-president and gen- 
eral manager of Detroit Baseball 
Co., and a director of Briggs Mfg. 
Co., which formerly manufactured 
automobile bodies for Chrysler and 
Plymouth. 

The new corporation will have 
Briggs as president; Mrs. Laura M. 
Briggs, vice-president; Harry M. 
Sisson, treasurer and Catchings 
Therrel, of Miami Beach, secretary 
in addition to Contway. The dealer- 
ship had been owned for 21 years 
by J. H. Whitfield, who will remain 
as a consultant. 
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Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. 8. PRODUCTION ONLY) 














Week Week Output, dan. 1 dan. 1 
Ended Same Ended Decem- To To 
Dec. 15, Week, Dec. 8, ber, Dec. 17, Dec. 15, 
1956 1955** 1956* To Date 1955** 1956 

AMERICAN MOTORS. 2,990 4,487 2,529 5,519 157,009 99,721 
IE ectctsbsievdrsdskyvdvevust 130 654 94 224 25,578 6,969 
NEL sillibl cuiiviaysevaciytencciesies 460 1,286 381 841 50,267 17,240 
ee 2,400 2,547 2,054 4,454 81,164 75,512 
CHRYSLER CORP. .... 30,100 30,469 30,958 64,368 1,316,624 824,684 
SNEEEE - cvessiecrssvavicvsivas 3,900 3,141 3,681 8,097 168,472 101,620 
SEED vtcketierivecstesedasdediie 3,550 2,211 3,727 7,349 125,528 98,069 
IID wintecevcpesvsseternvennnees 8,150 7,117 8,262 17,060 302,793 195,077 
EI Scsnssseveceycconicves 14,500 18,000 15,288 31,862 719,831 429,918 
FORD MOTOR. .............. 49,583 47,125 49,351 104,755 2,171,588 1,585,862 
Continental ................ 18 76 18 39 1,079 1,300 
EE incesevesvass 41,015 38,234 40,898 87,395 1,707,123 1,305,287 
EER © cpdedstnesivescinvekewine 1,250 1,186 1,232 2,482 38,691 45,606 
POE, vn vesinesssiasecescstess 7,300 7,629 7,203 14,839 424,695 233,669 
GENERAL MOTORS .. 80,413 82,970 82,736 170,388 3,861,116 2,951,927 
EY ais Sogsiaiecacieseduiducisttes 17,816 16,875 15,694 35,029 754,234 514,628 
ee 4,000 3,571 3,815 8,329 146,828 133,194 
OIG dancssvssrvczesenses 37,800 38,359 41,552 82,358 1,767,423 1,563,904 
Oldsmobile .................... 13,397 12,780 12,251 26,884 622,596 417,738 
POMEIRS . ....00010......5........ THD TLS 9,424 17,788 570,035 322,463 

| ere 4,205 1,942 4,355 173,774 91,859 
Packard 1,109 deans 67,048 13,289 
Studebaker .................. 2,148 3,096 1,942 4,355 106,726 78,570 
Total Cars, U. S...........165,234 169,256 167,516 349,385 7,686,791 5,554,053 





*Revised. 


**Totals for 1955 Include Kaiser-Willys production. 
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Week Week Output, Jan. 1 Jan. 1 
Ended Same Ended Decem- To To 
Dec. 15, Week, Dec. 8, ber, Dec. 17, Dee. 15, 
1956 1955* 1956* ToDate 1955* 1956 
CHEVROLET .............. 8,000 8,290 7,681 15,876 390,172 340,912 
DIAMOND T ............. 80 102 85 165 5,076 4,944 
DIVCO 80 100 80 160 3,667 3,449 
DODGE 2,000 1,396 2,001 4,001 93,859 87,725 
FORD 6,200 8,009 6,095 12,666 361,602 292,020 
GMC cai 1,875 2,164 1,753 3,628 100,133 88,325 
INTERNATIONAL 2,970 3,604 3,411 6,382 124,455 131,492 
MACK 400 409 400 800 14,778 18,100 
REO . 55 65 52 107 5,124 3,698 
STUDEBAKER 398 449 323 721 17,868 14,123 
WHITE 310 412 310 612 16,017 16,646 
WILLYS 1,700 2,059 1,794 3,468 75,637 62,480 
MISCELLANEOUS*** 40 50 40 81 3,411 2,197 
Total Trucks, U. S..... 24,108 27,109 24,025 48,667 1,211,799 1,066,111 
Total Cars, Trucks, 
UO. &. 189,342 196,365 191,541 398,052 8,898,590 6,620,164 
Total Cars, Trucks, 
Canada 11,880 7,445 10,620 21,985 441,132 454,381 
Grand Total, 


Cars and Trucks, 


U. S. and Canada....201,222 203,810 202,161 


420,037 9,339,722 7,074,545 





*Revised. Miscellaneous includes Corbitt, Marmon-Herrington, Four-Wheel Drive, ete. 
N.B.: All U. S. totals include cars and trucks for military orders. 
***Autocar and Sterling are included in White totals; Brockway included in Mack totals. 





U. S. Road Chief Calls 
For End of Red Tape 


ATLANTIC CITY. — Bertram D. | 
Tallamy, who next month will) 
assume direction of the Federal | 
highway program, has served notice | 
that much red tape will have to be | 
cut to complete the work on sched- | 
ule. | 


“Every month we delay,” he 
said, “we hinder progress across 
the country.” 

Tallamy presently is winding up 
his affairs as chairman of the New | 
York State Thruway Authority. 

He spoke at the 42nd annual con- | 
vention of the Assn. of State High- 

way Officials and chided the 1,000 
members who chiefly will be 
responsible for constructing the 41,- 
000 miles of the new system. 

“You really are not on schedule,” | 
Tallamy said. “You have been liv- | 
ing off the backlog of plans accum- 
ulated in the last two years while 
waiting favorable Congressional 
action.” 

He told the state highway offi- 


Dealer White Expands 


DENVER. -- Construction is} 
under way on a $150,000 building to| 





cials that they must apply in- 
genuity and vision to meet the 


13-year time schedule of the road | 


network. 
However, several of the highway 
officials have been complaining that 


|the real bottlenecks to highway 


progress have been at the Federal 
level. 

Tallamy said he recognized that 
when he pledged that his agency, 


| which must approve all Federal aid 


plans, would clean house and cut 
red tape to a minimum. 

John A. Volpe, interim adminis- 
trator, warned against making un- 
wise compromises and short cuts to 
get projects started. He said that 
there also will be the temptation 
to overbuild because the U. S. will 
pay 90 percent of the cost. 

Senator Edward Martin, Penn- 
sylvania Republican, called for a 

reduction of the number of 
governmental units dealing with 
highway problems. 

He noted that there were 46,000 
civil subdivisions having some jur- 
isdiction over streets and roads. By 


Chevrolet, Pontiac Cut... 





Most Makers Boost 
Car Output for Week 


(Continued from Page 1) 


Ford a 5,037-unit lead in December 
assemblies, Through the first 13 
work days of the month, Ford had 
turned out 87,395 units to Chevro- 
let’s 82,358. 


Saturday work at both Lincoln 
and Mercury helped those divi- 
sions surpass their efforts of the 
previous week. 

Mercury boosted its projections 
from 7,203 units a week earlier to 
7,300 last week, while Lincoln 
turned out 1,250 units last week, 
compared with 1,232 cars the pre- 
vious week. 

+ = aa 


ONTINENTAL, also on a six- 

day schedule, turned out 18 cars 
last week, the same number as was 
produced a week earlier. 

Ford Motor’s corporate output 
for the week totalled 49,583 units, 
compared with 49,351 during the 
previous week, 


GM's corporate total last week 
amounted to 80,413 cars, compared 
with 82,736 a week earlier. 


* * * 


FFSETTING the Pontiac-Chev- 

rolet losses were sizeable out- 
put boosts at Buick, Cadillac and 
Oldsmobile, Buick upped its projec- 
tions from 15,694 units a week ear- 
lier to 17,816 last week; Oldsmobile 
jumped from 12,251 to 13,397, and 
Cadillac was flirting with its all- 
time weekly record with a projec- 





Steel Firms Plan 
Merger Despite 
U.S. Opposition 


NEW YORK. — Although final 
terms have not been decided upon, 
Bethlehem Steel Corp. and Youngs- 
|town Sheet & Tube Co. have an- 
nounced that they plan to proceed 
with the merger that has been in 
| the talking stage since 1954. 

Upon hearing the news last week, 
the Justice Department promptly 


|ing violation of the antimerger 
provisions of the Clayton Antitrust 
Act. 

The merger announcement came 
from chairmen Eugene Grace, of 
|Bethlehem, and J. L. Mauthe, of 
Youngstown. Bethlehem would 
| acquire Youngstown’'s assets and 
| take over its iiabilities in exchange 
| for Bethlehem common stock. 
| Mauthe has contended that the 
antimerger section of the Clayton 
Act never has been tested in court. 
The companies have sought a quick 
determination of its legality. 

The merger reports first cropped 
up in July, 1954, and the Govern- 
ment announced its opposition 
about two months later. Attorney 
General Herbert J. Brownell said 
the Government felt that since the 
companies compete on a number 
of products, a merger would cause 
| “a significant reduction in the vigor 
|of competition.” 

The steel companies insist it 
would increase competition by 
boosting their combined productive 
capacities. 

Bethlehem, the nation’s second 
largest steel maker, had an annual 
capacity of 20 million ingot tons 
at the beginning of 1956. Youngs- 





still would leave them behind U., S. 
Steel’s 39.2-million-ton capacity at 
the beginning of this year. 


AMC Dealers Organize 
Joint Unit in Milwaukee 


and Hudson dealer organizations 
here have been dissolved, and the 
dealers have organized the Mil- 
waukee County American Motors 
Dealers’ Cooperative Assn. 
Irving Rosenberg, Milwaukee 
Nash, was elected president of the 
group. Other officers are Don 
Rohn, Don Rohn Hudson, vice- 
president; Vincent Yaeger, Yaeger 





supplement facilities of Red White | cutting some of these, Martin said,| Motors (Nash), treasurer, and John 


Chevrolet, 
Lakewood. 


way program will result. 


8303 W. Colfax ave.,|a more orderly and less costly high-| Dietz sr., Dietz Motors (Hudson), 


secretary. 


filed suit to block the move charg- | 


town, the sixth largest, listed a 5.75- | 
| million-ton capacity. The merger) 





li 
MILWAUKEE. — Separate Nash | 


tion of 4,000 cars. Its alltime high 
for one week was the 4,018 units 
built during the week ended Nov. 
12, 1955. The division assembled 
3,815 cars during the week ended 
Dec. 8. 

Chrysler Corp., with only its 





Packard Body Output 


To Begin Wednesday 


SOUTH BEND. — Studebaker- 
Packard will begin framing and 
body production of 1957 Packard 
Clippers here Wednesday (Dec. 
19), with pilot models coming off 
the final assembly lines the fol- 
lowing week. 

Schedules will be built up 
rapidly, with public introduction 
scheduled for the last 10 days of 
January across the country, ac- 
cording to Harold E. Churchill, 
S-P president. Sedans will be the 
first off production lines, with 
four-door station wagons begin- 
ning the first week in January. 








Stainless Steel Gray 


45 


Dodge and Chrysler divisions 
scheduling six-day operations, 
dropped from its year’s high of 
30,958 cars the previous week to 
30,100 last week. 

Chrysler division was the only 
division to show an increase over 
the previous week—jumping from 
3,681 to 3,900 units. 


* * + 


WLYMOUTH dropped from 15,288 

units a week earlier to 14,500 
last week; Dodge slumped from 
8,262 to 8,150, and DeSoto slipped 
from 3,727 to 3,550 cars. 

American Motors scheduled 
Saturday assemblies last week 
and turned out 2,990 cars, com- 
pared with 2,529 a week earlier. 

Rambler was up from 2,054 units 
the previous week to 2,400 last 
week; Nash jumped from 381 to 460, 
and Hudson increased its projec- 
tions from 94 to 130 units. 


* * * 


AMC will work again this Satur- 
day to make up for the loss of 
work due to the two-day holidays 
at Christmas and New Years, offi- 
cials said. 

Studebaker turned out 2,148 
cars last week, compared with 
1,942 a week earlier. 

Truck manufacturers turned out 
24,108 units last week for a slight 
increase over the 24,025 units as- 
sembled the previous week. 

Canadian car-truck operations 
produced 11.880 vehicles last week, 
compared with 10,620 a week ear- 
lier. 


Fashion Parade at Show Ties 1957 Auto Motif 


To Latest in 


NEW YORK. — The Committee 
of Stainless Steel Producers spon- 
sored a fashion show as its con- 
tribution to the National Automo- 
bile Show, which closed yesterday 
(Dec. 16) at the Coliseum here. 


For the initial stage, 16 fashion 
designers created a total of 36 
costumes, each inspired directly 
by the form, line or color of 
bright trim on 1957 cars. 


These creations were the nucleus 
of the music-filled fashion show 
staged each weekday afternoon of 
the show. 

The designers were: 


Cassini, Toby Coppock, Lily Dache, 
Date Line, Delman Shoes, Murray 
Hamburger, Lanz of California, 
Maximilian, Rose Marie Reid, 
Maurice Rentner, 
feld, Nettie Rosenstein, Pauline 
Trigere and Gloria Way. 

The fashion promotion will con- 
tinue well into 1957, in cooperation 
with these and other designers, as 
well as a number of textile manu- 
facturers, in establishing “stainless 
steel gray” as the most important 
fashion color for spring and sum- 
mer. 

According to a spokesman for 
the committee, emphasis will be 
on the variety of rich gray tones 
found in the various surface 
finishes of stainless steel—rang- 

ing from the bright finish on 
most stainless automobile parts 
to brushed-satin effects found in 
: 





Fashion and Autos— 


The models shown above, wearing 
Robert Rosenfeld creations, were among 
those in the fashion parade staged at 
the National Auto Show by the Commit- 
tee of Stainless Steel Producers. The one 
ot right is wearing a white hostess gown, 
shot with stainless steel thread, featuring 
a softly-draped neckline and full skirt. 
The black hostess gown also is shot with 
stainless steel thread and features a 
trouser-skirt. 


Larry Al-| 
drich, Cabana Beechwear, Oleg) 


Robert Rosen-! 


Gowns, Furs 


tableware and household ap- 
pliances, 

| Maggi McNellis, television and 
| radio fashion authority, narrated 
| the show, tracing automotive in- 
| spiration of each costume, in- 
| cluding swimsuits and beachwear, 
hostess gowns and lounge wear, 
resort clothes, evening gowns and 
luxury furs, as well as hats and 
footwear. Vera Bacal and Fredy 
Schey, fashion consultants, acted 
|} as advisors and coordinators. 


NSPA Proposes 
Unification of 5 


Trade Associations 


CHICAGO.—The National Stand- 
ard Parts Assn. has recommended 
the unification of five groups which 
it called representative of practi- 
cally the entire trade association 
of the automotive service industry. 

The groups are NSPA, Automo- 
tive Electric Assn.. Automotive En- 
gine Rebuilders Assn., Motor Equip- 
ment Manufacturers Assn. and 
Motor Equipment Wholesalers 
Assn. 

Declaring that sufficient authen- 
tic information is not now available 
to bring about such a unification, 
NSPA proposed a study committee 
composed of four members from 
each association. 

The individual study groups 
would make an “impartial report” 
on the matter in a general meeting 
of all the committees. 

NSPA has named a committee 
for this purpose. It consists of John 
Reynolds (wholesaler), chairman; 
Henry Trauscht (wholesaler), Ed- 
ward Gammie (manufacturer) and 
Don Teetor (manufacturer). 








All Car Makers to Cive 


2-Day Yule Holiday 


DETROIT. — All car manu- 
facturers will close assembly 
operations and offices Dec. 24 and 
reopen Dec. 26 in order to give 
employes a two-day Christmas 
Holiday. Some will repeat the 
shutdown Dec. 31. 

Ford Motor and Studebaker- 
Packard both will close two days 
at Christmas, while American 
Motors and Chrysler Corp. said 
they would close down operations 
for two days both at Christmas 
and New Years. 

General Motors said that all but 
essential operations would be 
closed Dec. 24 and 25, but each 
division will decide what it con- 
siders essential. A spokesman 
said it was likely all divisions 
would halt assembly operations 
for the two days. 
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ers Peer into Future... 





Cars to Run on Highway Rails? 


NEW YORK. — Automotive de- 
signers have predicted that revolu- 
tionary developments in power 
could change the present concept 
of automobile design into shapes 
the public does not even conceive 
of today. 

Automotive designers from the 
five auto manufacturing firms 
took part in a symposium spon- 
sored by the American Society 
of Industrial Designers. 

They expressed their belief that 
Americans on wheels tomorrow will 
be safer and more comfortable. 
Dave Garroway was moderator. Jay 
Doblin, president, American Society 
of Industrial Designers, acted as 
coordinator and represented the 
consumer's point of view. 

A summary of the views of the 
auto designers follows: 

William Schmidt, director of 


Death Toll Seen 
As Forcing Laws 


On Brake Fluid 


CHICAGO. — Mounting highway 
death tolls soon will force stricter 
state legislation regulating sale of 
brake fluids, according to Joseph D. 
Ryan, automotive product field sales 
manager, Olin Mathieson Chemical 
Corp. 

Speaking at a meeting of the 
National Automotive Parts Assn., 
Ryan said eight states now have 
brake fluid laws. All these, except 
one, limit sale of fluids to those 
which meet SAE (Society of Auto- 
motive Engineers) heavy-duty 
specification 70R1, he said. 


Ryan predicted that similar laws 
will be in effect in more than half} 
the states “within a very few 
years.” 

“Most car manufacturers have 
been emphasizing ‘go power’ in re- 
cent years,” he said. “Corresponding 
attention has not been paid to ‘stop 
power,’ which becomes of increas- 
ing importance as engine power is 
stepped up.” 

The first state to pass a brake| 
fluid law was Minnesota in 1953. 
New Jersey, Tennessee, North Caro- 
lina, South Carolina, California, 
Georgia and Mississippi have fol- 
lowed suit more recently. 

Additional states are moving to- 
ward legislation, Ryan said. He re- 
ported that bills have heen intro- 
duced in Louisiana, Michigan, 
Massachusetts and Oklahoma and 
there has been agitation for meas- 
ures in several other states. 


North Dakota Unit 


Renames Wallwork 


FARGO, N. D.—Ford dealer W. 
W. Wallwork jr. was reelected pres- 
ident of the Fargo-Moorhead Auto- 
mobile Dealers Assn, at the group’s 
annual meeting and stag party at 
Moorhead Country Club. 

Other officers are Bruno Danovic, 
Service Chevrolet, Inc. vice-presi- 
dent; R. E. Barrel, Russ Buick. 
Fargo, treasurer, and Cliff Stadum, 
Overold Motors (Oldsmobile), 
Fargo, secretary. 

Dealership sales managers and 
used-car managers were guests at 
the party. 











styling, Studebaker - Packard | 
Corp., predicted that eventually a 
new rail-type highway system 
with a rail either overhead or on 
the highway would be introduced 
for greater safety. 


Schmidt said that by 1970 more 
than 75 million cars will be on the 
highways and crowding will be an 
increasing problem in the distant 
future, 


Power could be supplied by a 
source other than the car’s own 
power plant which would allow cars 
traveling off the highway to run 6n 
a compact storage battery. 


“Developments of this type,” 
Schmidt said, “could radically af- 
fect the appearance of the car of 
the future, changing the entire 
package dimension.” 


Robert H. Maguire, chief of ad- 
vanced styling, Ford Motor Co., 
said only the passenger and his 
comfort plus necessary road 
clearance will limit lowness of 
future autos called for because of 
safety. 


These sleek, low cars envisioned 
by Maguire will, he said, foster the 
invention of methods of entry and 
new seating which strongly will af- 
fect design forms. 


Air conditioning will be another 
important feature in the mass car 
of the future, he said, which will 
allow fixed side glass, curved side 
glass, new roof contours, intake and 
exhaust apertures and interior door 
and roof treatment quite different 
from today’s. 


Maguire also foresaw more at- 
tention to interiors, making use 
of many new materials such as 
aluminum, steel and glass plastics 
and fabrics in new ways. 

“There will be more comprehen- 
sive annual styling changes,” said 
Maguire, “but the process will be 
evolutionary rather than  revolu-| 
tionary.” 

Maguire cited the 1957 Ford re-| 
tractable hardtop, first shown at 
the National Automobile Show as a 
“very definite trend toward chang- 
ing the relationship of hood, body 
and deck of cars to accommodate 
further progress in automotive en-| 
gineering.” 

Carl Reynolds, assistant direc- | 
tor of styling, Chrysler Corp., 
agreed that lowness would bring 
many design innovations and he 
emphasized the designer’s role in 
combining practicality with 
beauty. 

“We may want to reduce the 
height of a car for greater beauty 
and increase the slope of the hood 
to maintain proper proportions,” he 
said. 

“But where would the beauty be 
if we had to cut holes in the roof 
for passenger’s heads or if the car- 
buretor or air cleaner poked 
through the hood?” asked Rey- 
nolds. 

The industrial designer’s job, said 
Reynolds, is to match every part 





of the design to the function of 
the automobile. 

He predicted that fins now used 
on Chrysler cars would continue to 
play a role in future automotive 
design since it “already has been 
proved in wind tunnel tests that 
fins do contribute to a car’s sta- 
bility.” 

William L. Mitchell, director of 


Lead Cincinnati Old Timers— 


William C. Heil, second from right, Heil Motors, Inc., outgoing president of the 
Cincinnati Council, Automobile Old Timers, presents the group's gavel to the new 


president, lee Myers, F & N Motors Co. 


Other officers are Norman Schacht, right, 


White Motor Truck Co., first vice-president, and Paul C. Drees, Kroger Co. 


styling, General Motors Corp., 

advised the audience to look to 

the consumer for the key to what 
cars are going to be like tomor- 
row, 

“The consumer is becoming more 
and more conscious of style, safety 
and comfort,” said Mitchell, “His 
taste in cars is growing more and 
more refined.” 


Due to this fact, he said, auto- 


motive designers can gain accept- 
ance for “dozens of ideas that 
might have been too ‘high-brow’ a 
few years ago.” 

Mitchell said that GM is “against 
drastic changes from year to year 
which deface the character of 
cars.” He said that “personality” 
would continue to be stressed in 
future GM cars. 

Radical changes every year are 
about as sensible, said Mitchell, “as 
making a man with a mustache fa- 
mous One day and then shaving it 
off the next.” 

Edmund E. Anderson, director 





CLASSIFIED WANT ADS 


Reaching an estimated 150,000 readers engaged in all branches of the nation's automotive Dias 
RATES: TWENTY-TWO CENTS 


TEN DAYS IN ADVANCE 
WANT AD DEPT., 


___ HELP WANTED 


WILLYS JEEP SALESMEN to sell the en- 
tire line with special equipment. We carry 
40 vehicles in stock at all times plus spe- 
cial equipment demonstrators. $50 per 
week salary plus liberal commission. Pro- 
ducers make $750 per month and up. 
Write or call Mr. Roof, phone FR 9-3636, 
P. O. Box 3940, Miami, Fla. 


AUTO PARTS CLERK. Due to tremendous 
increase in business, we have opening for 
auto parts clerk to assist parts man- 
ager. GM experience preferred. Applica- 
tions by letter only, stating full details 
will be considered. Apply Mr. Boykin, 
Fordyce Chevrolet Co., Box 578, Mel- 
bourne, Fila. 

SALES MANAGER. WE NEED a young, 
aggressive manager to direct our sales 
organization efficiently and profitably. He 
must be qualified to organize a produc- 
tive sales force, supervise all sales pro- 
motions, used-car appraisals and recon- 
ditioning. We require at least 10 years’ 
experience as sales manager in automo- 
bile business. Age limit 45. Salary and 
bonus commensurate with ability to pro- 
duce. We have been in the automobile 
business for 45 years, now handling Lin- 
coln-Mercury. Located 75 miles from New 
York City, population 50,000, with sur- 
rounding territory af over 100,000, Write, 
giving complete resume of 


tomotive News, Detroit 26. 


WANTED—NEW AND USED car sales 
manager by a large dealer well financed 
and located in a thriving city in the 
south. This Ford dealer has been in busi- 
ness for 25 years and has an excellent 
reputation in his town. A man who can 
produce volume and profits is limited in 
his earnings only by his own ability. This 
is an opportunity of a lifetime, Box 
6672, c/o Automotive News, Detroit 26. 


WANTED 


We are taking applications for 
the following positions. 

SALES MANAGER 

PARTS MANAGER 

SERVICE MANAGER 

BUSINESS MANAGER 
Applicants must be able to move 
within thirty days. This is a new 
point, starting from scratch. A 
“big two" dealership in a metro- 
politan area of 1,000,000 people, 
in the south's “hottest” business 
city. 
All applications must be accom- 
panied with recent photograph, 
resume of automobile experience, 
as to duties, responsibility, earn- 
ings, etc. Also state whether we 
may have permission to contact 
your present employer. 
Preference given to sober, indus- 
trious, married men. No drifters, 
please. Conservative estimates 
give this dealership a 1200 car 
potential, minimum. 
Business manager must be ca- 
pable of completely managing 
office force and keeping running 
reports on each department. Must 
be more than just an office man- 
ager. Hull-Dobbs experience val- 
uable. Box 6680, c/o Automotive 
News, Detroit 26. 





COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS’ READERS 
Automotive News will not divulge the 
name of any classified advertiser using 
a box number. For our readers who 
wish to protect their identity when an- 
swering box number ads, we suggest 
you send your replies direct to Classified 
Manager, Automotive News, Enclose a 
note listing the concerns which you 
would not want your letter to reach. 
Your. reply will be destroyed if the ad- 
vertiser is ome you have mentioned; 
otherwise it will be forwarded im- 

mediately to the advertiser. 





experience, | 
age and recent photo. Box 6671, c/o Au-| 


(22c) 


OF PUBLICATION DATE. Contract 
AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 








of automotive styling, American 

Motors Corp., said that three 

major types of cars would domi. 

nate tomorrow’s scene, 

These, he said, would be the per. 
sonal car, the compact car and the 
large, long-distance limousine. Ap. 
derson said the prime considerg. 
tion in designing a car are: To ex. 
press its purpose, to make it dis. 
tinctive, to make the public accept 
the design and meet the intendeg 
market price. 

Anderson was asked if he felt 
that car designing has reached an 
impasse. “No,” he replied, “design, 
like time, is continually changing” 





PER WORD FOR EACH 


($1) 
unopened. Display ads 


HELP WANTED 
PERSON WHO HAS HAD experience in 


passenger car and truck leasing. Give 
your complete educational and business 
background and personal references. 


Eisele Motors, 11750 Wilshire Boulevard, 
Los Angeles 25, Calif. 


INSERTION 
lle PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full name 
and address at regular rates. Add One Dollar 
Box Number ads are forwarded to advertiser 


per insertion for use of a box number. Replies to 
$12.30 per column inch. CLOSING: 
rates supplied upon request 





AUTO SERVICE SALESMAN, We are in| 
position to offer attractive deal to experi-/| 


service salesman to assist 
Applications by letter 
only stating full details will be consid- 
ered. Apply Mr. Boykin, 
rolet Co., Box 578, Melbourne, Fila. 
POSITION WANTED 
SERVICE MANAGER handling Cadillac 
dual. Young, family man—top flight. 
Wishes permanent job in northern N. J. 
Have proven ability and factory bless- 
ings. Can make any service department 
a paying proposition. Will consider field 
representa:ive for mechanical products. 
Box 6659, c/o Automotive News, Detroit 
26. 


enced auto 
service manager. 





ACCOUNTANT - OFFICE MANAGER. Ex- 
perienced GM, Ford and Chrysler. Can 
handle all taxes. Prefer south or south- 
west. Box 6673, c/o Automotive News, 
Detroit 26. 


GENERAL OR SALES MANAGER. Ex- 
perienced and qualified young hard hit- 
ting sales executive, 36, married, family, 
18 years’ automotive sales experience. 
Last 10 years managerial capacity, used- 
car manager, sales manager, assistant 
general manager. Five years present em- 
ployment, Can show exceptional record 
as to sales and volume. Practical work- 
ing knowledge of all departments. No 
restrictions to location. Prefer south, 
southeast or southwest. Box 6674, c/o 
Automotive News, Detroit 26. 


GENERAL MANAGER or general sales 
manager. An aggressive hard hitting ex- 
ecutive with 18 years of experience, can 
run a large metropolitan dealership and 
assume full responsibility for a profitable 
operation. Prefer to work for a dealer 
that retails his automobiles and is inter- 
ested in making money. Reply to Box 
6675, c/o Automotive News, Detroit 26. 


SALES AND MANAGEMENT experience, 
age 35, married and two children. Chi- 
cago home owner, good education and 
fine appearance. Former buyer for large 
new-car advertiser and sales manager 
for GM dealer. Absolute working knowl- 
edge of all phases of finance and insur- 
ance. Help salesmen close deals and ap- 
praise used cars. Box 6676, c/o Automo- 
tive News, Detroit 26. 


| OFFICE MANAGER — College, top-notch 


accountant with the qualifications of a 
general manager. Prefer northern Jersey, 
eastern Penn., for dealer who wants to 
relax a little. Box 6677, c/o Automotive 
News, Detroit 26. 


CONTROLLER-BUSINESS MANAGER ¢ca- 
pable of full management. Experienced 
volume operation GM and Chrysler. Let 
me solve your management problems. 
Box 6678, c/o Automotive News, Detroit 
26. 








DEALER SERVICES 


EVERYBODY IS TALKING 
ABOUT IT! 


“USED CARS— 
A GOLD MINE" 
by ERIC CASSIRER 


A Treasury of Tested Ideas 
on Selling Used Cars... 


Written in straight forward talk by a 
man who has sold over $8 million 
worth of used autos. 


MAIL $2.20 TO 


P. O. Box 649 Oxnard, Calif. 
Your satisfaction or your money back. 





Fordyce Chev-| 





POSITION WANTED ADS, 





Inventory Service 
Buying or Selling a Dealership 
© Buy Right © Sell Right 
Parts—Accessories—Equipment 
© © A disinterested certified physical 
Inventory will save you money * ¢ 
DON'T GUESS—BE SURE 
Call or write for service details. 
Automotive Inventory Service Co. 
10040 Freeland, Detroit 27, Mich., WE 3-6445 


Western Dealers Attention 
429 S. Western -,. Los Angeles 5, Calif. 








DEALERSHIPS AVAILABLE 


VOLVO peatersuir 


Offers Big Opportunity 
Sell Sweden's “hot” VOLVO—Ameri- 
can cor comfort, sports car handling 
and performance, miserly economy, 
Swedish precision. 
Dealerships now available 
Kansas, 





in Alo- 
Louisiana, 


bama, Arkonsas, 
Mississippi, Missouri, Oklahoma, Ten- 
nessee and Texas. 


information write or wire 
Nils Olof Sefeidt 
Swedish Motor Import 


2221 Milam Telephone: CA 4-9456 
Houston, Texas 





DEALERSHIP FOR SALE handling Lin- 
coin-Mercury—city of 60,000 population. 
Trading area of 125,000. Resort and in- 
dustrial area in New England. No real 
estate, no used cars. Building with favor- 
able lease. Owner selling because of ill 
health. Box 6662, c/o Automotive News, 
Detroit 26. 





DEALERSHIP FOR SALE handling Ford. 
1,000 new units minimum annua! vol- 
ume. Located prosperous Ohio industrial 
city Excellent facilities, economical 
lease and profitable record. Necessary 
qualify with factory. Inquiries from 
satisfactory sources will receive conf- 
dential appointment for preliminary dis- 
cussion. Box 6663, c/o Automotive News, 
Detroit 26. 

WILL SACRIFICE FOR $18,500—Well es- 
tablished agency, handling Chrysler- 
Plymouth, in progressive northern Ohio 
town. Owner retiring. Write Box 6652, 
c/o Automotive News, Detroit 26. o 

FOR SALE. FRANCHISE handling Nash. 
Property, equipment and parts. P. 0. 
Box 91, Ocala, Fla. Six miles from Silver 
Springs. e. 

ONE FAMILY OWNED dealership, han- 
dling Ford, since 1912. Located on major 
Federal highway in southeastern Wiscon- 
sin farming and resort area. 60 miles 
from Chicago and Milwaukee. A well es 
tablished business with modern facilities. 
Will sell or lease building. Settling estate. 
Box 6681, c/o Automotive News, Detroit 
26. é 

PARTNERSHIP DISSOLUTION. Bridget 
Valley Motor Co., handling Chevrolet and 
Buick, Lyman, Wyo. Main building ap 
proximately 80x 80, Storage building i 
rear. Natural gas heat. Fine school, good 
hunting and fishing, coast to coast high- 

161 new cars in 1955—net $23,000. 





way. 

$14,000 net to Sept, Ist, 1956. $6,000 
buys Chevrolet and Buick parts. Will 
lease building, special tools, shop and 


office equipment, gas pumps and signs— 
$275 month. You must have additional 
working capital and auto experience and 
qualify with GM. Box 6682, c/o Auto 
motive News, Detroit 26. 


EXCELLENT, PROGRESSIVE small town 
dealership of approximately 10,000 popu- 
lation—handling Buick. Must have ability 
to qualify for factory approval and some 
cash to invest. Excellent opportunity for 
a present general manager or a sales 
manager to get into profitable deal that 
he can control, Box 6656, c/o Automo- 
tive News, Detroit 26. 


DEALERSHIPS WANTED 


“BIG 3° DEALERSHIP or partnership 
wanted within 50 mile area of N, Y. C. 











Factory approval guaranteed. 100-300 
cars. Box 6679, c/o Automotive News, 
Detroit 26. 
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DEALERSHIP WANTED _ BUSINESS OPPORTUNITIES 


TREMENDOUS 





_ 


fg 
47, 22 years’ GOVERNMENT surplus 


ERIENCED DEALER, sales now going on. Buy di fro 
eaper' rence. Substantial capital, wishes to Uncle Sam jeans tress: aaupulenas 
puy one of the ‘‘Big 3.’’ Replies in strict trucks; boats; aircrafts; LSTs; tractors; 
confidence. Box 6660, c/o Automotive, trailers; automotive supplies; shop equip- 
News, Detroit 26. ment, Direct from U.S, Government 
Depots. List Brody, 


and procedure—$1,. 
Box 8 AUA, Sunnyside 4, N. e 


NEW LINES WANTED - 


— 


MAILING LISTS 





DEAL#RS’ MAILING LIST—Ford, Chev- 

— rolet, Plymouth, DeSoto, Chrysler, Olds- 
DISTRIBUTOR OF AUTOMOBILE mobile, Pontiac, Buick dealers. Complete 
national list. Dec., 1956 checked, On ad- 

AIR CONDITIONING IN TEXAS, dressed labels, 35M, $14 per M. Box 6685, 


c/o Automotive News, Detroit 26. 
GULF COAST AREA - 
DECAL TRANSFERS 
desires a 
| TRU CK DECALS. 
ADDITIONAL LINES FOR DISTRIBUTION 


More brilliant; 
Box 6683, Detroit 26. | 


No charge for sketch. 
unusually durable; easily 
applied. Samples on request. Write Allied 
| Decals, Inc., 8456 Hough Ave., Cleve- 

land 3, Ohio. 


BU SINESS OPPORTUN} ITIES 


ATTENTION—AUTO LEASERS ! 


You have pioneered a new and important industry with a great 
future. You've learned the know-how. Now you're ready to 
expand even further. But what about capital? We have acquired 
the necessary capital through many years in the automobile field. 
So, our interests are mutual. Let's join forces! . . . for an even 
greater future with more profits for both of us! If you have a 
sound, growing auto leasing business and you are interested in 
either sale or merger, send us your proposition—along with your 
latest financial statements and/or your Dun & Bradstreet rating. 
Maybe we can do business. Let yourself go when you write to Box 
6684, c/o Automotive News, Detroit 26, Michigan. Whatever you 
tell us will be in the strictest confidence. We'll send you full 
particulars. Act today! 


c/o Automotive News, 








CARS WANTED 


CARS WANTED 


Any Year * * * Any Make 


CLEAN UP YOUR 
USED CAR PROBLEM NOW! 
Turn Your Used Cars Into Cash 


* * a 
Call — Write — Wire 


R. S. HENRY 


New Brighton, Pa. 
Phone N.B. 7637 


Any make, model or quantity from 1955 on down 





This entire issue of 
AUTOMOTIVE NEWS 


was printed by the 


LITHENGRAVE 


PLATE PROCESS 


You should investigate this new 


printing process. Call or write... 





PRINTING COMPANY 


3939 BELLEVUE AVE., DETROIT 7, MICH. 


WAlnut 1-4560 





*“LITHENGRAVE is a trade-mark of Printing Developments, 
a subsidiary of TIME, Inc.” 


Inc., 
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PARTS WANTED _ CARS FOR SALE 


OPPORTUNITY 








ENGINES WANTED FOR SOUTH AFRICA 
Ford V-8—Mercury, 1949 upwards and Dodge 


| 


Plymouth, 1942-53, 6-cylinder used short block USED CARS 
assemblies. For further information reply: AND 
Mike Appel Motor Co., Ltd. EX-TAXIS | 


P. O. Box 3648 Johannesburg, S. A. 





FORD * PLYM ® CHEV 
1955's & 1956's 


ALL IN TOP OPERATING CONDI- | 
TION, GOOD OR NEW RUBBER; ALL 
HAVE HEATERS, DEFROSTERS. | 
CLEAN BODIES AND: INTERIORS. 


PRICED FOR IMMEDIATE 
SALE! 


ANY QUANTITY . .5 to 500 


PARTS FOR SALE 


BUICK PARTS 


All Other GM Parts Also 








MISC /ELLANEOUS 


VOLUME USERS 
CALL US AND 
SAVE MONEY 


Tow Bar Sales Co. 


Exclusive Factory Distributors 


AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 NITES: BA 1-8717 


Call Collect ‘Yr fry, Sass" 


40 So. Clinton St., Chicago 6, Ill. 





UP TO 50% DISCOUNT || MEMO TO ALL FACTORY V., I. P.s Your 
WRITE - WIRE e CALL new models are in the dealer showrooms, 
Public response is terrific and points to 
Extra Discount on JAMES F WATERS INC a good year. You are entitled to and 
° ° = should have a well earned rest. Plan now 
Special Phone Orders New York's Taxicab Supplier for 20 Years for your vacation home in the sunny 
Fast—Direct—C.0.D. Service 38-15 Northern Bivd., Long Island City, N. Y. south. Your friends are enjoying the 
pleasure of a warm winter. So can you. 
© ST 6-3300 Complete real estate services including 
Art Hansen Buick, H, CHARTERS A, H, AUSTIN sales, rentals, leasing, acreage, business 
opportunities and investments are offered 
_ through Clark Schwaderer, Associate of 
Inc. M. N. Weir & Sons, Inc., Registered Real 
“wr Eree, of 2 | Estate Broker, 3356 Atlantic Bivd., Pom- 
(formerly Gordon Buick) ACCESSORIES FOR SALE - pano Beach, Fla, Write now for informa- 
tion Remember Florida is the place 
Largest Buick Parts Dealer in U. s. where the proper investment today may 
save a lifetime of toil tomorrow, 
1000 S. Wabash Ave., Chicago, Ill. MOTOROLA TRUCK AND CAR SIGNS made  eaay 
wi plastic letters etal, wood an 
Phone WAbash 2-1030 AUTO RADIOS masonite letters also, Brass _ stencils. 
Signs for every purpose. Jim Ramsey, 
} Inc., 175 Jefferson, Lexington, Ky 
FORGE cncnncnnsscvensescnccncanerocnsenssnes $27.50 s ee 
PURROGD cxntsccsccsccssnsserscetssenee 34.95) 


BUICK PARTS 
UP TO 50% DISCOUNT 
Fast C.0.D. Shipments 


Custom designed for all cars, all years | 
Rear seat speaker kits, $4.95 


Special deals for Fleets 
Over 5,000 radios in stock 





e Fast C.0.D. shipments 
Rea Keech Buick LIBERTY AUTO RADIO 
3333 Frederick Ave. 19) E. t6t St. New York 5!, N. Y.| 
LUdiow 8-941! 


Baltimore 29, Md. 
Phone EDmondson 6-4400 





MISCELLANEOUS 





CAN YOU USE A BARGAIN? 
$3,166 Kaiser Ports, '48 thru '54 | 


Packaged and numbered including inventory FLYING TO FLORIDA? 
cer LEM RINKE MOTOR SALES RENT A CAR 
FROM RUSS MILLER 


Warren 
Make Your Reservations Now. 





Mich 
Congress 4-251! 





Telephone or wire collect. 
Give Airline, Date and Flight Number 
A courteous attendant will meet you at 

Miami Airport. 


BUSES WANTED 
WANTED—-ONE LATE mode! bus approxi 
mately 40 passengers. Contact Alvin 
Morgenstein, 629 Fourth St. S. W., Wash- 














ington, D. C., or phone National 8-1605 
om | Telephone JAckson 2-1616 
CARS WANTED | 
: D. B. A. FAIR RENT-A-CAR 
CARS WANTED—7 passenger Cadillacs 
Must be sharp 1953 and newer. Ridgway. | 727 N. Federal Highway, Ft. Lauderdale, Fia. 
Belmont 4-6611, 2836 N. E. Sandy, Port-| 
land, Ore. 
_—s—sisé‘« ARS FOR SALE ATTENTION 
TUDEBAKER-PACKARD DEALERS | 
ROBINSON CAR LEASING | a pecemegy tenegysise lb geek 
i eckar ars, igns an se ar ice) 
FLEET LEASED CARS | valued over $11,500, must be sold at once 
1955—1956 | Parts wp to and including 1956 models all 
| packaged and boxed. Large |5 ft. vertical 


AT WHOLESALE - . 
CHEVROLETS, FORDS. PLYMOUTHS| Packard sign and 5 ft. drum Sales & Service 


| sign in excellent condition. Used Car office 


Available in: Philadelphia, Baltimore, Wash- . . . 
ington, D. C., Pittsburgh, Akron Cleveland, | with California type redwood interior in- 
Detroit, Flint, Chicago, Milwaukee Cincin-| cludes @ four line switch control box and a 
a a, Lovie, Kenses © ny, Lit! good gas heater. Office built on platform! 
Dallas, New Orleans, Atlanta. "| for easy moving. Will sell all or part. 
ROBINSON CAR LEASING For information call or write, Mr. S. J.| 
DIVISION Pallay, 27 Lyman Circle, Shaker Heights, 

Ohio. ER, 1-4374. 


THE HERTZ CORP. 
For specific information in any city, address: | 
|. E. Spatig, Used Car Mgr. WeEbster 9-2144 
218 S. Wabash Ave. Chicago, lil. 





ATTN. DEALERS! 
1955 - 1956 


FORDS 
AND 


PLYMOUTHS 


All Other Countries — One Year 





BLUE ® CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& GUIDE CABLES 


MEETS ALL I.C.C. 
REQUIREMENTS 


DEALERS’ SPECIAL (F.0.B8. Factory Net) 
$52.35 Fed. Tax included 


WITH AUTOMATIC BRAKE 


AND BRAKE CABLE 
Less Guide Cables 


GUIDE CABLES 


DEALERS’ SPECIAL (F.0.8. Factory Net) 


$9.90 Fed. Tax Included 


THE FAMOUS 
MOTO-MATIC 


TOW «+ GUIDE 


Four Cone Hook-Up 
F 


DEALERS’ SPECIAL (F.O.8. ae Net) 
$44.85 Fed. Tax included 
Meets 1.C.C. Strength Requirements 

e * 


Liberal Quantity Discounts 
To Distributors 


- Write for Illustrated Catalog 
Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept’s 


‘Leaders in the Industry 
Since 1939” 


New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 


$12 (] or Two Years $20 [J 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


ee Sisaueendenassatsneds See Baegahnesddnad hoeakeeses eee . 
ANY QUANTITY! 
PRICED TO MOVE! 

* COOOCOROOOCOSSOSeCOOE SO OEEO LOCO HOEOOSOS>ESEDEO ESCO OOOCOCCSCCDOS eene 
all ie extaxs et ‘tecieahebaeies. Street Address....... cobnakestsiseaws Sivhesbes cocnces BORO Bans awe as 
good tires, clean insid d t. All i 
qusaltent aeatine Gaee: ane te cain Gils ccVebebnodas an Becsoeaess esccecccce 0 ee ee 
only 8-10 months. Some with power steer- 

— ‘ TRADE CONNECTION: 
Don't wait . . . call, wire or write Car Dealer () Truck Dealer (] Manufacturer [) 
CURRY CHEVROLET Jobber [) insurance [] Financial Supplier 
Broadway and 133rd Street Oi BF GR sk c ack cntieveses eaGcohesebednendes O8escdeutceee4kanuee 
NEW YORK ° ADirondack 4-6000 12-17-56 








Facts like this... 


Of the four leading mass-market magazines... 


PTS UC a Tl CS 


20% of Collier’s readers plan to buy new cars in 1957* 


Bring results like this 


TST CCT CS Ta Sc 


a greater gain than any other major mass-market magazine! 


Collier’s...the big one for cars! 


* oo Ps 
© editorial fe Seat 2 RB a 
A bl a i as 
da a ae oh a 


5 et ae 6. Digits 
os 


a 


*Starch 51st Consumer Magazine Report 
**Publisher's Information Bureau, Jan.-Oct. 1956 


COLLIER'’S 


+ The secret of Sleaderetia 
> Damen Remyen's Christmas ciassic—The Three Wise Guys 
* 36 beers thet shesk the Commanist world 


ee ae 


The untold human story behind the headlines 
A athe | 


Over 4 million circulation 


Bopinning: Doom 28—a tiring now Western by Luke Short 


Crowell-Collier Publishing Co., 640 Fifth Avenue, New York 19, N.Y. Publishers of Woman’s Home Companion, Collier's. 





